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ALWAYS A 
GOOD PROFIT DEPARTMENT 
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Yrs: Dealers! NOW — your Carbon Paper 
and Typewriter Ribbon Department can 
really go to work for you. Many business houses 
are expanding their offices. Many new concerns 
are coming into existence. This means increased 
purchasing power — a greater demand for qual- 
ity merchandise. It offers you every advantage 
for quicker turnover of Webster's quality prod- 
ucts — already the fastest moving line in your 
distribution system. Best of all, present indica- 
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tions are, you will be able to meet this demand - 

no shortages of Webster merchandise are ex- 
pected. So why not take advantage of this oppor- 
tunity. Make your Carbon Paper and Typewriter 
Ribbon Department your Number One Profit De- 
partment. Begin today to push and talk-up 
Webster products. You'll be glad you did. It will 
mean satisfied, repeat customers. It will build 
bigger volume and greater profits for you now, 


and for years to come. 


F.S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASS. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. Tt 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscrips will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D.C. 
YCOPYRIGHT. Contents 
covered by Copyright, 1941, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc. 
Ace Fastener Corp. 
Acme Staple Co. 
Acme Visible Records, Inc 
Aigner, G. J., Co. 
Allen & Co. 
Allen-Wales Add. Mach. Corp. 
Allied Carbon & Ribbon Corp. 
All-Steel-Equip Co. 


Amberg File & Index Co. 


Amer. Autmtc. Elec. Sales 
Co. 
American Hair & Felt Co. 


Amer. Number. Machine Co 
Passbook Co. 
Photo 


Amer. Writing Machine Co. 70, 


American 
American Laboratories 
Ames Supply Co. 


Anderson-Hickey Co., Inc 


Art Metal Construction Co 

Art Steel Co. 

Automatic File & Index Co. 
B 

Bankers Box Co. 

Barkley, C. L., & Co. 


Barrett Adding 


Lanston Monotype Mach. Co. 


Bassick Company 
Beach Publishing Co. 
Bentson Mfg. Co. 


Bright Chair Co. 


~ 


Bristow, Stanley R. 


British Stationery Exporter 
146, 
Browne-Morse Co 


Brush-Punnett, Inc. 


c 
Clarotype Co., The 
Mfg. 


sole Steel 


Corp. 


— 


Yodo 


Equipment Co. 


~ 


Collier-Keyworth Co, 


— 


Steel Equip. C« 
sontinental Ink Co 
Cook, The H. C., Co 
Mfg. 


Typewriter 


~ 


solumbia 


— 


Corp. 


~ 


‘opy Right 


sorona 


Corry-Jamestown Mfg. Corp. 
Cotterman, I. D. 
Chair Co 


Cramer Posture 


Cushman & Denison 


114, 


~D 


Darnell Corp., Ltd. 
Dawn Mfg. Corp., The 
Dayton Stencil Works 
Dick, A. B., Co. 

Diebold Safe & Lock Co. 
Domore Chair Co., Inc. 


Downey, C. L., Co. 


E 
Ehrlich Upholstery Works 


Machine Div. 


Solumbia Rib. & Car. Mfg. Co. 


Mfg. Co. 


110 

85 
150 
104 


128 


144 


126 


130 


111 
146 


114 


through the journal. 


Elliott Addrssg Mch. Co., The. 130 

Elliott-Fisher Back Cove: 

Esterbrook Pen Co., The 142 
F 

Fair Furniture Co. 109 

Fritz-Cross Co. 129 

Fulton Specialty Co 144 
G 

General Fireproofing Co., 

The 64, 6 
Globe-Wernicke Co., The 79, 108 
Graff, Geo. B., Co. 125 
Guide System & Supply Co. 68 
Gunlocke, The W. H., Chair Co, 87 

H 
Hall-Welter Co., Inc. 12 
Hano, Philip, Co., Ine. 82 
Hanson Scale Co. 15 
Harding, Milo, Co. 129 
Harriman-Welts Products Co...14% 
Harter Corporation, The 80 
Heyer Corporation, The 153 
High Point Bndg. & Chair Co...143 
Hileo Corp. 143 
Hotchkiss Sales Co. 140 

I 
Imperial Desk Co. { 
Imperial Mfg. Co. 12 
Imperial Methods Co 110 
Indiana Desk Co. 132 
Inkograph Co. 151 
Ink Specialties Co. 106 
International Typewriter 

Exchange 116 

Inter-State Rib. & Car. Co. 150 
J 

Jasper Chair Co. 96 

Jasper Office Furn. Co 138 

Jasper Seating Co 145 


K 


Kilian Mfg. Corp 


M 
Macey Co., The 
Manifold 
Markilo Co. 


Wire 


Supplies Co. 
Massillon Basket Co 


Master-Craft Div., Shaw- 

Walker 
Meilicke 
Meilink Steel Safe Co. 
Melind, 
Metal Office 
Metalstand Co. 


Meyer & Wenthe, Inc 


Systems, Inc. 
Louis, Co. 


Furniture Co 


Miami Systems Corp., The 
Michigan Desk Co. 
Naturlite Co 


The 


Midwest 
Mimeograph, 
Mitchell 
Mittag 
Moore 
Mosler 


Binder Co. 
& Volger, 
Push-Pin Co 


The 


Inc. 


Safe Co., 
Multipost Co. 
Murphy Chair Co. 


Mutschler Bros. Co 


N 
Nagel-Chase Mfg. Co., The 
National Blank Book Co 
Nat'l Brief Case Mfg. Co. 
Neidich Process Div. 
Neva-Clog Products, Inc. 
New Indiana Chair Co. 

oO 
Old Town Rib. & Car. Co 
Oxford Filing Supply Co 


P 
Pacific Cb. 
Peerless Key-Imperial Mfg. Co. 


Peerless Steel Equip. Co. 


& Ribbon Mfg. Co. 



















of its various 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


this bureau calls upon 


S. A. lines, and in many 


turers, 








They do, however, offer their services in resolving any disagreements which result from relations established 


Phillips Process Co 146 

Pike, E. W., Co. 143 

Post, Frederick, Co. 92 

Pronto File Corp. 76 
Q 


Quality Park Envelope Co. 


R 
Red Feather Products Ltd. 121 
Reliable Tw. & A. M. Corp....141 
Rite-Rite Mfg. Co. 152 
Rivet-O Mfg. Co. 150 


Roberts Numbering Mach. Co...148 
Weldon, Rubber Co.....147 


Roberts, 


Rockwell-Barnes Co. 94 

Ross Laboratories 147 

Royal Metal Mfg. Co 139 

Royal Typewriter Co. 75 
Ss 

St. Johns Table Co. 117 


9° 


St. Louis Hardware Mfg. Co. 133 
Security Steel Equipment Corp. 91 


Sengbusch S. Cl. Inkstand Co...131 


Shaw Walker Co. 101, 118 
Sheaffer, W. A., Pen Co. 107 
Sheppard, C. E., Co. 138 
Sherman-Manson Mfg. Co. 125 
Shipman-Ward Mfg. Co. 132 
Sikes Co., Inc., The 122 
Sloane, W. & J. 93 


Corona Type- 


Smith, L. C., & 


writers, Inc. 61 
Speed Key Mfg. Co. 148 
Speed-O-Print Corp..119, 135, 136 
Standard Record Co. 140 
Stationers Loose Leaf Co. 120 
Storms, H. M., Co. 120 
Sturgis Posture Chair Co. 113 
Sun Rubber Co., The 118 
Sundstrand Back Cover 

= 
Technygraph, The 144 
Toledo Metal Furniture Co. 78 
Triner Scale & Mfg. Co. 146 
U 
Underwood Elliott Fisher 
Back Cover 
U. S. Typewriter Ribbon Mfg. 
Co. 145 
Vv 
Vail Manufacturing Co. 73 
Van Dyke Industries 141 
Varat, Murray Co. 148 


Victor Safe & Equipment Co... 86 


Visible Records Equipment Co 127 


Ww 

Walz Mfg. Co. 150 

Warshaw Mfg. Co. 138 

Webster, F. S., Co. 2 

Wiggins, John B., Co. 149 
Y 


Yawman and Erbe Mfg. Co. 88 


Young Office Equipment Co.....139 





na 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


obligation. 
Globe-Wert k Ca The 7a 10s Mever & Wenthe I 
Rockwell-Barnes Co. 94 


Adding Machine Parts 
Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg Co 
Adding Machine Rolls & Paper 
Rockwell 


Adding Machines 


Sarnes Co 


Allen-Wales Add. Mach. Cory 
Sarrett Adding Machine 
Lanston Monotype Machine ¢ xu 
Sundstrand Back Cove 
Adding Machines, Rebuilt & Used 
Reliable Tw. & A, M. Corp 141 
Shipman-Ward Mfg. Co 132 
Young Office Equipment Co 
Adding Typewriters 
Underwood Elliott Fisher Co 
Back ¢ r 
Adding Machines 
Elliott Addressing Mact Co 130 
Addressing Machines, Used 
Young Office Equipment Co 
Adhesives 
See Inks, Adhesives, et 
Arch and Clip Board Files 
Amer. Autmt« Elec Sales Co 2? 
Cushman & Denison Mfg. Co 
Globe-Wernicke Co., The OS 
Rockwell-Barnes Co. ’ 
Shaw-Walker Co. 10 1S 
Yawman and Erbe Mfg c% RS 
Ash Trays, Office 
Nagel-Chase Mfg. Co 
Autographic Registers 
Hano, Philip, Co., Inc 82 
Miami Systems Corp The 10 
Ball Bearings for Drawer Slides, etc 
Kilian Mfg. Corp 
Banker's Note Cases 
Art Steel (<¢ 
General Fireproofing C« Phe 1 
Globe-Wernicke Co The 79 N 
Victor Safe & Equip. Co St 
Billing Machines 
Underwood Elliott Fisher (Ce 
Sack «Cover 
Binders, Catalogue and Periodical 
Acco Products In 110 
Aigner, G. J Co 128 
Amberg File & Index (« 7 
Master-Craft Div. of Shaw-Walker 
Mitchell Binder Co 18 
National Blank Book Co 17 
Sheppard, The C. E. Co 38 
Binders, Permanent Storage 
Sankers Box (< a 
Master-Craft Div. of Shaw-Walker.101 
Sheppard, The ¢ E. Co . 
Binders, String 
Bankers Box (« 
Blank Books 
National Blank Book (« 1 
Rockwell-Barnes Co ) 
Blue Print and Plan File Cabinets 
All-Steel-Equip Co 1] 
Anderson-Hickey Co 149 


Art Metal Construc 
Art Steel Ce 
Morse Co 


Steel 


tion Co 


Browne 


Columbia 


Equip. Co 





Corry-Jamestown Mfg. Corp 
CGreneral Fireproofing ¢ The.__.64 
Globe-Wernicke Co., The 79 
Peerless Steel Equip. Co 
Shaw-Walker Co 101 


Yawman and Erbe Mg Co 
Blue Print Papers 

Post Frederick Co 
Bond Boxes 

Art Steel (« 

General Fireproofing Co., The...64 
Wernicke ( 
Book Cases 

Art Metal Construction (Ce 
Morse Co 


Crlohe 


srowne 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co., TI 64 
Globe-Wernicke (Cc The 
Macey (¢ The 
Michigar Desk {¢ 
Peerless Steel Equip Co 
Shaw-Walker Co ( 
Yawman and Erbe Mfg. (¢ 

Bookkeeping Machines 
Underwood Elliott Fisher Co 

Back ¢ 

Box Letter Files 


Art Steel Co 





Brief and Zipper Cases 


Master-Craft D of Shaw-Walker..101 
National Brief Case Mfg. Co 134 
Sheppard, The C. E. Co 138 
Varat, Murra ar 148 


Calculating Devices 
Meilicke Systems Inc 151 





Shipman-Ward Mfg Co 132 
Calculating Machines 
Allen-Wales Add. Mach. Co 151 
Barrett Adding Machine 
Lanston Monotype Mach. Co a9 
Sundstrand Back ,.Cover 
Calculating Machines, Used 
Reliable Tw. & A. M. Corp 141 
Shipman-Ward Mfg Co 132 
Young Office Equipment Co 130 
Carbon Papers 
See Ribbons and Carbons 
Card tndex Boxes and Trays 
All-Steel-Equip (x 115 
Art Meta Construction Co 7 
Art Steel Co 151 
Bentson Mfg. C¢ 143 
Columbia Steel Equip. Co 81 
Corry -Jamestow! Mfg Corp 112 
General Fireproofing Co., The..64, 65 
Globe-Wernicke ¢ The 79, 108 
Guide Syste and Supply C« 68 
Imperial Methods Co 110 
Metal Office Furniture Co 124 
Peerless Steel Equip. ( 131 
Securit Steel Kquipment Corp 41 
Shaw-Walker ¢ 101 118 
Warshaw Mfg. Co 138 
Yawman a Erbe Mfg. Co SS 
Cards, Business (Book Form) 
Wiggins, John B., ¢ 149 
Cash Boxes 
Art Steel Co 151 
General I proofing ¢ The a 
Casters, Caster Bearings, Slides 
Bassick ¢ lll 
Darnell Cory 100 
Kiliar Mfz Corp 133 
Celluloid Envelopes 
Marki ( 149 
Chair trons 
Bassick (C« 111 
Collier-Keyworth Co 128 
Chair Mats 
(Amer Autmt Elec. Sales (¢ 127 
Chairs, Office 
Bright Chair ¢ 117 
Cramer Posture Chair Co 151 
Domore Chair C« Ine 10 
Ehrlich Upholstery Works 114 
Fritz-Cros ( 129 
General Fireproofing Co The....64, ¢ 
Gunlocke I W H Chair Co x7 
Hi er Cory x0 
H Point Be ng & ¢ r ¢ j 
Jasper Chair ¢ " 
Jasper Seat ( 14 
Metal Office Furniture ¢ 124 
Michigan Desk Co as 
Murp ( Co 12% 
Ne Indiar cl Co 132 
Re Met M ‘ 139 
Sha Walk ( ‘1 118 
Sik ‘ I I 122 
Sturgis Posture Chair Cc 113 
Toledo Metal Furt Co 78 
Chairs, Folding 
Royal Metal Mfzs ‘ 139 
Chairs (Posture) 
Amer Autr Elec. Sale 127 
Bright Chair ¢ 117 
Crame P { sir ¢ ] 
lor ¢ i ( Ir 10 
i ( ( 129 
G ral | ng ¢ The..64, 
G wke I W H ( Co RT 
Harter (¢ nt) 
H Poi B & Cha Co.14 
lasper i r ‘ OF 
lasper Se g 14 
Murphy ¢ ( 1 2¢ 
i Me Mfg ( 139 
Shaw-Walker ¢ 10 118 
Sike ( l r 122 
gis Po e Cha ( l 
Toledo Metal fF t Co 78 
Check Covers and Passbooks 
American Passhook Co 149 
Check Signers, Writers and Protectors 
Hall-We ( 12 
Checks, Stamped Metal 
I) r Ster Works 148 


Coin Bags, Trays and Wrappers 


Art Steel Co. 


Downey, L Co 
Copyholders 

Acco Products, Inc 

Amer, Autmte. Elec. Sales Co 

Copyright Mfg. Corp 

Dawn Mfg. Corp The 

Shipman-Ward Mfzs f 
Costumers 

Fair Furniture Co 

Globe-Wernicke Co The 79 

Peerless Steel Equip. ¢ 

Royal Metal Mfg. Co 

Shaw-Walker Co 101 


Cushions and Pads, Chair 


Fair Furniture Co 
Shipman-Ward Mfg. (« 
Sun Rubber Co 

Dating Stamps 
Amer. Number Mach. Co 


Fulton Specialty Co 


Melind, Louis, Co 


Meyer & Wenthe Ine 

Rivet-O Mfg ( 
Desk Lamps 

Dawn Mfg Cor 

Midwest Naturlite i 

Van Dyke Industries 


Typewriter 
Mfg. ( 


Desk Mechanisms, 
St. Louis Hardware 

Desk Pads & Tops 
Aigner G J Co 


Amer Autmtc Elec. Sales Co 
Fair Furniture Co 
Desk Pending-Letters Holders 
Acco Products In 
Desk Pen & Ink Sets 
Sengbusch Self-Cl. Inkstar ( 
Sheaffer, W. A., Pen ¢ 
Desk Trays 
Aigner, G. J cr 
Art Metal Construction ( 


Art Steel ¢ 

Automatic File & Index Co 
Jamestown Mfg Corp 
General Fireproofing ¢ 
Globe-Wernicke Co The ) 
Methods Co 


Corry 


Imperial 


Massillon Wire Basket ¢ 
Peerless Steel Equip. ¢ 
Shaw-Walker Co 0} 
Yawman and Erbe Mfg. ¢ 


Desk Work Distributors 
Art Steel C« 
Bristow Stanley R 


Globe-Wernicke Co The 7G 
Victor Safe & Equip. ¢ 
Desks 
Art Metal Construction ¢ 
Art Steel Co 
Automatic File & Index ( 
fentson Mfg Co 
Browne-Morse Co 
Columbia Steel Equip ( 


Corry-Jamestown Mfg 

General Fireproofing Co I 

Globe-Wernicke Co The ) 

Imperial Desk Co 

Indiana Desk Co 

Jasper Office Furr ( 

Macey Co The 

Metal Office Furnitur ( 

Michigan Desk Co 

Peerless Steel Equip. 

Royal Metal Mfg. Co 

Security Steel Equipment Corp 

Shaw-Walker Co 01 

Sloane W & J 

Victor Safe & Equip. ¢ 

Yawman and Erbe Mfg. ¢ 
Dictating Machines, Used 

Shipman-Ward Mfgz ( 

Young Office Equipment ¢ 


Records 


ord Co 


Dictating Machine 
Standard Rec 


Drafting Instruments & Equipment 
Post, Frederick Ce 
Duplicating Machines & Supplies 
Amer. Writing Machine ¢ 
Columbia Ribbon & Ca n Mfg 
Co 
Dick, A. B Co 
Elliott Addressing Mach. ¢ 
Harding Milo Co 
Heyer Corporation, The 
Hileo Corp 
Ink Specialties ¢ 
Manifold Suppl ( 


Mimeograph, The 
Mittag & Volger, Ine 
Red Feather Products, 
Ross Laboratories 
Shipman-Ward Mfg. Co 
Smith, L. C 
Speed-O-Print 
Technygraph, The 
Victor Safe & Equipment ( 
Duplicating Machines, Used 
Shipman-Ward Mfg. Co 
Young Office Equipment Co 


Envelope Openers 
(See Letter Openers) 


Ltd, 


Corp. 119, 


Envelope Sealers 
Elliott Addressing 
Multipost Co., Inc 


Mach. Co. 


Envelope Sealer-Cancellers 
Multipost Co., Ine 
Envelope Sealers, Used 
Young Office Equipment Co. 
Envelopes 


Globe-Wernicke Co., The 


& Corona Typewr. 61 


135, 


‘o. 86 


130 
139 


139 


139 


79, 108 


Quality Park Envelope Co. 72 
Envelopes, Celluloid 
Markilo Co 149 
Eradicators, Ink 
Heyer Corp., The 153 
Erasers, Rubber 
Roberts, Weldon Rubber Co 147 
Expense Books 
Seach Publishing Co la 
Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 150 
Fanfold Continuous Forms 
Hano, Philip, Co., Ine 82 
File Boxes, Collapsible Corrugated 
Bankers Box Co. 126 
Barkley, C. L., & Co 134 
Globe-Wernicke Co., The 79, 108 
Guide System & Supply Co 6s 
Oxford Filing Supply Co. 149 
Pronto File Corp 76 
File Boxes, Metal 
All-Steel-Equip Co. 115 
Art Metal Construction Co 71 
Art Steel Co. 151 
Corry-Jamestown Mfg. Corp 112 
Globe-Wernicke Co., The 79, 108 
Peerless Steel Equip. Co. 131 
Pronto File Corp 76 
Rockwell- Barnes Co 94 
Shaw-Walker Co. 101, 118 
Victor Safe & Equip. Co x6 
Filing Cabinet Bali & Roller Bearings 
Kilian Mfg. Corp 133 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 147 
Mosler Safe Co., The 102 
Shaw-Wailker Co. 101, 118 
Victor Safe & Equip. Co 86 
Filing Cabinets, Metal 
All-Steel-Equip Co 115 
Anderson-Hickey Co. 149 
Art Metal Construction Co 71 
Art Steel Co 151 
Automatic File & Index Co 83 
Sentson Mfg. Co 143 
Browne-Merse Co 147 
Columbia Steel Equip, Co 81 
Corry-Jamestown Mfg. Corp 112 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 79, 108 
Macey Co., The 95 
Metal Office Furn. Co. 124 
Peerless Steel Equip. Co. 131 
Pronto File Corp 76 
Security Steel Equ&pment Corp 91 
Shaw-Walker Co. 101, 118 
Victor Safe & Equip. Co 86 
Yawman and Erbe Mfg. Co RR 
Filing Cabinets, Wood 
Globe-Wernicke Co., The 79, 108 
Imperial Methods Co 110 
Yawman and Erbe Mfg. Co RS 
Filing Supplies 
Acco Products, Inc 110 
Aigner, G. J vo. 128 
Art Metal Construction Co. 71 
sarkley, C. L., & Co 130 
trowne-Morse Co 147 
Corry-Jamestown Mfg. Corp 112 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co., The 79, 108 
Guide System & Supply Co 68 
THE CLASSIFICATIONS 
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THE CLASSIFICATIONS 
(Continued from page 


Imperial Methods Co 
Macey Co., The 
Metal Office Furn 
Oxford Filing Supply 
Pronto File Corp 
Quality Park Envelope 
Rockwell-Barnes Co 
Shaw-Walker Co 10! 
Victor Safe & Equip. Co 
Warshaw Mfg. Co 
Yawman Erbe 


Filing Tables 
Toledo Metal 


(See Filing Supplies) 


Co. 


Co. 


and Mfg. Co 
Furniture Co 
Folders 
Fountain Pens 
Esterbrook Pen Co 
Sheaffer, W \ Pen Co 
Gummed Cloth Rings 
Graff, Geo, B., ¢ 
Warshaw Mfg. (<« 
index Card Signals 


Cook, H. ¢ Co 

Graff, Geo. B., Co 

Victor Safe & Equip. Co 
Index Tabs 


Aigner, G. J Co 
Barkley, C. L., & Ce 


Globe-Wernicke Co The 79 
Guide System & Supply Co 
Markilo Co 

Master-Craft Div. of Shaw-Walker 
Melind, Louis, Co 

Shaw-Walker Co 101 


The ¢ E ‘ 
Vietor Safe & Equip. C« 

inks, Adhesives, Ete 
Continental Ink Cx 

Welts Prod. ¢ 


Speciaities (< 


Sheppard 


Harrimar 
Ink 
Melind, Louis, Co 
Rivet-O Mfg. Co 


Sheaffer, W. A Pen Ce 


Inkstands 


Cushman & Denison Mfg. Co 


Sengbusch Self Cl. Inkstand ( 
Labels 
imperial Methods Co 
Oxford Filing Supply ¢ 
Warshaw Mfe Co 
Ladders, Library, Store & Vault 
Cotterman, I. D 
Leads for Mechanical Pencils 
Rite-Rite Mfg Co 
Sheaffer, W \ Pen Co 
Leather Goods 
Nat'l Brief Case Mfg. Co 
Varat, Murray, Co 
Leather Upholstered Furniture 
Bright Chair (« 
Ehrlich Upholstery Works 
CGunlocks The W. H Chair Co 
Jasper Chair ¢ 
New Indiana Chair ¢ 


Letter Openers 
Multipost Co Ine 


Letter Trays (See Desk Trays 


Letterheads 
Wigins, John B., Co 
Library Equipment ’ 
Art Metal Construction ¢ 


Art Steel Co 


Corry-Jamestown Mfg. Cort 
General Fireproofing Co The 64 
Gilobe-Wernicke Co The 79 
Macey Co., The 

Peerless Steel Equity Co 


Security Steel Equipment Corp 
Shaw-Walker Co 101 
Yawman and Erbe Mfg. ( 
Lithographed Continuous Forms 
Hano, Philip, Co., Ine 
Lockers and Storage Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construction ¢ 
Art Steel Co 


Browne-Morse Co 

Corry-Jamestown Mfg. Cort 

General Fireproofing Co The 64 

Globe-Wernicke Co The 79 

Macey tt The 

Metal Office Furn, Co 

Security Steel Equipment Corp 

Shaw-Walker Co 101 

Yawman and Erbe Mfg. Co 
Loose Leaf Books & Systems 


Aigner, G J Co 


Amberg File & Index Co 
Master-Craft Div Shaw -Walker 
National Blank Book Co 
Sheppard, The ¢ i Co 
Stationers Loose Leaf (« 

Loose Leaf Sheet Covers, Celluloid 


Markilo 
Loose Leaf 


Sheppard 


Co 
Metals and Devices 
The ¢ E.. ¢ 


Mail Distributors 
Bristow, Stanley R l 
Globe-Wernicke Co., The 79, 1 
Victor Safe & Equipment ¢ St 
Manifold Books & Business Forms 
Hano, Philip, Co., In 89 
Map Tacks 
Graff, George B., Co 
Moore Push-Pin Co 
Matched Office Suites 
Art Metal 
General Fireproofing Ce TT 
Globe-Wernicke Co., The j 
Macey Co., The 
Royal Metal Mfg. ¢ 
Shaw-Walker Co 0 
Sloane, W. & J 
Memorandum Books 
Master-Craft Div Shaw 
Blank Book ¢ 
Barnes Co 


2 


Construction Co 


Walker 
National 
Rockwell 

Memorandum Devices 


Sristow, Stanley K 


Mending Tape 
Warshaw Mfg. Ce x 
Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Works 
Meyer & Wenthe, In 
Moisteners 
Pike, E. W., & Co 
Rivet-O Mfg 


Sengbusch Self-Cl 


co 
Inkstand ( 
Numbering Machines 
Amer. Numbering 
Melind, 
Roberts 
Office Partitions and Railings 
Globe-Wernicke Co., The ys 
Office Printing Outfits 
Fulton 
Pads, 
National 
Rockwell 
Paper 
Rockwell-Barnes Co 
Paper Clamps 
Acco Produc Lm 


Cushman «& 


Mach. Ce 


Louis, ( 


Numberi Mach, ( 8 


Specialty (« 


Figuring 
Blank 


tarnes (<% 


took Co 


- 


Denis 


Esterbrook Pen ¢ Ir 
Clips 

Acco Products, Inc 

(‘ook H i ‘ 

Cushman & Denison Mf ( 


Paper 


Graff 
Vail 
Paper Fastening Machines 
Ace 
Acme 
Amer Autmt« 
Hotchkiss 
Neva-Clog I 
Victor Safe & 
Inks A 
Sharpeners 
Geo. B., Ce 
Mechanical 
Rite-Rite Mfg. Ce 
Sheaffer, W \ 
Pencils, Stylo Ink 
Inkograph Company Ir 
Pens 
kesterbrook 
Seng 
Picture Hooks 
Moore Pusl 
Pins and Pin Containers 
Vail Mfg. Co 


Geo. B., ¢ 
Manufacturing Co 
Fastener Corp 
Staple Co 

Elec. Sales Co 


Sales C« 





Paste (See 


Pencil 
‘ " 


mall 


Pencils, 


Pen C¢ 


Self-Cl. Inkstand ¢ 


Pin Ce 


Typewriter 
Writing Machine (« 0, 14 
Supply Ce 


Ward 


Platens, 
Amer 
Ames 

Shipman 

Postal 


Hanson 


Mfg. Co 
Scales 

Scale Co 
Ward Mfg. Co 
& Mfg. ¢ 


Shipmar 
Triner Scale 
Price & Sign Markers 
Fultor 
Publishers 


British Stationery 


Specialty Co 


Exporter 
Punches 
Acco Products, Ir 
Globe-Wernicke Co., 
Mitchell Binder Co. is 
National Blank Book (¢ 
Push Pins 
Moore Push-Pin (« 
Ribbons and Carbons 
Allen & Co 


Allied Carbon & Ribbon ( 
Amer, Writing Machine (« 
Ames Supply (< 
Codo Mfg. Corp 
Columbia R. & ( Mfg. Cx 


State 


Ribbor 


Supplies Co 


Inter 


Manifold 





Mittag & Volger, Inc 
N Pr ss Di U.E.F 
Old Town Rib. & Carb. Co 
I Ca & Ri Mfg. ¢ 
I s kK Imperial Mfg. ¢ 
I i Process Co 
K Type er ( I 
Shit i Ward Mfg ( 
Ss L. ¢ & Coror 
S H. M ( 
I , } ( 
B 
S. Type r Rit Mfg 
“i “An Oe 
Rubber Bands 
R ts, Weld Rubber ¢ 
Rubber Stamps 
M r Lou ( 
M & Wer Ir 
Rubber Type 
I Speci a 
Safes 
\ M Con r m 
I Pur In 
Db Safe & Lock ¢ 
( Fireproofing (¢ I 
( W icke ¢ The 
! ( lhe 
M k S Safe ¢ I 
Safe C¢ The 
s s Equipmer ( 
s Walk ‘ 
Ss & Equi { 
Y ! Ert Mr ( 
Scrapbooks 
( We ke Co 
Secretary Desks 
Mie Construction ¢ 
( Fis ” g ( t 
( We i { I 
ess Steel Equip. ¢ 
s Walk ‘ 
Shelving 
\ Ss I ip ¢ 
\ Metal Constr m ¢ 
I Morse ( 
Jame Mir ( ! 
{ al | fing | " 
( We ke ¢ ! 
( The 
. Steel Equiy 
s Walk a 
Smoking Stands, Office 
N ‘ Mfe i r 
R Me Mf ( 
Sorting Devices 
B \ S R 
Stamp Affixer, Postage 
Multis t Co Ir 
Stamp Pads 
I n Spe ( 
M nd, Louis, ¢ 
M & W I 
] Prox ( 
Rive o-MfE ‘ 
Rock Barnes { 
\ Safe & Eq ( 
Stands for Office Machines 
\ s y ‘ 
\ Hicke Co 
A = | 
( y n Mfg. ¢ 
I ( 
( I pro ( r 
G W ke ¢ r 
H ( 
\l | i 
Steel Equip. ( 
~ Manson Mf ‘ 
S Ward Mfg. ¢ 
s P re Cha ( 
Me Furnit ( 
Staple Extractors 


\ Fastener 


Staples 
Ace I 


Stencils, Brass 


Stenographer's 


and Sta 


Note 


( 


( 


pling Machines 


Works 
Books 


N I k Book ( 
K B ‘ 
Stools 
‘ 
! { 
R Wl I ( 
M I ( 
Storage and Transfer Cases 
" S Equip ¢ 
\ M " ( 
\ S ( 
‘ Box ¢ 
- ( I & 
Mfs ( 
M ( 
Steel Equip. ¢ 
‘ ‘ Mfg. ¢ 


Fireproofing Co 
0 Globe-Wernicke Co., The 79, 
System & Supply Co 
Imperial Methods (<¢ 


69 General 





Pronto File Corp 








Rockwell-Barnes Co 
Security Steel Equipment Corp 
Shaw-Walker C¢ 101, 
Yawman and Erbe Mfg. Co 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co. 
Mie k Steel Safe (s 
Walz Mfg. Co 
Tables 
\ Metal Construction (¢ 
B e- Morse 
Corry-Jamesto ‘orp 
General Firep Phe..64 
Globe-Werni 7Y 
Macey C The 
Ml hler Bros. Co 
*eerless Steel Equip. Co 
Shaw-Walker Cé¢ 101, 
. s Johns Table Co 
- Victor Safe & Equipment Co 
Telephone Accessories 
Victor Safe & Equipment Co 
Telephone Stands 
Art Metal Construction Co 
Ss Art Steel Co 
5 G il Fireproofi Co rm 64 
S G Wernicke Ce The 79 
Peerless Steel Equip. ( 
“ Shaw-Walker ¢ 101 
Yawman and Erbe Mfg. ¢ 
Thumb Tacks 
Graff, George B., Ce 
Moore Push-Pin ¢ 
Ticket Holders 
. Va Manufacturing (< 
Trimming Boards 
Amer. Photo I oratorle 
Type, Typewriter 
Amer. Writing Ma ‘ 
\ Supply 
War Mf ( 
Typewriter Cleaning Material 
\ W ing Mac ‘ 
\ s Supply Co 
‘ pe Co 
M ag & Volger, Inc 
i O-Mfg Co 
s man-Ward Mfg. C« 
Webster, F. 8S., ¢ 
Typewriter Cushion Keys 
Ame Writing Mach. Co 
\ s Supply Co 
Peerless Ke Imperial Mfg. Co 
n-Ward Mfg. ¢ 
s Key Mfg. Co 
Typewriter Cushion Knobs and Bases 
\ r. Hair & Felt Cc 
\ r. Writing Mact ( 
\ Supr Co 
s | Key-Imper Mfg ( 
s man-War Mfg. 
- Typewriter Parts and Tools 
Amer Writing Mae Co 
Ames Supply Co 
Z S Ward Mfg. 
Typewriter Tables (See Stands f 
or Ma 
g Typewriters, Mfrs. of 
RK I ewriter ¢ 
s I ( & Cor Tw 
9 ern Elliott Fisher ¢ 
flack Co 
8 Typewriters, Rebuilt and Used 
\ r. Writir M Co 
g I il Typewrite Ex al 
R Tw. & A. M. Cory 
Shipman-Ward Mfg. C 
’ You orf Equipment (<¢ 
Visible Systems Equipment 
\ Visible Reeords, Ir 
\ ner, G ‘ 
\ Me Constr n Co 
9 \ File & Index ¢ 
) ld S & Lock ¢ 
( Wert if Co I 
M Craft Div. of Shaw-Walker 
N Blank Book ¢ 
Ss Walker ¢ 
x ( } ‘ 
= Loose | ‘ 
Saf & | ( 
s \ Re s Eq ( 
. 1 Mr ( 
Waste Baskets 
\ Steel { 
vn Mfg Co 
( al Fire wfing Co The 64 
G Wernk ‘ T 79 
Mass n Wire Basket ¢ 
Metal Off Furn. ( 
s *eerless Steel Equip. Co 
= v-Walk ( 101 








WANTS AND fOR SALE 


The rate for classified advertisements is 


SITU ATIONS Ww ANTED 
pnclineccy E ST ATIONERY -_* peeks connection in Middle West as 
manager of an established ‘tail business. Thoroughly qualified to 
assume “full direction for ‘inte who wants to retire, or assist one 
ready to partially withdraw from active management. Willing to 
invest modest sum in progressive company located within 300 miles of 


Chicago. Has had twenty years successful experience in printing, 
filing systems and loose leaf as retailer, rome ed salesman and 
executive. An interview will be appreciated by G-184, care Office 
Appliances, Chicago. 


AL THOUGH HAPPILY 
city, I am anxious to return to Mid-West as traveler 
sales executive work with small or medium sized company 


AND PROFITABLY EMPLOYED in eastern 
or home office 
or branch 


office of larger concern. Entire business experiences of twenty years 
has been in office equipment industry. Forty-four years old, good 
health, married, hard worker. Record and references that wili stand 


care Office Appliances, Chicago. 


always has been 


Address G-183, 
OFFICE F U RNITU RE 
good would like to act as 
furniture, files or supplies. Can 
Well trained in special order work. 
city or travel a f 


group of 
references. Address G-185, care 


strictest investigation. 








SAL ESM, AN whose record 
Chicago sales agent for manufacturer of 
handle large installations or small. 
Willing to spend most of time in 
situation may warrant. Good 
Appliances, Chicago. 


states as 
Office 
typewriters and 
excellent record, 
opportunity is 
from manu- 
Office Ap- 


SALESMAN with 15 years’ experience in stationery, 
other equipment is open for new connection Has 
married, 34 years of age Will go wherever suitable 
presented. Interested to hear from established dealer or 
facturer seeking dealer salesman Address G-189, care 
pliances, Chicago. 

furniture salesman 
representing manu- 
East, although not 
Address G-190, 


experience as retail office 
wholesale field by 

connection in the 
Highest references 


SALESMAN with 4 years’ 
in New York desires to enter 
facturer. Interested primarily in 
necessarily New York. Age 28. 
care Office Appliances, Chicago. 





SAL ESM AN WITH LONG experience in office furniture plans to return 
to industry after short absence Will be glad to consider either full 
time traveling connection with manufacturer or handle retail selling 
for established dealer. Has a record of results which is convincing. 


Address G-192, care Office Appliances, Chicago 
GENERAL MANAGER, wholesale, retail, stationery business. Long 
selling experience inside and road. Familiar with printing business 


Prefer location east of Chicago Address G-193, care 
Chicago 


WANTED a position 


and buying. 
Office Appliances, 
ained on 


as servicemar Factory tr 


and Sundstrand machines: have had some typewriter experience. Past 
draft age. Address G-188, care Office Appliances, Chicago 

MECHANIC, with 15 years’ experience on all makes: at present 
employed on the bench. service. sales, etc., wishes position. Address 


G-182, care Office Appliances, Chicago 


SALESMAN, twenty 


concerns. 


years ex- 


OFFICE FURNITURE and SYSTEM 
national Thoroughly 


perience Branch manager for two 
trained in systems, office, bank. public building layouts Well known 
in industry as top producer. Have managed own business and can 
make your office furniture department Interested in change 
for good reason and prefer the West. G-194, care Office 
Appliances, Chicago. 


produce 


Address 


SALESMEN WANTED 





IF YOU ARE NOW “selling to offices, we have a product that will 
prove to be a very profitable sideline. It quickly becomes a major 
line Exelusive territories are available. 3ox V-179,. care Office 
Appliances, Chicago. 


icturers of brief cases, zipper 
wants salesmen with following 
shops. Handle as 
State territory 


reliable manuf: 


brief bags 


ESTABLISHED, 
envelopes, ring binders and 
among department, stationery, luggage and gift 
side line. Liberal commission. Excellent opportunity 

covered, Address V-181, care Office Appliances, Chicago 


WELL 


zipper brief 
Pennsyl- 


known line of fine 
York, New Jersey, 


nationally 
binders New 


SALESMAN WANTED for 
portfolios and ring 


cases, 
vania, Delaware, Maryland. Virginia Can be carried with another 
non-competing line. Write Stein Bros. Mfg. Co., Inc., 231 S. Green st., 


Chicago. 

salesman wanting prof- 
Exclusive territories 
Dallas, Tex 


LINE of novelty stationery for 
It outsells all present competition 


Throckmorton, 


COMPLETE 
itable sideline. 
available. The Printcraft Co., 2402 


SALES EXECUTIVES WANTED 


SALES MANAGER WANTED. We are interested only in a high type 


handling a sales force and sales in 


man, who has had experience ir : 
the retail office furniture and system business Located in a large 
industrial city in the Middle West. Finest store in city and best selling 


€ xperience and 
confidential 


State age height 


yndence treated strictly 


under exclusive contracts 
remuneration desired All corresp« 
Address V-182, care Office ee Chicago 


lines 


BU SINESS OPP ORT NITIES 


Gunton’ Texas, $2,500.00 


OFFICE MACHINE and service business ir $2 0 
Real buy in view of present advancing prices Address V-176, Office 
Appliances, Chicago. 

WAN’ TE D—Small Office Specialty 3usiness, part whole interest 
Address V-183, care Office Appliances, Chicage 


Elliott- Fisher 


eight cents a word, minimum charge, $1.60. 


RETAIL BUSINESS FOR SALE 


LONG E ST ABLISHED Adding Machine, ‘Cash Register, 
Business. State of Virginia. Will give full details on 
Address V-184, care Office Appliances, Chicago. 


FOR SALE 
Typewriter 
request. 





RE PRES SE NTATIV ES AV. AILABLE 


SALESMAN DEVOTING ENTIRE “TIME to office furniture trade 
Metropolitan New York desires line of wooden modernistic office fur- 
niture. Box G-187, care Office Appliances, 100 E. 42nd St., New 
York City. 


SAL ESM: AN COVERING Illinois, 








Wisconsin, " Inélene and Michigan 
for manufacturer of stationery specialties sold through office supply 
stores, gift shops, department stores and photographic supply dealers 
is in a position to divide time with one additional line. Well known 
in industry in the territory through present connection and through 
previous work as representative for leading pencil manufacturer. Can 








produce good results. References. Address G-191, care Office Ap- 
pliances, Chicago. 
SALESMAN COVERING OFFICE FURNITURE "trade Metropolitan 


New York and New Jersey desires lines office desks and chairs. 
Address G-186, Office Appliances, 100 E. 42nd St., 


New York, N. Y. 
AVAILABLE. Seckine new office specialties 
Calling on offices, constantly. Long established. 
2742 Park, Kansas City, Mo. 











REPRESENTATIVES 
and appliances. 
Finch’s Business Service, 





REPRESENTATIVES 


A REAL OPPORTUNITY. A change in distribution plans in Eastern 
territory offers exceptional connection for a high-grade seasoned 
mechanical specialty distributor selling to offices and shipping rooms. 
Well-rated, 40-year-old company. Leader in field. We are interested 
in Pittsburgh and Buffalo now. Address V-175, care Office Appliances, 
Chicago. 





w ANTED 


STATIONERY MANU FACTU RER- hes opening for 
ling Ohio and Michigan. Mention other lines 
of coverage, also other desirable infor- 
Office Appliances, Chicago. 


WELL-KNOWN 
sales representative trave 
carried, if any, and frequency 
mation. Address V-174, care 





MEC HANICS S WANTED 
EXPERIENCED TYPEWRITER MECHANIC WANTED for large 
Chicago firm; both inside and outside work. Address V-180, care 
Office Appliances, Chicago 
WANTED--ONE CALCULATOR, one typewriter, one multigraph 


Pruitt, 425 N. LaSalle St., Chicago, Il. 


SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


mechanic. 











‘PEN RE PAIRING 


Desk Sets. ete., repaired—usually 12 to 
Welty Pen & Repair Co., 30 So. 


FOUNTAIN 
ALL MAKES Pens, Pencils, 


24 hour service. Standard prices 
State St., Chicago. 


ADDING MACHINE “PARTS, TYPE, ETC. 








LARGE STOCKS of new and weed ‘Adding ond Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif. 











DUPLICATING MACHINE PARTS” 
of parts for the Mimeograph machine now avail- 
prices on all rubber parts for the Mimeograph. 


Mimeo Repair Co., 395 Broadway, 


NEW PRICE LIST 
able. Special attractive 
Write for catalogue and price list. 
New York City 





DUPLIC ATOR SUPPLIES 

MULTIGRAPH RIBBONS re manufactured. Duplicator ‘inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 413 W. State St.. Milwaukee, Wis. 

COMPLETE LINE of duplicator suppties and typewriter ribbons. 
Very liberal discount. We supply you with stock for immediate sale. 
Protected territory State experience. Pengad Mfg. Co., Inc., No. 26 
Pengad Bldg., Bayonne, N. J 





FOR SALE AND WANTED TO BUY, 


U SED EQU IPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating 


Machines, Dictaphones. Ediphones. bought and sold. Chicago Office 
Appliance Co., 529 S. Wells St., Chicago. 
ELLIOTT-FISHER Machines, Ad ling Mac hines, C omptometers, ‘Bur- 


office machines 
Milwaukee, Wis. 


and Monroe Calculators, Typewriters and all 
Teeter-Warsh Co., 849 N. 3rd St., 
calculating mac hines, adding machines 
Crowley Company, 434 


roughs 
bought and sold 


ELLIOTT-FISHER machines, 
all office equipment, bought and sold. W. J 
Caswell Bldg., Milwaukee, Wis. 





Ww ANTS AND FOR SAL E—C entinued on page 8. 








WANTS AND FOR SALE—Continued from page 7. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Dorrell-Markel, 


makes calculators bought and sold. 
Minn. 


Comptometers, all 
93 S. 11th, Minneapolis, 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account 
ing Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. Internationa! 
Office Appliances, Inc., 326 Broadway, New York City 


BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kar 
dex. All types office machines bought and sold. Fort Pitt Typewrite: 
Co., 644 Liberty Avenue, Pittsburgh, Pa 


WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Ma 
chines, SUNDSTRAND Bookkeeping and Adding Machines. <a 
Hadden, Standard Office Equipment Co., 542 S. Dearborn, Chicago 


Bookkeeping 
Calculators 
Southern 


BURROUGHS, ELLIOTT-FISHER, 
Machines, ADDING MACHINES, 
Bought, Sold and Rebuilt. State model and serial 


MOON HOPKINS 
COMPTOMETERS, 


number. 


California Adding Machine Co., 947 South Broadway, Los Angeles, 
Calif. 

DICTAPHONES. EDIPHONES, SUPPLIES—headquarters—machines 
bought and sold—-Wholesale, Retail—-Write us. Chicago Dictating 


Machine Co., 28 S. Wells St., Chicago. 


and lowest prices 
Dictating Machine Co., 


DICTA PHONES— EDIPHONES—-Largest stock 
write for information and catalogs. American 
235 Fifth Ave., New York, N. Y. 


Sealers 


Money 


Multigraphs, 
FREE 


ADDRESSOGRAPHS, 
Folders, Typewriters, 
Making Circular 
WANTED TO 
Address V-178 


Dictaphones, 
Write for 
Chicago. 


Duplicators, 
Adding Machines. 
Pruitt, 527 Pruitt Bldg., 
Machines 


BUY FOR CASH-—-International Payroll 


eare Office Appliances, Chicago 


Functions of the Service and Information Office 


Approximately 2500 government purchasing igencies purchase Sone 
100,000 different articles Indeed, the government buys some quantitie 


of almost everything produced in this country 


The magnitude of the government purchasing set-up, especially in thi 
grave emergency when first emphasis is necessarily placed upon defense 
equipment for the expanding Army and Navy, tends to confu many 


manufacturers who desire to cooperate 100 per cent 


made on a very simple formula 


Actually, 
The specifications are not complicated. In fact, the biggest buyer in the 


government purchases are 


world—Uncle Sam—has the simplest system of purchasing supplie s, equip 
ment and services The system functions something like a large mai 
order house, except that where the latter sells to thousands, the govert 


ment buys from thousands 


How can a business man sell to the government 


selling to the government will, of course, preset 


these 


rhe initial venture of 


some new problems None of problems, however, are necessaril 


complicated In order to help manufacturers solve them, Jesse Jones 


early in his administration set up the Servic 


staffed with 


Secretary of Commerce 


and Information Office men who have had years of ser\ 


recently completed months of intensive study 


office 


in government and have 


the purchase systems of each governmental 


Consequently, the Service and Information Office is equipped to infor 


manufacturers whom they should contact and exactly how to do so \ 
manufacturer who desires to codperate with the government in the present 


information as to how to proceed, is invite 


Department of C 


emergency, and lacks specific 


room 1060, ymmerce, Washingt 


to apply to this unit, 


db. Cc The effectiveness of the assistance rendered by the office is der 


onstrated by the large number of telegrams and letters of appreciation 


which it has receives 


Many 


business with the 


manufacturers apparently have felt that if they desire to transact 


government they must either come to Washington ir 


person or employ somebody familiar with government purchasing methods 


The Service and Information Office strongly manufacturers not 


to come to Washington, at 


urges 


least until they have carried on preliminary 


negotiations by mail with the purchasing agency that handles their par 


ticular products 


They are advised not to employ outsiders on a commission or other basis 
In fact, the War and Navy Departments and the Office of Productior 
Management have repeatedly warned against the employment of what 


are termed lobbyists in the effort to obtain government contracts 


Furthermore, the Army, for decentralized its purchasing 


Different depots spec 


example, has 


system ialize in purchasing specific supplies. Clot! 


ing is purchased in Philadelphia; shoes in Boston; various kinds of equiy 


ment in Jeffersonville, Ind.; aircraft supplies in Dayton, Ohio A ve 
small percentage of Army supplies is purchased in Washingtor 

The Navy, too, has part of its purchasing system decentralize: 
prefers to have preliminary negotiations conducted by mail The Bure 
of Supplies and Accounts purchases a major proportion of Navy supplie 
iside from contracting for ships 

4 third large purchasing agency of the government is the Procurement 


centralized 
Navy rhe 


Office of the 
all departments 


Treasury Department purchasing ager 


except the Army and Procurement Off 


time, effort and expense and return home 





OFFICE APPLIANCES 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. We can supply new improved brass shift rods (that 
will not break), for International cabinets, also cards and card holders. 
Have available credit authorization equipment in one line tube panels, 
and 5x1l'% pocket panels, for Write and tel] us what 
\ for sale. Special prices to Dealers. 


reasonable prices 


Visible Equipment you need or have 


E. H. Heineman, 4 N Eighth St., St. Louis, Mo. 
WANTED TO BUY FOR CASH, adding and calculating machines, all 
makes and models--typewriters, wide carriages 14” and larger 


13-13-02-—-23-13-02 


Remington Accounting 


Moon Hopkins 72A-71A-78A-50M and higher 
Machines Models 121-123-125—Elliott-Fishers 


Burros 


Direct Subtractions and cross footers—-Hand Addressographs—‘B"’ 
frames long clip and late style, also ‘““E”’ frames. Shipman-Ward Mfg. 
Co 325 N. Wells St., Chicago 


KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned panels, books, always on hand. Special 
ce and prices to dealers for purchase or sale. Get our quotations. 
Chas. S. Nathan, Inc., 548 Broadway, New York. 


cabinets, 


ser 


POSTINDEX, etc visible filing equipment of all 
sold. We specialize in this field and offer full 
Commercial Card System, 395 Broadway, 


KARDEX, ACME, 
types bought and 
cooperation to 


New York City. 


dealers 


GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 

refinished, thoroughly rebuilt for years of additional service, 
priced. Used equipment also bought and exchanged. Uni- 

Equipment Co., 561 Broadway, New York, N. Y. 


tively 
moderately 
ersal Office 
shuttle car- 


onet. Bm. J: 


universal split 
Best 


machines 


1.000.000 


17 BAND BURR. DUPLEX 
riages—-new A.C. motors above 
209 W. Jackson Blvd., Chicago 


series 
Bolles, 
WANTED— Kingsley Gold Stamping Press. Send complete information 
including age, condition and price Address V-177, care Office Ap- 
pliances, Chicago. 


= : i 


, has branches in different parts of the country and prefers that pre 


onducted mail. 


come t W 


ion Office will gladly arrange for the 


negotiations be 


When it is necessary to ishington, the Service and Informa 


siness man to see the particular 
whom contact should be made In this way the business 


Washington with a 


ficial with 
minimum of 
with a clear understanding of 


e government's needs and the necessary procedure 


in helping to supply 


Generally, by following this suggested approach the business of 
spective contractor can be transacted in Washington within one 
wo days 
om + 


Importance of Proper Packing for Export 





] 1 release dated June 12, American exporters were urged by the 
Department of Commerce to de te more ittention to packing Poor 
vacking is not only uneconomical but may result in permanent injury to 
the export trade of the country, it was said 

( laints concerning poor packing for export are reaching the Depart 

t regularly. Packing of merchandise for shipment abroad has been 

idily improving in recent years but more rigorous efforts in this direc 
on are needed to strengthen the export position of the nation, accord 
ng to the Department 

Poor packing is particularly noticeable in shipments to some Latin 

in countries where geographical location presents formidable ob 
icles to delivery American foreign service officers stationed in Bolivia 

cently reported some major instances of poor packing of shipments 
that country 

It is especially necessary that shipments to Bolivia be well packed 


subjected to much handling before reaching the land-locked 


e they are 


dean Republic, it was said 

(rica, Chile, and Mollendo, Peru, are the chief ports of debarkation for 
via Lighters are employed at these ports for unloading from ocean 

eamers and packages frequently hit against the ship’s side while being 

nded, the foreign service ft I ported 

From these two seaports merchandise destined to Bolivia is carried 

rward by mountain railway If the Mollendo route is used, shipment 

steamer across the great Lake of Titicaca 


Shipments from the United States frequently arrive in La Paz, capital 


Bolivia, with losses as high as fifty pe ent as the result of pilferage 
rreakage and assorted kinds of damage 
| nvenience and dissatisfactior n the part f the foreign purchasers 
posible impairment of the American competitive position are envis 
. \ flicials f the Depart t f ( merce as a result of the 
f some hipper t inta the ustomar high standard of 
in export icking 
I enizir th need f ‘ nateria pertaining to export 
king the Department recently issued a study which considers desigt 
taine t thod king, packing for lowest customs 
we preventior t t ind 1 sture damage preventior igainst 
rt 1 othe pl | king 
Titled ““Modern Export Packing pie f the study may be obtains 
the Superintendent D nt Government Printing Office at 
" 7 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 


Publication of Export Figures Discontinued 

The statistical report on exports given below is 
the last one that will be presented for an indef- 
inite period. The following letter, dated May 29, 
1941, signed by Wayne C. Taylor, acting secre- 
tary of commerce, outlines the reason for dis- 
continuing this service, which has been of such 
great value to American exporters. 

“In the interest of national and hemisphere 
defense, the United States Department of Com- 
merce has decided to cease publishing detailed 
statistics concerning the country of destination 
of our exports. 

“This decision with respect to all exports has 
only been reached after very careful considera- 
tion by the department. The resultant incon- 


venience to American exporters will be far out- 
weighed by the contribution which will be made 
to our economic defense in the present acute 
emergency. 

“The character of our foreign trade has, of 
course, completely altered in the past year and 
a half, through war, foreign exchange restric- 
tions, import quotas, scarcity of ocean tonnage, 
etc. Our export trade has been channelized to 
such an extent that partial or fragmentary fig- 
ures with respect to country of destination would 
prove of little help in the promotion of what 
remains of our commercial foreign trade, and 
yet could be immensely useful to forces whose 
activities are inimical to the interest of this 
country.” 
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NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Cc. L. Barkley & Company.—A new folder featuring the firm’s line of 
plastic tab indexes and bearing a blank space for the dealer's imprint 
has recently been made ready for distribution to the trade by C. I 
Barkley & Company, 517 South Jefferson street, Chicago. The folder is 
printed in colors and is of the right size to be an ideal mailing piece 
It is illustrated with many pictures showing the various uses to which 
the tab indexes can be put and indicating the number of types available 


in either letter or legal size. 

Bates Manufacturing Company...A large folder printed in full colors 
and featuring the company’s new lines of gift items has been made ready 
for distribution to the dealer by the Bates Manufacturing Company, 30 
Vesey street, New York City The folder stresses new developments it 


the Bates list finder, index and Dialist, and will be sent out to stationers 
on September 1. 


title of an 
trade by 


L. L. Brown Paper Company...“‘Much For A Mite” is the 
unusual booklet which has been published and issued to the 
the L. L. Brown Paper Company, Adams, Mass. The object of the booklet 
is to offer a complete rebuttal of the old refusal standby of ‘“‘the quality 
is o. k. but the price is too high’ insofar as high-grade ledgers and 
bonds are concerned, and this is accomplished with the use of two tables 
The first of these relates to record or accounting papers and by an in 
genious arrangement each of seven standard grades of rag-content paper 
and four sulphite grades is indicated by its rag percentage in the cas 
of rag papers and number in the instance of those not made from rags 
Under each of these is shown the percentage that the grade in question 
is in relation to total accounting department The second table is 
similarly arranged but deals with correspondence papers and is therefore 
confined to bonds 


costs 


mailing list for Latin 
buyers has beer 
America List & 
Fifth avenue 


Latin America List & Information Service... A 
America which contains selected names of prospective 
published and made ready for distribution by the Latin 
Information Service, division of J. J. Berliner & Staff, 225 


New York, N. Y. In addition to listing importers by countries under 
various designations including cash register, paper and stationery, the 


booklet also contains a complete list of products exported by the United 


States to Latin America 


The Rockwell-Barnes Company...A new and complete sample kit cata 
logue, tab-indexed and containing more than ninety samples of paper 
and paper specialties, has been prepared for distribution to the trade by 
the Rockwell-Barnes Company, 1519 West Thirty-eighth street, Chicag 
The book includes samples of bonds, sulphites, second sheets, manifolds 
thin papers, duplex Manilas, copy and blotting paper and describes 
wide variety of paper specialties including the company's Spotseald adding 
machine and teletype rolls, stenographer notebooks with non-skid easel 
covers, scratch pads, legal ruled pads, Serv-Wel clipboards and Archfiles 
The cover, which is illustrated elsewhere in this attractively 
designed in deep blue and silver colors 


issue, 18 


Underwood Elliott Fisher Company.—‘‘Goudy The 


['vpemaster” is the 


title of a booklet recently published by the Underwood Elliott Fisher 
Company in honor of Frederic W. Goudy, noted tvpe designer The 
booklet. which contains a picture of Mr. Goudy on the first page, als 


text: “This booklet is published as a 
Elliott Fisher Company 


devoted to his lifelong 


bears the following explanatory 
tribute to an esteemed associate of Underwood 
Frederic W. Goudy.’ The following pages are 
work in the intricate field of type designing while in the center is a two 
page spread illustrating some of the impressive awards which have heer 
presented Mr. Goudy “in recognition of his distinctive accomplishments 
in the art of typographic design.” 


Current Corporation Reports 


Addressograph-Multigraph Corporation. Cleveland. Ohio. reported for 
the nine months ended April 30 net profit of $1,062,678, or $1.41 a share 
as compared with $1.05 a share the previous year. This is after normal 
income tax and all other charges, but before provision for excess profits 


Rogers said earnings include those of the Canadiar 
results from British. French, and German sub 
months ended April 30, net profit was $1,308,628 
compared with $1.34 a share the vear before AK 


tax. President Joseph E 
subsidiary but exclude 
sidiaries. For the 12 

equal to $1.74 a share, 


Directors of The General Fireproofing Company, Youngstown. Ohio. last 
month declared a common dividend of fifty cents a share. an 
of fifteen cents a share over the amount paid the previous quarter. The 
directors also declared 75 share, botl 


increase 


a regular preferred dividend of $1.75 a 
dividends being payable July 1 on stock of record June 20 AK 


The largest volume of domestic business for any one month of the year 
was announced by The National Cash Register Company, Dayton. wit! 
gross orders in May for the United States and Canada totaling %6,519.5 
though overseas business showed a decline AK 


which is heir 


fourteenth annual report 
1 total volume of business of $49,173,989 
1941, an increase of fourteen per cent over 
net sales of $48,226 912 for the previous year. The consolidated net profits 
were $4,263,249 after provision for income taxes of $1,875,000 fter 
dividend requirements on the $4.50 cumulative preferred stock, this is 
equal to $2.17 per share on 1,584.894 shares of common stock outstandir 


Remington Rand tnc., in its 
mailed to stockholders, shows 
for the year ended March 31 


at the close of the fiscal year This compares with net profits of 
$2.805.177, or 94 cents per common share for the previous vear. J 
Rand, Jr., president and chairman of the board. in the letter to stock 
holders contained in the report. states, “the improvement in earnir 
for the current fiscal vear reflects a continued recovery in general busi 


with approximately the same dollar 
those of $4509788 for the 
taxes and other costs 
amounted to 833.405 689 
close of the previous 


$2? 566.500 durir 


ness from the recession in 1988. but 
volume of sales. current earnings were below 
vear ended March 1, 1988, due to increased 
The current assets. including cash of $7448 959 
on March 81, 1941. comnared with $29.165 790 at the 
vear. Total current liabilities of $7,.045.009 increased 
the vear due principally to the requirements of an expanding 
business and the greater provision required for taxes The 
current assets to current liabilities was 4.7 to 1 Inventories 
the close of the year, compared with $14 044,872 at the 
vear. The company’s total investment in fore 


volume of 
ratio 
amounted 


f 


to $14.369.342 at 
previous 


ig 


close of the 





OFFICE APPLIANCES 


decreased $1,216,245 during the year, from 
$6,009,609 to $4,793,364 as of March 31, 1941. The decrease in the foreign 
investment was effected through the liquidation of accounts receivable 
ind inventories of companies located in or near countries engaged in the 
war, and the decrease in the net assets of such companies was received 
by the company in U. 8. dollars during the year. Since the close of the 
year, the company has received $220,000 U. S. dollars for approximately 
two-thirds of its interest in a typewriter manufacturing subsidiary in 


subsidiaries and branches 


Germany. After applying this payment and a dividend of $4,369 also 
received in U. 8S. dollars since March 31, 1941, the company’s investment 
if $226,810 has been reduced to $2,441. Total taxes paid and accrued 
during the year ended March 31, 1941, amounted to $2,744,248, an in 


crease of 50 per cent over the preceding year’s taxes of $1,835,157. The 
report this year is also being placed in the hands of all employees and 
in a letter to employees accompanying the report, J. H. Rand, Jr., 
president, says, ‘“‘our first objective is to contribute to the utmost to 
uur country’s plans for National Defense. The modern office equipment 
ind supplies which the company is producing are vital to the national 
defense effort as these products are necessary for the efficient planning 
ind handling of the enormous amount of office detail required to speed 
increase the output of all kinds of goods and products for 
All of the company’s plants have operated on greatly increased 
schedules during the year. Additional manufacturing facilities have been 
and are being provided to take care of the increase in the demand for 
our products and the direct production of a variety of items for national 
defense.” 


up and 
defense 


Remington Rand Inc., Buffalo, N. \¥ declared a dividend of twenty 
cents on common, payable July 1 to record June 10. Paid same amount 
a year ago at this time. (Brooklyn Eagle, May 27, 1941.) 


Increased earnings for the quarter and nine months ended April 30 were 
reported yesterday by Royal Typewriter Company, New York, N. Y., and 
its domestic subsidiaries. Profit for the quarter rose to $707,638, equal 
after preferred dividend requirements to $2.38 a common share. In the 
corresponding period a year earlier, net income was $572,667, equal to 
share. For the nine months ended with April, profit was 

equal to $6.81 a share compared with $1,741,898, or $5.75 a 
share in the nine months ended April 30, 1940. The company made pro- 
visions for $306,668 of federal income taxes and $211,094 of excess 
profit taxes for the quarter. Federal income taxes for the nine months 
were figured at $763,133 and excess profits taxes at (Chicago 
Daily Tribune, June 7, 1941.) 


$1.89 a 


$1,894,010, 


$388,751. 





BUSINESS OPPORTUNITIES 





Wanted Abroad 


iceland Distributor Seeks Office Machine Line. An established Reyk 
javik distributor of office equipment is interested in a line of typewriters, 
calculating machines, duplicators, duplicating papers, inks, copy sheets and 
Manufacturers desiring further information should com 
Obstfeld, Markwell Manufacturing Company, Ince., 
New York, N. ¥ 


other items. 
municate with Lou 
1) Hudson street, 


Brazilian Distributor Wants Numbering Machine Line._-An established 
Brazilian distributor of special office and shipping room supplies is seek 
ing a line of numbering machines. Further particulars may be obtained 
by communicating with Lou Obstfeld, Markwell Manufacturing Company, 
Inc., 200 Hudson street, New York City 


for Bolivia.The firm of ‘‘Horizontes’’ Organizacion 
Comercial, located at Casilla Correo No. 908, LaPaz, Bolivia, indicated in 
1 recent letter interest in the products of various advertisers in OFFICE 
APPLIANCES. This company is interested in fountain pens, pencils, pins, 
clips paper goods, duplicators, and various other office products. 
Credit references are not available except by correspondence. The com 
pany indicates a connection with Royal Industrial Bank of New York 


Lines Wanted 


S¢ iles, 


Rebuilt Equipment For Mexico...Everardo Gomez, operating a business 


known as “La Estrella,’’ Avenida 5 de Mayo 111, Leon, Gto., Mexico, is 
distributor for a leading American manufacturer of photographic equip 
ment and supplies. He is interested in obtaining a source or sources tor 
rebuilt standard typewriters with Spanish keyboard, new portable with 
Spanish keyboard, also rebuilt check writers, safes and all sorts of office 
specialties and novelties For reference Mr. Gomez offers American 
Foreign Credit Underwriters, New York; The Commercial Museum, 
Philadelphia; The American Consulate, San Luis Potosi, Mexico 


Wanted Here at Home 


Dealer Wants Display Material and Catalogues...The Commercial Sta 
tionery Company, Lakeland, Fla., which recently moved to new quarters 
it 117 West Main street, desires manufacturers of lines it carries to 


racks, easel cards, 
also wishes other 
price lists for its 


send supplies of advertising material such as display 
imprinted blotters and envelope enclosures. The firm 
manufacturers to send copies of their catalogues and 


Company, well-known 
street and 43 Page 


Dealer Seeks Catalogues For New Store. Bene & 


ffice outfitting and printing firm of 140-42 Pine 

street, Providence, R. I., is planning the establishment of another new 
store and for that reason is interested in receiving catalogues and price 
lists from manufacturers. Like the other establishments, the new store 


vill handle office furniture and a general line of commercial stationery 


— 


Price Stabilization 


Wage increases and other higher production costs are undermining 
price stabilization attempts, Henry H. Heimann, executive manager. 
National Association of Credit Men. declares in his Monthly Business 
Review released June 14 to the association's 20,000 banking, manu 


member-firms 
news,"’ he states 


facturing and wholesaling 


At the present time there is much ‘about keeping 


down prices but it is apt to be more lip service than anything else 
The idea may be worthy but already wages and other costs affecting 
prices are being established beyond a range that can be carried unless 


prices do rise 

This is one of the most serious things the nation 
situation that we must take in hand. It cannot be 
legislation It can only he done by courageous action, by an 
fishness that may be too much to expect The effort, however, 


be worthwhile 


faces. It is a 
accomplished by 
unsel 
should 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commiasioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,242,268. Typewriter Attachment. John Q. Sher- 
man, Dayton, Ohio; Katherine M. Sherman, William 
C. Sherman and Wellmore B. Turner, executors of 
said John Q. Sherman, deceased. Application January 
9, 1939, Serial No. 249,955. Granted May 20, 1941 


2,242,296. Loose Leaf Memo Tray and the Like. 
Allan Fraser, Brooklyn, N. Y. Application October 
20, 1939, Serial No. 300,289. Granted May 20, !94! 

2,242,403. Ink Transfer Ribbon. Samuel A. Nei- 


dich, Ventnor City, N. J., assignor to Underwood E!- 
llott Fisher Company, New York, N. Y., a corporation 
of Delaware. Application June 23, 1939, Serial No 


280,697. Granted May 20, 1941. 

2,242,458. Pencil Sharpener. Georges Dessonnaz, 
Fribourg, Switzerland, assignor of one-half to Roger 
de Werra, Lausanne, Switzerland. Application March 
29, 1940, Serial No. 326,77!. Granted May 20, !94I 

2,242,908. Adding and Recording Machine. Max 
Garbell, Chicago, IIl., assignor to Victor Adcing Ma- 
ehine Company, Chicago, IIl., a corporation of Illinois. 
aoireeties March 24, 1934, Serial No. 717,156. 
Granted May 20, 1941. 

2,243,075. Calculating Machine. Rolf Erik Anneren 
and Bengt Caristrom, Atvidaberg, Sweden, assignors 
to Aktiebolaget Facit, Atvidaberg, Sweden, a corpora- 
tlon of Sweden. Application December 10, 1934, Serial 
No. 756,823. In Germany January (3, 1934. Granted 
May 27, (941. 

2,243,087 Typewriter Desk. John §S. Burdick, 


Mich., assignor to The Shaw-Walker 


North Muskegon, 
Mich., a corporation of Miehigan 


Company, Muskegon, 


Application March 2. 1939, Serial No. 259,345 
= May 27, (94! 

2,243, 109 Mechanical Pencil. John P. Lynn. Chi- 
cago, . assignor to Dur-O-Lite Pencil Company, 
Melrose Park, ill., a corporation of Delaware. Ap- 
plication ot 29, 1940, Serial No. 332,255. Granted 
May 27, (941. 

2,243,228. Bookkeeping Machine. Oscar J. Sund- 


strand, Rockford, IIl., assignor by mesne assignments, 


to Underwood Elliott Fisher Company, New York, N 
Y., a corporation of Delaware. Application May 31, 
1933, Serial No. 673,698. Granted May 27, 1941 
2,243,283. Duplicating Machine. Robert F. Morri- 
son, Oak Park, and Glen E. Wimmer, Chicago, IIl., 


assignors to Ditto, Incorporated, Chicago, Ill., a cor- 
poration of West Virginia. Application April 7, 1939, 
Serial No. 266,471. Granted May 27, 194 

2,243,490. Pencil Sharpener. Raymond R. Walker, 
Follansbee, W. Va., ad of one-half to George S 
Hahne, Follansbee, W. Application October 10, 
1939, Serial No. 298,807. “Granted May 27, {941 

2,243,535. Loose Leaf Binder. George W. Newman, 
Chicago, IIl., assignor, by mesne assignments, to Wil- 
son-Jones Company, Chicago, Ill.. a corporation of 
Massachusetts. Application September 15, 1938, Serial 
No. 229,990. Granted May 27, (941. 

2,243,688. Pencil. Martin E. Trollen, St. Paul, 
Minn., assignor to Brown & Bigelow, St. Paul, Minn., 
a corporation of Minnesota. Application December (6, 
1939, Serial No. 309,587. Granted May 27, (941 

2,243,798. Combined Electric Motor and Clutch Con- 
trol Mechanism for — Machires. Herman 


Gang, Livingston, N. one gall to Monroe Calcu- 
lating Machine Company,” Orange, J., a corporation 
of Delaware. Application = le 9, 1940, Serial 
No. 313,113. Granted May 27, 1941 

2.243,811. Chair Beck Corst-vetion James E 
Bales, Aurora, IlI., assignor to Lyon Metal Products 
Incorporated, Aurora, IIl., a corporation of Illinois 
Application June 3, 1939, Serial No. 277,238. Granted 
May 27, 1941 

2,243,855 Paper Fastener. Stephen A. Crosby, New 
York, N. Y., assignor to Speed Prodvets Company, 
New York, N. Y Application November 30, 1937, 
Serial No. 177,183. Granted June 3, 1941 

2,243,856 Fountain Pen. Alfredo W. Doux, New 
York. N. Y. Application May 6, (940, Serial No 
333,651. Granted June 3, 1941. 

2,243,904. Compressor Mechanism for Filing Cabi- 
nets and the Like. Elmer R. Houston, Riverside, Iil., 
and Joseph F. Dachlet and Joseph Leo Hauser, Green 
Bay, Wis., assignors to Automatic File and Index 
Co., Chicago, IIl., a corporation of Delaware Appli- 
cation October 9, 1939, Serial No. 298,605. Granted 
June 3, 1941. 

2.243.956. Typewriting Machine. George F. Hard- 
ley, Glendale, WN. Y., assigror to Royal Typewriter 
Company, iInc., New York, N. Y., a corporation of 
New York Application July 20, 1939, Serial No 
285.598. Granted June 3, 1941 

2,244,095. Typewriting Machine. Kenneth J. Botham 
and Leon Jaworski, Minneapclis, Minn., assignors to 


Underwood Elliott Fisher Comnany. New York, N. Y., 
a corporation of Delaware Aoplication October |! 
1938, Serial No. 234,413. Granted June 3, 1941 
2,244,175 Bookbinding Construction Frank Stan 
ley Schade, Holyoke, Mass assignor to National 
Blark Book Company, Holyoke, Mass., a corporation 
of Massachusetts. Application August 22, 1940, Serial 


No. 353,722. Granted June 3, 1941. 

2,244,320. Punch. Paul O. Unger, Elmhurst, Iil., 
assignor to Wilson-Jones Company, Chicago, Ill., a 
corporation of Massachusetts. Application November 
18, 1939, Serial No. 305,064. Granted june 3, (94! 


John A. Carpenter, West New- 
to New England Paper Punch 
corporation of Massachu- 
1939, Serial No. 274,374 


2,244,660. Punch. 
ten, Mass., assignor 
Company, Natick, Mass., a 
setts. Application May (8, 
Granted June 10, 1941 

2,244,780. Duplicating Apparatus 
Maywood, Ill., assignor to Ditto, 
cago, til., a corporation of West 
tion May 13, 1{940, Serial No 
June 10, 1941. 

2,244,825. Adding and Calculating Machine. Bengt 
Caristrom, Atvidaberg. Sweden, assignor to Aktieb 
olaget Facit, Atvidaberg, Sweden. a corporation of 
Sweden. Application July (2, 1938, Serial No. 218.788 
Granted June 10, 1941. 

2,244,908. Checkbook and Account Record Alfred 
A. Finnila, San Franciseo, Calif. Application January 


Hubert Jagger. 
Incorporated, Chi 
Virginia Applica- 
334,851 Granted 
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1940, Serial No. 313,912. Granted June i0, 194! 2r2S, O08. Loose Leaf einer. i Rae 4 ely: 
2,245,059. Fountain Pen Clip. Edmund B. Sulli ons ass., assignor to National an 00 om- 
. . pany, Holyoke, Mass., a corporation of Massachusetts. 
van, Mount Vernon, N Application December 13 Original apatioetion April 24. 1939, Serial No. 269.556. 


Granted June 10, 1941 
Loring Pickering Crosman 


Serial No. 369,939. 
2,245,142 Line Spacer. 


1940 


Maplewood, WN J., assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of 
Delaware Application June 5, 1940, Serial No 

338,939. Granted June 10, 1941 

2,245,805 Mechanical Pencil Lucifer J Most, 
Hudson County, N. J pplication March 30, 1940, 
Serial No. 326,859. Granted June 17, 194! 

2,245,912 Copyholcer Theodore Gensmer, Port- 
land, Ore Application September 26, 1938, Serial 
No. 231,722 Granted June 17, 1941 

2,246,065. Carbon Interleaved Manifolding Assembly 
Roy H. Ritzhaupt, Niagara Falls, N. Y., assignor to 
Gilman Fanfold Corporation, Niagara Falls, N. Y., a 
corporation of Delaware. Application June 29, 1939, 


Serial No. 281,838. Granted June 17, (94! 


Divided and 1940, Serial 


No. 246,011 
2,246,195 
Lee Sweeney, 
ber 24, 1938, 

1941 
2,246,234 Manifolding 
York, N. Y., assignor to 
pany, Hoboken, WN. J., a 
Avplication January 26, 
Granted June 17, 1941! 


this application July 17, 
Granted June 17, (941. 
Phonetic Typewriting Machine. Joseph 
New York, Y. Application Septem- 
Serial No. 231,478 Granted June 17, 
Louis C. Antrim, New 
Autographic Register Com- 
corporation of New Jersey. 
1938, Serial No. 187,045. 


DESIGN PATENTS 
127,378 


G Pankonin, 
1941, Serial No 


for a Stapling Machine. William 
Application March 26, 
1941, 


Design 
Chicago, itl 
99,908. Granted May 20, 
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For thirty-four years the editor and publisher of 
OFFICE APPLIANCES, under whose guidance the 
journal has always been a contributing factor in 
the development of the office equipment industry. 





Ce 






wliances 


w Trails Journal of the Office Equipment Industry 


ANNOUNCEMENT 


FTER something more than thirty-three years as president of The Office 

Appliance Company and for the same term managing editor of OFFICE 
APPLIANCES, Evan Johnson has disposed of his share of the company to 
a group of his associates and withdrawn from active participation. 


Although no longer in his old work shop, as he called the place between 
two desks—one a roll top, the other a flat top—occupied so many years, 
Mr. Johnson’s sentimental interest in the journal and the industry has in no 
wise diminished. As counselor to his old fellow workers, and occasional 
contributor, he will hold contact with the industry and the publication. And 
have some touch with the many friends whose good will he has so highly 
valued: in his own words—"Treasure found along the way.” 


Those who have taken over the management and responsibility for the 
future of the publication are committed to a continuation of the policies 
under which the usefulness of the journal to all divisions of the industry 
has been expanded through the years and to maintenance of the traditions 
which reflect the progress and prestige of the office equipment industry. 


A slight illness early last winter and a broken hip late in December have 
kept Mr. Johnson away for several months. We hope his condition will soon 
permit his looking in at headquarters, for headquarters and the “work 
shop” we know were always considered by the chief next to his home in 
influence which caused him to refer to himself as “the most grateful ancient 
on this mundane sphere.” 


Also we venture to hope there will not be a great while before we may 
have some contribution from Mr. Johnson written out of his forty-four years’ 
experience in the industry, the first ten having been spent with the American 
Stationer absorbed some years ago by this journal. 


The new list of stockholders includes John A. Gilbert, a stockholder for 
sixteen years who has served the journal thirty-four years, most of that time 
as business manager; Clara F, Malatesta, a stockholder for twenty-five years 
and thirty-three and a half years in charge of the accounting department; 
Ben C. Wallsten, thirty-two years, long manager of the copy department; 
Charles H. Everly, thirty years, manager of the New York office until his 
removal to Chicago the first of this year; George C. Wheeler, twenty-two years’ 
service and now manager of New York office; Walter S. Lennartson, also 
twenty-two years, now editor; Harry E. Meason, six years, assistant editor; 
Lawrence E. Eisele, six years, western advertising representative; Nevin I. 
Gage, three years, associate editor and manager circulation department; 
Herbert L. Sime, two years, western advertising representative. 


In the new official personnel Mr. Gilbert becomes president of the company. 
To Miss Malatesta, treasurer for many years, has been added the office of 
secretary. Mr. Everly continues as vice-president. 

This group, new only in the role of ownership for seven of its members, 
enters into its high commitments with determination to maintain the certain 
qualities which throughout its history have made OFFICE APPLIANCES out- 
standing for usefulness to the several divisions of the industry. 

And so, with an old motto, one of the old chief's favorites, on our banner, 
we unfurl it to the breeze—“Onward and Upward,” 
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THE NATIONAL WAGE AND HOUR LAW 


OST distributors of office ap- 

pliances by now are familiar 
with the basic provisions of the 
Fair Labor Standards Act—com- 
monly known as the Wage and 
Hour Law. It establishes a wage 
rate of at least thirty cents an 
hour for employees engaged in 
interstate commerce or in the 
production of goods for interstate 
commerce, and provides for over- 
time pay after forty hours a week. 
Overtime pay, under the Wage 
and Hour Law, must be at least 
time and one-half the regular 
hourly rate. 

The Act exempts from the wage 
and hour provisions any employee 
engaged in any retail or service 
‘establishment the greater part of 
whose selling or service is in intra- 
state commerce. Concerns that 
sell office equipment and supplies 
want to know just how they fit 
into this picture. When are they 
covered? When exempt? And if 
covered and not exempt, what are 
their obligations? 

In general it may be said that 
firms dealing in office appliances 
are within the coverage of the 
Wage and Hour Law if they re- 
ceive goods from outside the state 
or make sales across state lines. 
More troublesome, however, is the 
question of whether such dealers 
operate retail establishments. In 
administering ‘the law, the Wage 
and Hour Division of the U. S. 
Department of Labor has taken 
the position that a retail estab- 
lishment is one which sells con- 
sumer’s goods to individual, pri- 
vate consumers or to business con- 
sumers in quantities or at prices 
similar to those involved in sales 
to private consumers. 


Typical Retail Outlets 

The corner grocery, filling sta- 
tions, beauty shops, candy stores, 
drug stores, and the like, are typi- 
cal retail or service establish- 
ments. They sell in small quanti- 
ties to individuals at retail prices. 
Concerns that derive a “substan- 
tial amount” of their gross re- 
ceipts from sales in large quanti- 
ties and at a discount from the 
retail price, to institutions, gov- 
ernment agencies, commercial or 
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industrial concerns, and other 
businesses are not retail estab- 
lishments under the Fair Labor 
Standards Act. 

A revised interpretative bulletin 
just approved by General Philip 
B. Fleming, administrator of the 
Wage and Hour Law, defines “‘sub- 
stantial” in such cases as more 
than twenty-five per cent of the 
gross receipts of any one estab- 
lishment. In the ordinary case, 
an analysis of sales for the last 
full six month period, beginning 
either January 1 or July 1, will 
determine whether the nonretail 
selling is substantial. If it is, the 
establishment is not a retail es- 
tablishment. 

This brief resumé should enable 
most readers of OFFICE APPLI- 
ANCES to determine their status 
under the Wage-Hour Law. The 
newly-revised publication just 
mentioned, Interpretative Bulletin 
No. 6,* of the Wage and Hour 
Division, discusses the character- 
istics of service and retail estab- 
lishments and carries a_ special 
section briefly outlining the appli- 
cation of the law to the stationery 
and office supply field. Before go- 
ing into detail about this section, 
however, a broader view of the 


*Copies of Interpretative Bulletin 
No, 6 (Revised) may be obtained on 
request at any Wage-Hour field office 
or direct from the Wage and Hour 


Division, U. S. Department of Labor, 
Washington Also available without 
charge is the Wage-Hour “Employers’ 
Digest” briefly outlining the aims and 
provisions of the law, responsibilities 
of employers, record-keeping regula- 
tions, etc 


Wage and Hour Law and how it 
operates may be helpful. 

By installing a floor under 
wages and a ceiling over hours, in 
its enactment of the Fair Labor 
Standards Act, Congress intended 
to outlaw sweatshop conditions, to 
increase employment, and to es- 
tablish fairer competitive stand- 
ards in commerce. 

Since the statute went into ef- 
fect in October, 1938, some 3,000,- 
000 workers have benefited by it 
directly. It has meant shorter 
hours for some, increased wages 
and overtime pay for others. This 
year, more than $100,000,000 addi- 
tional will be found in the na- 
tion’s pay envelopes through op- 
eration of its provisions. Another 
seven million dollars in wages le- 
gally earned, but previously un- 
paid, has been restored to wage 
earners. 

That money was used to raise 
living standards. It was used to 
buy food and clothing, medicine 
and furniture. Some of it went to 
wipe out old debts. In one Florida 
city where a large tobacco con- 
cern made restitution of more 
than $75,000 to some 3,000 em- 
ployees, doctors report that their 
collections jumped. Among other 
things, those back wages paid for 
about forty babies! 

In New York City, a former em- 
ployee of a leather goods concern 
who had gone into business for 
himself received several hundred 
dollars—just in time to pay off a 
batch of printing and other bills 
incurred in setting up his new 
plant. 

Employers are finding that bet- 
ter wages and reasonable hours 
often bring increased output at 
lower unit costs. And they agree 
that the Wage and Hour Law is 
getting rid of chiselers—cutthroat 
competitors who can only under- 
sell by underpaying their em- 
ployees. “Gyperators,” they have 
been called. 


Employers Are Cooperating 
Today, as never before, Ameri- 
can business and industry has be- 
come the symbol of fair treatment 
and good living standards. Nearly 
all of the 250,000 employers whose 
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businesses are subject to the Fair 
Labor Standards Act have ac- 
cepted their responsibilities and 
are cooperating fully. 

The law itself makes compliance 
easier by allowing full or partial 
exemption for certain types of 
employees. Executive employees— 
store or branch managers, for in- 
stance—are exempt from the wage 
and hour provisions if their work 
is in accord with the following 
definition: 

They must be assigned to duties 
which are primarily managerial— 
in charge of an establishment, 
say, or a department or physically 
separated branch. They must 
regularly direct the work of other 
employees, have the right to hire 
or fire, make promotions or rec- 
ommendations for promotion, etc. 
They must exercise discretion and 
independent judgment. They must 
receive a salary of at least $30 
weekly. No one can be considered 
an executive if the amount of 
time he spends in non-exempt 
work is more than twenty per 
cent of the time worked by non- 
exempt workers under his super- 
vision. For instance, in a covered 
establishment, an executive under 
the definition cannot spend more 
than eight hours in a forty-hour 
week waiting on customers or cli- 
ents. If he does, the exemption is 
defeated, and he is entitled to the 
legal overtime of not less than 
time and a half his regular hourly 
rate for all time worked over forty 
hours. 

Administrative employees are 
exempt if they comply with the 
Administrator’s definition. In- 
cluded in the definition are re- 
quirements that an exempt em- 
ployee receive fees or salary of at 
least $200 monthly and performs 
responsible nonmanual work call- 
ing for the exercise of discretion 
and independent judgment, di- 
rectly related to management 
policies. Typically, auditors or 
credit managers in an office appli- 
ance firm may be exempt under 
this provision. 

Professionals constitute a third 
class of employees who may be 
exempt. Their fee or salary also 
must be at least $200 monthly. 
Among the other tests are re- 
quirements that the work they 
perform be original, not capable 
of standardization, and requiring 
a high degree of technical or spe- 
cial training. For instance, certi- 
fied public accountants may meet 
all of the above requirements. 
Qualified lawyers and physicians 


are not subject to the fee or sal- 
ary test. 

Most office appliance distribu- 
tors employ outside salesmen. 
They, also, may be exempt if their 
duties fall in line with the Wage- 
Hour definition. They must be 
employed outside of, and away 
from, their employer’s place of 
business, be regularly and cus- 





FAIR LABOR STANDARDS ACT 


Few legislative acts have caused 
more puzzlement among office equip- 
ment and commercial stationery deal- 
ers than the Fair Labor Standards Act, 
popularly designated the Wage and 
Hour Law. Part of the confusion was 
rooted in the governmental definition 
of wholesale and retail establishments. 
It was also difficult to determine to 
what extent a local business was en- 
gaged in interstate commerce and 
therefore subject to the Wage and 
Hour Law. The article starting on the 
opposite page clarifies the law and its 
application. Study of the statements 
will prove eminently worth while. 





tomarily engaged in making sales 
or securing contracts for the use 
of the employer’s services or fa- 
cilities. They must not spend on 
non-exempt duties more than 
one-fifth of the time normally 
worked by non-exempt employees 

—that is, while they may spend 
as much time as necessary in 
writing up their own orders or 
handling correspondence inciden- 
tal to their own orders, perform- 
ance of more than the allowed 
amount of non-exempt work 
would cause them to lose the ex- 
emption. 

Any employee who would other- 
wise be exempt from the wage 
and hour provisions but who in 
any week performs non-exempt 
work (other than that percentage 
allowed executives and _ profes- 
sional employees and _ outside 
salesmen) must be _ considered 
non-exempt for the entire week. 
if overtime is worked that week, he 
must be paid accordingly. Where 
both wholesale and retail transac- 
tions constitute a substantial 
amount of the business, and the 
concern desires to claim exemp- 
tion for the retailing employees, 
segregation of duties may be re- 
sorted to. An employee engaged 
almost exclusively in retail selling 
will be exempt as a man employed 
in a local retailing capacity. And 
if a separate room or rooms are 
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set apart for retail selling, a sepa- 
rate retail establishment may be 
created. 

Some concerns have asserted 
non-coverage for employees not 
directly engaged in interstate com- 
merce or in the production of 
goods for interstate commerce, 
such as clerks, stenographers, re- 
ceptionists, maintenance workers, 
and the like. In general, these 
and similar occupations are cov- 
ered by the Fair Labor Standards 
Act in establishments subject to 
the law, it being felt that such 
employees are necessary to the 
conduct of the business or they 
would not be employed. 


Certain Records Required 


The Wage and Hour Law states 
that employers must keep individ- 
ual records for each employee 
covered by the Act. No special 
forms are required but the follow- 
ing information must be recorded: 

Employee’s full name and home 
address; date of birth if under 
nineteen; hours worked each day 
and weekly total; regular rate of 
pay and the basis on which it is 
paid. Where overtime is worked 
the record must show separately 
the amount paid at the regular 
hourly rate and the excess (over- 
time) payment above the regular 
rate. 

Simple though these _ record- 
keeping regulations are, steps are 
being taken toward even greater 
simplification. However, the pres- 
ent regulations will remain in ef- 
fect until a change is formally 
announced by the administrator. 

Some office equipment dealers 
have reported difficulty in decid- 
ing just what phases of their 
business have been retail. For in- 
Stance, an establishment may 
handle school supplies, loose leaf 
binders, typewriter carbon paper, 
file baskets, desk lamps, and other 
goods that the consuming public 
buys, but which also are used by 
regular business firms. Under the 
new interpretation, if such goods 
are sold in small quantities or at 
regular retail prices even to the 
business firms, they may be con- 
sidered retail sales. If the sales in 
small quantities or at regular re- 
tail prices constitute seventy-five 
per cent or more of a firm’s busi- 
ness that firm is a retail estab- 
lishment and is exempt from the 
Wage and Hour provisions if over 
fifty per cent of its sales are made 
within the state. 

On the other hand, goods such 
as general accounting forms or 

(Turn to page 141, please) 
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Chicago Convention Committee 


Vational Typewriter aod Office Machine oe Ascttélien 


EXECUTIVE COMMITTEE 
ELMER L. YOUNG, General Chairman 
Young oe Equipment Company, inc 
210 W. Adams Street 
SAM FOGEL, Sub-Chairman 
Mid City Typewriter Exchange 
943 W. Madison Street 
AL HUG, Finance Chairman 
University of Chicago Bookstore 
R. E. HOOVER, Secretary 
Young Office Equipment Company, Inc. 
210 W. Adams street 
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CONVENTION COMMITTEE 


PUBLICITY 


ROBERT GOLDBLATT, Chairman 
Star Typewriter Company 
189 W. Madison Street 


REGISTRATION COMMITTEE 


HARRY KINGERY, Chairman 
Kingson Service 
208 N. Wells Street 


SPEAKERS COMMITTEE 
THOMAS STACK, Chairman 
Stack Typewriter Company 

167 W. Wacker Drive 


HOSPITALITY COMMITTEE 
ARTHUR LYONS, Chairman 
Reliable Typewriter and Adding Machine Corp 
303 W. Monroe Street 


ENTERTAINMENT COMMITTEE 
PRESIDENT AND BANQUET COMMITTEE 
JAMES P. WARD, SR., Chairman 
Reliable Typewriter and Adding Machine Corp 
303 W. Monroe Street 


LADIES COMMITTEE 
MRS. CLARICE A. YOUNG 
Young Office Equipment Company, Inc. 
210 W. Adams Street 


PROGRAM COMMITTEE 
WILLIAM CLAUSING, Chairman 
International Typewriter Exchange 
231 W. Monroe Street 


EXHIBIT COMMITTEE 
FRANK B. KLINE, Chairman 
Manufacturers Typewriter Clearing House 
195 N. La Salle Street 


CONVENTION HALL COMMITTEE 
L. K. DOEBLER, Chairman 
. Office Equipment Exchange 
3433 W. 62nd Street 


TRANSPORTATION COMMITTEE 
OTTO ERNST, Chairman 
Typewriter Inspection Company 
2425 W. Washburne Street 


LUNCHEON COMMITTEE 
SAM POLONSKY, Chairman 
All Makes Typewriter Exchange 
3233 W. Madison Street 


SIGNS COMMITTEE 
HANS WAGNER, Chairman 
cr Typewriter Service 

3712S. Western Avenue 


To Be Held At the Palmer House -:- 


SIXTEENTH AN NUAL CONVENTION 


July 21 - 22-23, 1941 


COME TO THE NTOMDA CONVENTION 1)! 





DEAR FELLOW DEALERS: 


As you no doubt already know, the National Typewriter and 
Office Machine Dealers Annual Convention will be held this 
year at the Palmer House in Chicago, July 2lst, 22nd, and 23rd. 
We of the Convention Committee would like to take this means of 
extending our cordial invitation to every Typewriter and Office 
Equipment Dealer in the United States to attend this Convention. 

You all know that these are unusual times - business is on 
the upgrade and in order to carry on our regular business and 
complete plans for this outstanding Convention, we of the 
Committee are working practically night and day to get our plans 
all in shape to insure one of the best, if not the best Conven- 
tion the Association has ever had. 

Among the high lights of the Convention are the following: 

1. An outstanding speaker program, consisting of many of 
the key men of the Typewriter and Office Machine field, as well 
as a very interesting speech by Alderman Dietz of Milwaukee, 
with reference to his collection of old Typewriters at the 
Milwaukee Museun. 

2. A side trip to Milwaukee on Tuesday, to view all of his 
Typewriters in the Milwaukee Museum, as well as a tour through 
the famous Pabst Brewery and luncheon in Milwaukee. This trip 
will be made by special chartered buses which will take us 
through the beauty spots of Milwaukee and return us to Chicago 
in time for a splendid dinner, entertainment and dancing at a 
famous Chicago night club. 

3. The annual banquet and dance with an outstanding 
orchestra and specially arranged floor show, will be held in 
the Grand Ballroom of the Palmer House, on Monday night, July 
2lst. Be sure to register early. It is necessary that we have 
this dance on Monday night due to our Milwaukee trip on Tuesday. 

We know business is on the upgrade but we believe with the 
splendid educational program arranged, attendance to the Con- 
vention will help you to take better advantage of the present 
business trend. 

Again we extend our cordial invitation and we hope to see 
you at the Convention. 


Sincerely yours, 
Convention Executive Committee 


CL 


Al Hug, Finarice Chairman 





Sub-Cha 


Sem Fogel, 


E. Hoover, Secretary 


Address all Communications to Secretary of Executive Committee 
c/o Young Office Equipment Co., Inc., 210 W. Adams St., Chicago 








Above is a reproduction of the invitation to dealers 
in every part of the United States to attend the 
sixteenth annual convention of the National Type- 
writer and Office Machine Dealers Association, 
which will be held in the Palmer House, Chicago, 
July 21-23. The invitation was written and issued 
by the Chicago Convention Committee, headed by 


Elmer L. Young, general chairman; Sam Fogel, 
sub-chairman; Al Hug, finance chairman, and 
R. E. Hoover, secretary. The letter is comparatively 
brief in itself and therefore does not exemplify the 
months of work and planning which the committee 
has successfully accomplished to make the coming 
convention achieve new and history-making records. 











M. H. Beckwith 





Ald. C. P. Dietz 


Clyde Jungbluth 





James Hackney 


N.T.O.M.D.A. CONVENTION PROGRAM 


HE three-day program of the 

sixteenth annual convention of 
the National Typewriter and Of- 
fice Machine Dealers Association 
which opens in Chicago’s famed 
Palmer House on July 21, is a 
well-balanced diet of business and 
amusement. A hard-working com- 
mittee, headed by Elmer L. Young, 
has created a diversified schedule 
which is unique in that the enter- 
tainment side of the conclave em- 
braces some novel features, in- 
cluding a trip to the famous Dietz 
typewriter collection in Milwaukee 
and a tour of great brewery while 
in that city. 

At eight-thirty o’clock on the 
morning of July 21 the convention 
will officially open with a review 
of the exhibits in the foyer of the 
grand ballroom of the headquar- 
ters hotel. Two hours later the 
first session will begin with Con- 
vention Chairman Young intro- 
ducing Alderman William Cowhey, 
who in turn will deliver the ad- 
dress of welcome. James P. Ward, 





Faia Saleeile a 


Uses Tip fo Mebvaukee 


M 


Sr., of the Reliable Typewriter & 
Adding Machine Corporation will 
introduce Alderman Carl P. Dietz 
of Milwaukee, who will present an 
educational address on typewrit- 
ers in his collection. Immediately 
afterwards President John Loser 
will introduce Mrs. Clarice A. 
Young who will deliver an address 
of welcome to the ladies. 
Included in the impressive list 
of speakers are seven men who 
are well known members of the 
industry. They are: Clyde Jung- 
bluth, portable division sales man- 
ager, Underwood Elliott Fisher 
Company; M. H. Beckwith, adver- 
tising manager, Royal Typewriter 
Company; James Hackney, porta- 
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ble division sales manager, Rem- 
ington Rand, Inc.; M. S. Bandoli, 
sales manager, Victor Adding Ma- 
chine Company; A. E. Van Wag- 
ner, advertising manager, Ameri- 
can Writing Machine Company; 
S. J. Graff, sales manager, Speed- 
O-Print Corporation, and Fred 
Brown, sales manager, Dawn 
Manufacturing Company. All of 
these gentlemen, in addition to 
Alderman Dietz, are pictured on 
this page. 

Mr. Jungbluth is the only 
speaker scheduled to address the 
first meeting before adjournment 
is called for luncheon. In the 
afternoon the treasurer’s and sec- 
retary’s reports will be read by 
Leo Adler and A. H. Wittekind re- 
spectively and then Mr. Beckwith 
will address the gathering. Other 
speakers scheduled for the after- 
noon session include Dr. J. H. 
Hazelhurst, Northwestern Univer- 
sity; Mr. Hackney; William Page, 
superintendent of parental schools 
in Chicago, whose address will 
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be “Emancipation of the Blind 
Through Use of the Typewriter,” 
Mr. Bandoli and Mr. Van Wagner. 
Before the session closes and the 
delegates prepare for the banquet 
in the evening they will view a 
series of seven sound pictures pro- 
duced by the Dartnell Corporation 
on “Strategy in Selling.” These 
will be shown through the cour- 
tesy of J. C. Aspley, president of 
the corporation. 


Tuesday 


Tuesday has been set aside as 
a day of fun and relaxation with 
never a thought of a banging 
gavel or a speech. In the morning 
the visitors will board busses for 
the beautiful scenic drive along 
the shore of Lake Michigan to Mil- 
waukee. Upon arrival the fleet of 
busses will be met by a police es- 
cort ana taken to the Milwaukee 
Public Museum where the dele- 
gates will view the world-famous 
collection of old typewriters be- 
longing to Alderman Dietz. The 
balance of the day will include a 


tour of inspection through the 
Pabst brewery, drives through the 
beauty spots of Milwaukee and 
the drive back to Chicago. 

Back at the Palmer House the 
visitors and their ladies will be 
given just time enough to brush 
up before they are taken to Chi- 
cago’s Ivanhoe Catacomb Gardens 
for dinner, a dance and a program 
of entertainment which has been 
specially arranged for the occa- 
sion and is guaranteed to please. 


Wednesday 


Mr. Graff, of Speed-O-Print, 
and Mr. Brown, Dawn Manufac- 
turing Company, are the speakers 
who will address the delegates on 
Wednesday morning after Presi- 
dent Loser appoints the chairman 
of the day. An open forum will 
precede luncheon and in the 
afternoon, following a reading of 
reports of the resolutions, audit- 
ing, by-laws and nominating com- 
mittees, will come the election of 
officers and selection of the next 
convention city. 
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An equally attractive program 
of entertainment has been worked 
out for the ladies by Mrs. Young 
and her committee. In addition 
to attending the banquet and 
daily luncheons the ladies will 
find their time fully occupied 
while the business sessions are 
under way. 

On Monday Mrs. Young will 
conduct her guests on a special 
tour of Marshall Field & Company 
to be followed by a delightful 
luncheon in that store’s Walnut 
room. In the afternoon the visi- 
tors will view a style show which 
has been specially arranged ex- 
clusively for ladies of the N.T.O. 
M.D.A. convention. 

The ladies will, of course, ac- 
company the delegates on the trip 
to Milwaukee Tuesday and take a 
full part in the other activities 
scheduled for that day. Wednes- 
day morning will be left free for 
those who desire to go shopping 
but in the afternoon the visitors 
will attend a matinee at one of 
the theaters. 








The Chicago Convention Committee awaits your ar- 
rival at the Palmer House, Chicago, July 21, 22 and 
23.—Seated left to right: Al Hug, University of Chi- 
cago Book Store, finance chairman; Thomas Stack, 
Stack Typewriter Company, speakers committee; Sam 
Fogel, Mid-City Typewriter Exchange, president of the 
Chicago Typewriter Dealers Association and sub-chair- 
man of the executive committee; Elmer Young, Young 
Office Equipment Company, general chairman of the 
executive committee; James P. Ward, Reliable Type- 
writer & Adding Machine Corporation, president's re- 
ception, banquet and entertainment committee; Frank 
Kline, Manufacturers Typewriter Clearing House, ex- 
hibits committee. Standing: Hans Wagner, Wagner 


Typewriter Service, signs committee; Otto Ernst, Type- 
writer Inspection Company, transportation committee; 
Harry Kingery, Kingson Service, registration com- 
mittee; Robert Goldblatt, Star Typewriter Company, 
publicity committe; R. E. Hoover, Young Office Equip- 
ment Company, secretary of executive committee; Sam 
Polonsky, All-Makes Typewriter Exchange, luncheon 
committee; Arthur Lyons, Reliable Typewriter & Add- 
ing Machine Corporation, hospitality committee. Mem- 
bers of the executive committee not present when the 
picture was taken are as follows: Miss Marjorie Vowell, 
Central Typewriter Exchange, ladies committee; Wil- 
liam Clausing, International Typewriter Exchange, 
program advertising; L. K. Deobler, Office Equipment 
Exchange, convention hall committee. 
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OFFICERS AND DIRECTORS WHO WILL BE ON HAND TO 
GREET DELEGATES AT THE N. T. O. M. D. A. CONVENTION. 
—Seated: Floyd Ketcherside, Buckland-Van Wald Co., De- 
troit; A. H. Wittekind, secretary, New York; Irwin Vincent, 
Western Typewriter Co., Topeka, vice-president; Miss Marian 
Farrell, Whitlock’s Book Store, New Haven, Conn.; John Loser, 
Noiseless Writing Machine Service Co., New York, president; 
Leo Adler, Cleveland Calculating Co., Cleveland, treasurer; 
W. R. Shilling, Fort Pitt Typewriter Co., Pittsburgh; Albert 
Schlecht, Typewriter & Supply Co., Cleveland. Standing: James 
P. Ward, Sr., Reliable Typewriter & Adding Machine Corp., 


19 


| 


| 


: 
— 


Lf 
Ly 
R¢ 
; 
3 
: 


iil 


oatmeal 
ed 
oe 





Chicago; |. R. Ritchie, International Office Appliances, Inc., 
New York; J. J. Sheehan, The Office Appliance Company, 
Providence; Jack Dean, Dean Typewriter Co., Detroit; O. A. 
Olson, Typewriter Service Shop, Detroit; R. H. Preston, Preston 
Typewriter Co., Knoxville, Tenn.; Elmer Young, Young Equip- 
ment Co., Chicago; Samuel Hutter, Check Writer Co., New 
York; O. D. Morrill, Ann Arbor, Mich.; John Lahiff, J. E. Al- 
bright & Co., New York; A. E. Glassman, City Typewriter, 
Rochester; Stanley Stemp, Stemp Typewriter Co, Madison, Wis. 
All not otherwise indicated are directors. 


Chicago to Greet N.T.0.M.D.A. Delegates 


HEN the delegate to the six- 

teenth annual convention 
pulls his car up to the curb or 
hops off a train in Chicago he will 
find a friendly city waiting to 
show him its scores of interesting 
places to visit, beauty spots, his- 
toric landmarks and great indus- 
trial centers. He will find a teem- 
ing and thriving metropolis eager 
to afford him a pleasant visit no 
matter what his tastes be. 

In Chicago all roads lead to the 
Palmer House, the convention 
headquarters. There is first-class 
transportation of many varieties 
which combine to spread a net- 
work of tracks to every quarter of 
the city so that the visitor may 
easily and comfortably take him- 
self on a self-conducted sightsee- 
ing trip should he be so minded. 

The convention hotel is set 
squarely in the heart of the Loop 
and the shopping district and no 
matter what course one steers 
from the doors of the Palmer 
House, there are things to see and 


places “to go.” Within a very short 
walking distance is the famed Art 
Institute where the visitor may 
spend hours gazing upon master- 
pieces now all too rare. Right on 
the lake front but still within a 
comfortable distance of the hotel 
are the Planetarium in which at- 
tendants can reproduce the heav- 
ens and constellations of stars in 
a pitch-black hall through use of 
an intricate machine. There is 
also the Shedd Aquarium and the 
Field Museum, two of the greatest 
institutions of their kind in Amer- 
ica. Speed boat rides and swim- 
ming are likewise obtainable after 
a short ride to the famous Navy 
Pier, a mile-long structure jutting 
out into Lake Michigan nearly a 
mile. 


Landmark of the Great Fire 


Standing alone on its original 
site but now surrounded by great, 
twentieth-century buildings, is 
the Water Tower, one of the very 
few structures to escape the rav- 


ages of the great fire of 1871. 
This line sentinel is worth a visit 
because of its ability to offer the 
visitor a study in the trend of 
architecture down the years, es- 
pecially when compared with the 
modern skyscrapers which gaze 
down upon it. There is the Lorado 
Taft fountain shooting a mighty 
jet of water far into the sky and 
there are two yacht clubs a short 
distance from the Loop. 

A forty-minute train ride takes 
one to Chicago’s famous Brook- 
field Zoo, the home of the Giant 
Panda and the habitat of one of 
the greatest collections of ani- 
mals, reptiles and birds in the 
world. By street car or Elevated 
the visitor can reach the mag- 
nificent grounds surrounding the 
University of Chicago, beautiful 
Jackson Park, the Merchandise 
Mart, the largest building in the 
world and the Chicago historical 
Museum near Lincoln Park. All 
of them places worth a lengthy 
visit. 
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SPECIALIZATION ON 
TYPEWRITER SALES 
Through Concetinided Effort 


Volume Is Built 


By H. J. SMITH 
Proprietor, 
H. J. Smith Typewriter Exchange, 
Parkersburg, W. Va. 
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HE wise dealer is always inter- 

ested in making profits for 
himself and for his organization. 
“Salesmanship is the art of per- 
suading others to purchase a prod- 
uct with pleasure or pride to them, 
as well as with profit to the seller.” 

Sales of a typewriter dealer 
largely depend upon the prestige 
he holds in his community, upon 
the service he gives, and upon the 
quality of merchandise he han- 
dles. Further, they depend upon 
his enthusiasm for his particular 
line. If his salesroom is a con- 
glomerate mess of this and that, 
or one typewriter and another, he 
has probably convinced’ every 
prospect who enters his store that 
he is not sold on any one make of 
typewriter, but is willing to Sell 
any machine that will make him 
an immediate profit. On the other 
hand, if his salesroom is neatly 
arranged, and a good display of 
all the models of his line is shown, 
he then has, without effort, thor- 
oughly convinced everyone who 
enters his place that he is enthu- 
siastic about his line of machines. 

If his typewriter rental stock is 
made up of good dependable type- 
writers, all of which are of his 
standard line, he will automati- 
cally build prestige and sales for 
that line. 

Regardless of the typewriter he 
is handling, he will find it decid- 
edly to his advantage to specialize. 

I have been selling typewriters 
and typewriter supplies for thirty- 
four years, and during the last 
twenty-four of them I have spe- 
cialized on one make, supervising 


thirty-four counties in West Vir- 
ginia and Ohio, covering a popu- 
lation of seven hundred and fifty 
thousand people, with an organi- 
zation of around twenty, including 
salesmen and mechanics. In the 
thirty-four counties there are 
around one hundred and ten high 
schools, ninety-five of which are 
using my machines, with the re- 
sult that students coming out of 
these schools are demanding of 
the business executive that he in- 
stall them as standard equipment. 


An Educating Experience 


Some twenty years ago, before 
the plan of this organization was 
definitely settled, a young student 
came in the store and indicated 
a desire to purchase a typewriter 
for practice purposes. Another 
make of typewriter was sold to her 
because a substantial profit could 
be made on it at the time of the 
sale. About ten years later, I was 
contacting a school board which 
was to purchase twenty typewrit- 
ers. We were on the inside and 
had the board thoroughly sold on 
buying our machines. Just before 
the vote was taken as to which 
machine would be purchased, the 
president of the board excused 
himself for a few minutes, went 
into another room and used the 
telephone. He contacted the girl 
who had previously bought the 
other make of machine from us, 










Busy Establishment of the H. J. 
Smith Typewriter Exchange. Mr. 
Smith is seen second from the 
left doing a bit of selling by 
telephone: 


and who had been employed to 
teach the commercial class. She 
strongly recommended the other 
machine, stating to the president 
she much preferred it to any other, 
as She owned one herself, and 
knew it more thoroughly than any 
other. This caused us to lose the 
sale of twenty typewriters, all be- 
cause we were So anxious ten years 
before to make ten dollars on the 
sale. 

Specialization in typewriters, as 
in law, medicine, or in most every 
line, is more profitable than any 
scattered activity in merchandise, 
knowledge, or display. We are liv- 
ing in an age of specialization; 
using its techniques will prove 
profitable to any dealer over a pe- 
riod of years. 

Typewriters are in greater de- 
mand today than they have ever 
been, and can be sold much more 
easily, as they are considered a 
necessity in every home and busi- 
ness. Between 1907 and 1915, if 
one hundred and twenty-five type- 
writers were sold in this division 
in one year’s time, it was consid- 
ered good. Last year this territory 
of thirty-four counties purchased 
over two thousand typewriters in 
the standard machine, the port- 
able, and rebuilts; and our com- 
petition sold practically as many. 

The average typewriter sales- 
man is just now beginning to 
realize that everyone wants a 
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typewriter. By handling good de- 
pendable machines, and specializ- 
ing in one make, he automatically 
builds an advertising average that 
cannot be purchased in any other 
manner. Too many salesmen fail 
to use their heads in designing 
their plans. 

Just think how destitute the 
woodpecker would be if he was 
unable to use his head. And ob- 
serve this, his territory is dead. 
There is practically no sign of life 
in the field he works. He takes 
pride in selecting the deadest limb 
of the tree. But by using his head 
and pecking away, he eventually 


finds bugs that are extremely edi- 
ble and profitable to him. 

Shoot straight. Work intensive- 
ly, not extensively. Watch the 
honey bee. Note how intensively 
he works as he buzzes from flower 
to flower, driving straight each 
time to the nearest blossom, with 
apparently only one purpose—to 
Satisfy present needs and store up 
sufficiently for the future. 

Go out in the woods and see 
how busy the little squirrels are 
during the nut season, with one 
obvious intention—to build up a 
food supply to take care of wanted 
requirements. 
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Too many salesmen work like 
the grasshopper, hopping about 
from place to place without any 
thought as to where they are go- 
ing to land. Too often, from a 
business standpoint, they turn up 
their toes and die. 

We are prone to look at the 
present instead of the future. If 
salesmen could look farther ahead 
they would get much better re- 
sults. 

Specialize like the woodpecker, 
the honey bee, and the squirrel; 
it’s a profitable system of activity 
in the operation of a retail type- 
writer business. 
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ONE OF THE FINE ARTS IN BUSINESS 


AILURE to merchandise and 
sell properly or intelligently is 
the occasion for many failures. 
High pressure selling fails to cre- 
ate the finest feeling between the 
buyer and the seller. It should be 
the duty of the buyer to purchase 
typewriters of such a character 
that they may be sold without 
hesitancy as to the future per- 
formance of those typewriters. 
Neglect to watch the smallest de- 
tail may create unrest and suspi- 
cion in the mind of the buyer. 
To avoid all that we should 
study carefully the requirements 
necessary to fill all of the wants 
of the user. It would be far better 
to refuse a sale rather than accept 
an order without knowing the full 
requirements of carrying on all 
the work the customer wishes to 
do. Nothing is more important! 
There are too many salesmen in 
the field whose one object is to 
secure an order and after deliver- 
ing the typewriters, they seem to 
feel that is the end of that par- 
ticular business transaction. 
Unless we make an _ unpaid 
salesman of everyone of our cus- 
tomers, we have not gained any- 
thing. The constant contact with 
customers we already have and 
those we wish to secure spells un- 
doubted success. I very well re- 
member the first sale I made. It 
was a great many years ago in 
the city of Erie, Pa. I sold a type- 
writer to a manufacturer of pear! 
buttons and received his check 


By P. N. Osborn 


Osborn Company, 
Springfield, Mass. 
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immediately. It was with a great 
deal of pleasure I sent his order 
to the branch office in Buffalo, 
N. Y. A day or two later I re- 
ceived a rather critical letter from 
the branch manager. It read, “We 
are pleased to receive your order 
together with the check, but just 
why is it you failed to sell this 
company the necessary supplies 
such as ribbons and carbon paper? 
Don’t you know that that is one 
of the most important branches 
of our business? You seem to be 
satisfied with that order. Had you 
sold them ribbons or carbon paper, 
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it would mean that they would 
send to us for these goods and in 
the event of additional typewrit- 
ers, you would know what is going 
on. As it is, you have opened the 
door to competition.” 


A Lesson Is Learned 


That lesson had a very vital 
effect upon my future—so vital in 
fact, that today were I to drop the 
typewriter end of our business, we 
could carry on through our supply 
business and I am told by the 
people from whom we purchase 
supplies, that we dispose of more 
carbon paper, ribbons and ink, in 
fact, all accessories, than anyone 
in this field. 

It isn’t possible for us to deter- 
mine how rapid might be the 
growth of the many thousands of 
companies in this country, any 
more than it is possible for us to 
predict the growth of our busi- 
ness; nevertheless, they grow and 
they buy again and again and if 
we have learned the _ proper 
method of merchandising, we shall 
not fail to keep before them the 
one most important thing in mer- 
chandising—SERVICE. 

So many salesmen seem to feel 
they are far removed from the 
necessity of delivering ribbons, 
putting them on the typewriters, 
suggesting little things that their 
client might need. I maintain 
that this is the fault of the man- 
ager of the salesmen. I would like 
to use the word driver when speak- 
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ing of and thinking of the man- 
ager. A hard-hitting manager will 
insist upon the consistent calling 
on all of the trade both large and 
small by his salesmen and he 
Should also insist upon as com- 
plete a report as possible at the 
close of each day’s work. A Sales- 
man should cover his territory so 


systematically that he will be- 
come a part of the field which he 
covers. He should be outstanding 
in his territory. He should be 
known by the very hat he wears, 
his walk} the sound of his voice 
and his general conduct. 
Adhering closely to these lines, 
the manager of a branch office or 


IT WASN'T LIKE THAT IN 


ALKING with a man recently 

to whom I had made one of 
my first sales of a typewriter some 
thirty odd years ago, we got to 
reminiscing. It was interesting in 
recalling those days to note the 
changes that have taken place in 
typewriter selling. We _ recalled 
that my sale had been made to 
. replace an old “blind writer” that 
he had. What was known as the 
“blind writer” was one of the early 
types of construction. The oper- 
ator while typing could not see the 
work that had been typed unless 
the carriage was lifted up, which 
was done by the average operator 
after every few lines. 

When the visible writing ma- 
chine such as now in use was mak- 
ing its bid for popularity, an 
executive of one of the typewriter 
companies, so the story was told, 
was quite emphatic in his belief 
that this sort of construction 
would never be a success. “It just 
isn’t possible to have the type re- 
turn to the basket properly and 
with sufficient speed in any way 
other than by gravity,” which was 
the principle of the “blind writer.” 
Time sure played a mean trick on 
that statement! 


Overcoming Objections Was 
Difficult 


There were many mad and sad 
operators who unwillingly gave up 
their “blind writers” when it be- 
came imperative to replace them. 
I recall one male operator who 
many years after the “blind writ- 
er” had been taken off the market 
still sought service for replace- 
ment of worn parts and when it 
reached the time that the stock 
of replacements of the manufac- 
turer was depleted, he bought two 
old “blind writers” from a junk 
shop and then when parts became 
too badly worn, he would have a 
repairman replace them with parts 
taken from the junk machines. 

A salesman then had all kinds 
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L. C. Smith & Corona Typewriters, 
Inc., 


New York, N. Y. 
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of objections to overcome in an 
effort to replace some of the older 
designs of typewriters. In addition 
to the “blind writer’ there were 
the segment shift and the carriage 
shift such as is featured today; 
also a type of construction that 
instead of shifting a segment or 
carriage, two sets of keyboards 
(eight banks of keys) were used. 
The upper set was used for the 
capital letters and the lower set 
for the small letters. Operators of 
the double keyboard typewriters 
were confronted with a problem 
when the manufacturer stopped 
making that model, as salesmen 
having three bank keyboard type- 
writers and salesmen of the four 
bank construction would battle to 
convince the eight bank keyboard 
operator that their type of con- 
struction was the standard. At 
that time there were only thirty- 
eight keys on the four bank stand- 
ard keyboard. The eighty-four 
character machine was a later day 
improvement. 

I get a kick out of hearing an 
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the owner of a small! business will 
be able to create a follow-up sys- 
tem which will permit him to be 
of genuine assistance to his sales- 
men. There should be no limita- 
tion of hours. We can contact 
early and late, holidays and Sun- 
days for, after all, we have never 
found a substitute for work. 


OLDEN DAYS 


operator complain today of her 
fingers being soiled in putting ona 
new ribbon that perhaps is too 
freshly inked. It was taken as a 
matter of course in those days that 
a real honest-to-goodness hand 
washing was to be expected after 
changing a ribbon and pumice 
soap was a part of every opera- 
tor’s toilet kit. The common prac- 
tice of obtaining a copy of a letter 
then was through the use of a 
copy ribbon which was certainly 
messy to handle. After a letter had 
been typed the copy boy inserted 
it under a blank page of the copy 
book. The pages of this book were 
of a very thin Japanese tissue. If 
too wet a cloth had been used, it 
was just too bad for the neatly 
typed letter; if not too careful in 
removing the cloth, out came the 
tissue too. Many a typist “cussed” 
the copy boy; many a copy boy 
“cussed” the tissue page and many 
a boss “cussed” the typist, copy 
boy and everything connected 
with the system. 


Vari-Hued Copy Ribbons 


The copy ribbons were made ina 
number of colors. There were in 
addition to regular colors of blue, 
purple, green and red copies, such 
ribbons as black copy blue, black 
copy purple and black copy black. 
And, as the bi-chrome mechanism 
was a new feature on typewriters, 
salesmen “convinced” buyers that 
they must use two color ribbons, 
which resulted in orders for new 
machines equipped with such com- 
binations as black copy purple and 
red copy, and the like. Ribbon 
manufacturers must have had 
their headaches, because besides 
the large variety of color combi- 
nations that were in demand, each 
typewriter manufacturer built his 
machine for a different width rib- 
bon. I suppose this was to try and 
control the ribbon business for 
their machine. Some required a 
half-inch ribbon, some a seven- 
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sixteenth and others a nine-six- 
teenth, and I believe the “blind 
writers” required one inch ribbons. 

Typewriters have played an im- 
portant part in establishing the 
fairer sex in the business world. 
In the development of the type- 
writer for uses other than corre- 
spondence it has resulted in elimi- 
nating many jobs done by the 
slow process of handwriting but 
has increased the amount accom- 
plished and also has introduced 
and allowed for much data to be 


recorded that was previously omit- 
ted because it necessitated too 
much work to be done with pen 
and ink. Imagine what a razzing 
a typewriter company would get 
today were a customer to receive 
a monthly statement written with 
pen and ink. Yet that was what 
he would have received in those 
days. Too, it was considered a 
serious breach of etiquette to send 
a personal letter typewritten. This 
was looked upon by the receiver as 
not being worthy of very much of 
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the sender’s time. The slogan of 
one of the typewriter companies 
was, “To save time is to lengthen 
life.” I often wonder if the origi- 
nator visualized to what extent 
“time” was to be saved in years 
to come through the use of the 
typewriter. 

My friend who started this spell 
of reminiscence said that another 
thirty years ought to bring a type- 
writer that needed to be merely 
dictated to and out would come 
the typewritten letter. I wonder! 


Giving Kight _Kind of Suita 


WINS OFFICE MACHINES CUSTOMERS 


N the summer of 1919, right after 

the last war ended, the Globe 
Typewriter Exchange started in 
business. Because of the shortage 
of typewriters at that time, there 
was a demand for rebuilt type- 
writers. They sold for $85.00 but 
the rough typewriters cost $55.00 
to $60.00. After the machine was 
rebuilt, the difference between the 
cost and the selling price was not 
great enough to assure a profit on 
the capital invested. So I decided 
to sell the idea to customers that 
it was more economical to rebuild 
his own typewriters. Many of 
these customers are still convinced 
that it is to their advantage to 
rebuild good model typewriters 
and other office equipment. Among 
the firms that have used our serv- 
ice for over twenty years are a 
railroad, a newspaper, a textile 
company, lawyers, investment and 
insurance companies. 

Realizing that it is essential to 
specialize, we have done so in re- 
building typewriters, adding ma- 
chines and other office machines. 
As a natural adjunct, we main- 
tain a specialized inspection 
service. 


Streamlined Rebuilts 


The term “streamlining” is very 
much in evidence today. Keeping 
up with this modern trend, we re- 
finish our rebuilt machines with 
the dull crackle finish and chro- 
mium plate and nickel parts. After 
all worn parts, platen and feed 
rolls have been replaced with new 
ones and the machines carefully 
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reassembled, they are ready to fit 
in with any new equipment. 

An inspection of typewriters 
every month is a real economy. 
Many of our customers have used 
this service during the past twenty 
years. Once used it is rarely can- 
celled. Just recently two big ac- 
counts that had been forced to 
give up the service because of past 
business conditions, renewed the 
inspection of their typewriters. 
They have been benefited by the 
defense program, so, indirectly, 
we have benefited also. 

The cost of inspection service 
is reasonable. Besides cleaning 
and adjusting the typewriter once 
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a month, all repair calls during 
the month are included without 
extra charge. The list of machines 
inspected is also a true monthly 
inventory. 

Our mechanics are trained to 
repair all makes and models of 
typewriters. This means a big sav- 
ing when one has more than one 
make of typewriter, as it elim- 
inates the need of calling in two 
or more repairmen when different 
makes are out of order. With 
large accounts, one bill is rendered 
at the end of the month with all 
signed inspection and repair slips 
attached. 

Many changes have been made 
in the shops of modern typewriter 
and office machine dealers in re- 
cent years. Better lighting and 
tools are essential, also the new 
type of cleaning equipment is an 
indispensable part of a well- 
ordered shop. Many machines 
need only a thorough cleaning in 
order to work properly. Whereas, 
in the past it was necessary to 
completely dismantle a machine 
to get at the accumulation of dust 
and oil, today, with compressed 
air, chemical fluids and tanks, a 
machine can be thoroughly 
cleaned in a very short time and 
at a minimum cost. 

We have many large accounts 
who formerly bought only new 
machines. Today they still buy 
new machines when added equip- 
ment is needed, but they also re- 
build the older machines instead 
of trading them in. 

Personalized service is appreci- 
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ated by the customer. There are 
many ways in which the dealer 
can serve him. The confidence 
established results in the sale of 
typewriters, adding machines, 
stencil duplicators, stenographic 
machines, supplies and_ special 
equipment. After all, when one 
buys a used car or a used type- 
writer, the confidence the buyer 
has in the seller is the real factor 
in closing the sale. 


To know one’s business thor- 
oughly, it is necessary to keep 
informed on changing needs and 
conditions in the industry. 
Through various organizations 
such as the national and local 
typewriter and office machine 
dealers associations, the Soropti- 
mist Club (a _ service club for 
women patterned after the Rotary 
Club), the Business & Professional 
Women’s Club, the Business 
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Woman’s Round Table and a 
political club, I have had a real 
opportunity to get a perspective 
on other people’s business prob- 
lems, which has proved to be a 
wonderful aid in advancing our 
services. 

The dealers of this country have 
a real part in the defense pro- 
gram. Giving prompt, dependable 
service on all office machines will 
help materially. 


TYPEWRITER SALES IDEAS 


VERY typewriter dealer has to 

overcome different obstacles 
according to the town in which he 
is located. For instance, we have 
never been able to get a salesman 
who would stick to the job and 
solicit the trade; therefore we rely 
upon our window and store dis- 
play to attract attention. Then 
we have the opportunity to dem- 
onstrate our goods, and we find 
that quality, service and sincerity 
are important features in making 
and retaining customers. 

In order to put the customer at 
ease and to relax we have posture 
chairs placed on the floor. When 
a customer is seated and conse- 
quently does not tire from stand- 
ing, we find him more receptive 
to our sales efforts. 

Courtesy extended to a customer 
when entering the store is impor- 
tant. Showing not only the num- 
ber of machines the customer 
asks to see, but even more ma- 
chines, giving more time and ef- 
fort than is requested or expected 
is a means of ‘inducing him to 
return at a later date, should no 
purchase be made on the first 
visit. 

Before taking on a new item 
(and what dealer hasn’t had to 
add kindred items to his busi- 
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ness), we investigate and test the 
item thoroughly in our own office, 
before offering it to the public. If 
a machine or device doesn’t seem 
mechanically right and sturdy, or 
is too intricate for any ordinary 
operator to use, we look for some- 
thing else that will qualify in all 
three respects. Always on the 
lookout for better items, we sell 
ourselves first before handling any 
product. And in this way we can 
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FRANK FARRINGTON SAYS — 


There are executives who, without realizing it, allow the 


in turn sell the prospect. When 
low price is the outstanding fea- 
ture of an article it is not always 
the best item to handle for it may 
give trouble and in many cases 
lose the customer as a prospect for 
any other items stocked and 
which he may need. 

Most of our business has come 
to us upon recommendation of 
previous customers to their 
friends, and from repeat orders. 
This is intensely important. We 
feel that had the article sold them 
not been of good quality and if we 
had not given service for value 
received, they would never have 
recommended us to their friends. 

Too often dealers seem lax in 
giving service on merchandise 
sold, especially after the machine 
is paid in full. If poor service is 
rendered it leaves a “bad taste in 
the mouth of the customer,” who 
is often more eager to tell others 
about poor service than good 
service. Genuine service on mer- 
chandise pays dividends, and the 
quicker rendered the better. It is 
appreciated. Of course there are 
always those who demand more 
than others, but if the service that 
is rendered is good, even they can 
only say good things about the 
company. 


|r" 


to loom up 


so big in their minds that a mere idea is nowhere. They cannot imagine 
an idea evolved by someone of less importance being much of an idea. With- 


out the capita 


| senes 
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as its originator, it must be a dud. 


When an executive gets to thinking he can produce all the new ideas 
needed in his business, he is getting ready to bring the business to a stand- 
still. The business that is to grow constantly must constantly draw on 


new brains. 


Of the new ideas offered a business, many will turn out to be valueless. 
Most of them have already been considered and discarded. But occasionally 
there comes along an idea that is an epoch maker, and it usually comes 
from someone who brings to bear a young man’s or a new man’s point of 
view. A great mass of half-baked ideas must be sifted to get one good 
idea, but it pays to do the sifting. 
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TYPEWRITER DISTRIBUTION METHODS 


HE name of our firm, Scott 
Typewriter Company, certainly 
says two things—someone whose 
name is Scott desires attention 
from sales prospects, and type- 
writers are the things he has for 
sale. If it is typewriters that are 
to be sold, there is a natural 
division into two groups—stand- 
ard machines, new and rebuilt, 
and portables, new and rebuilt. 
Portables are sold more like a 
home appliance. It is something 
that every one should know how 
to use as it is a convenience for 
the entire family. It can be used 
for the family correspondence, 
sister’s social correspondence, and 
brother’s school work. Perhaps the 
most important factor is that dad 
can do some of his work from the 
office on the portable. Then too, 
if mother is a good executive and 
has her home in order, she will 
want to type all recipes on cards 
and have them properly filed. 
The standard typewriter is the 
office machine, and the sales force 
should be directed along lines of 
selling the means to better, faster 
and easier work. The salesman 
creates the desire for the new 
machine in the minds of the oper- 
ator and the purchasing agent. 
If the operator is too busy to give 
undivided attention, then the 
salesman will be far better off to 
wait with his demonstration until 
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he can have his attention. If new 
usages can be shown, a greater 
desire for ownership is created for 
the new typewriter—because all 
operators are interested in getting 
the work done quicker, better and 
neater. 


In most cases a rebuilt machine 
is a money maker, provided it is 
rebuilt to look and operate like 
new. Also, many of the more 
modern gadgets can be installed. 
If one is careful in selling to see 
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that the machine fits the job, 
then he is building a market and 
creating a demand for the prod- 
uct he is rebuilding regardless of 
the make of machine. We rebuild 
all makes and sell all the good 
usable stock that we trade in. In 
addition to this, we buy a good 
many machines in the rough for 
rebuilding. We believe that satis- 
fied customers are our greatest 
asset. 

In selling supplies needed for 
office machines and portables, we 
chose a- manufacturer whom we 
believe is in a position to serve 
us best. Such factors as close de- 
livery point, reputation of the 
producer and popularity of the 
line were considered. Then by let- 
ting the manufacturer know our 
desires and our customers’ needs, 
we have built a carbon and ribbon 
business that we believe is un- 
equaled in our state. We carry in 
stock from seventy to one hundred 
dozen ribbons at all times for all 
makes of typewriters and adding 
machines. In the carbon paper 
field we go directly to the user 
and find out his needs; we can 
then provide the carbon paper 
that does the work. Another thing 
we do is to have the product pack- 
aged with our own brand name. 
The customer then knows where 
more can be secured when his 
present supply is exhausted. 


SELL MACHINES ACCORDING TO NEEDS 


O BE a good merchant, whether 

he sells typewriters or tractors, 
threshing machines or vacuum 
cleaners, a dealer must have as a 
first consideration the customer’s 
need of his article. 

First, he must know of a defi- 
nite need. Maybe it will be neces- 
sary for him to create that need 
in the mind of the prospect. How- 
ever, that need must be firmly in 
the purchaser’s mind before a sat- 
isfactory deal can be made. 

The sale of standard typewrit- 
ers, new or rebuilt, and portable 
typewriters, as well as accessories 
and supplies, must be fitted to the 
purchasers’ needs by the salesman 
in order to have a good substan- 
tial business. If a salesman can 
create a reputation in his com- 
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munity of properly analyzing the 
purchaser’s need, he will have all 
of the business he can take care 
of during good times as well as 
bad, as he definitely has made a 
place for himself in the city or 
territory in which he operates. 


Let’s take for instance the sales- 
man selling a new standard size 
office machine. The need for a 
good new typewriter is where effi- 
ciency is more important than the 
cost of a new machine. It will be 
folly for a secretary who draws 
a salary of from $1500.00 to 
$1800.00 a year to attempt to earn 
her salary on any kind of a type- 
writer that was not right up to 
the minute with all the modern 
conveniences known to the type- 
writer industry. A slight deficiency 
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of a typewriter would reflect seri- 
ously in the course of a year when 
we take into consideration all the 
cost of the secretarial work in 
connection with the typewriter. 
This certainly would be no place 
for a rebuilt typewriter or a port- 
able typewriter. 

On the other hand, where a 
typewriter has occasional use by 
an individual, where typewriter 
efficiency would not be a para- 
mount issue, a good rebuilt type- 
writer should be suggested. be- 
cause in my mind a $50.00 type- 
writer would do practically as well 
as the most efficient typewriter 
ever built. If a salesman would 
make a careful analysis of this 
particular situation, it may be 
that a new portable typewriter 
would be the proper machine to 
suggest. However, to sell a small 
town depot agent an inexpensive 
Stripped portable typewriter, for 
instance, in place of a good re- 
built, would be a serious error on 
the part of a salesman. 


Market for Portable Typewriters 
Is Extensive 

There is a definite market for 

portable typewriters for the home, 

for students, for traveling sales- 

men, to general stor? merchants 


who do not have a lot of use for 
a typewriter, to bankers who find 
it necessary to take a typewriter 
with them on occasional trips and 
countless other prospects. Here 
again the question of analyzing 
the customer’s need is very im- 
portant. The typewriter merchant 
has it all over the department 
store, where typewriters are han- 
dled the same as any other com- 
modity, offering machines for sale 
because it is convenient for the 
buyer to make his purchase at 
such a store. If a department 
store does not have a trained type- 
writer salesman in charge of his 
department, it is not serving cus- 
tomers any better than the drug- 
gist who attempts to prescribe 
pills for his customers who wish 
to eliminate doctors’ fees. 

The question of typewriter ac- 
cessories and supplies should be 
given substantial thought before 
attempting to prescribe certain 
articles or certain kinds of type- 
writer supplies for the individual. 
There are many salesmen Selling 
typewriter ribbons and carbon 
paper who get by because they call 
on enough customers each day and 
find somebody who has not had 
the privilege of a call from a real 
typewriter man. There are, of 
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course, many typewriter users who 
believe all typewriter ribbons are 
the same and that all sheets of 
carbon paper are the same; but 
the good typewriter dealer who 
prescribes a silk ribbon when it 
better fits the needs, and a light 
weight hard finish sheet of carbon 
paper when it definitely fits the 
needs, is the man who is prosper- 
ous and influential in his vicinity. 

Among the many typewriter 
men in this country today, there 
are only a few who have adopted 
the analyzing theory of this busi- 
ness, thinking that it is a difficult 
task. The typewriter user, how- 
ever, and the typewriter man 
would be so much better off if the 
typewriter man would only give 
this a little thought and a little 
study. It is so easy for him to 
rise above the crowd by doing this 
and the accommodation is con- 
spicuously absent, because the 
other fellow is either too lazy or 
does not recognize the benefits of 
taking the consideration of the 
customer as a first requisite to a 
good sale. All manufacturers will 
supply all of this information to 
any of their salesmen or dealers, 
but it is up to the dealer or sales- 
man to learn it and apply it to 
his everyday work. 


Brevities on the Art of Selling 


The Third of a Series of Short Articles in Which 
“The Skipper” Takes His Dividers in Hand and 
Charts a Sales Course Based upon Long Prac- 





your time and yourself? 


tical Experience 


Whuld Y Buy ym Wie , 


O ANSWER this question honestly requires a self-conducted inquisition which no one 
but the man really interested in what he can do will care to try. It is a question to which 
honest answers mean admissions no man would make “on the level” to any one but himself, 
and more than that, he alone knows the right answers. 
Have you learned to codperate with your own organization? Have you learned to supervise 


Have you learned to listen as well as talk? 
Have you learned to “take it” as well as 


Have you learned to 


keep digging and cut out “surface scratching?” 
“give it?” Have you learned to keep in touch with trade conditions? Have you learned to 


cultivate your imagination so you can see possibilities? If you hope for success it is vital 
to check yourself regularly on such elementary factors. 

Bear in mind constantly that self analysis and self pity are vastly different. Self interest 
can be demoralizing, but, if a man is open-minded, he will learn to get rid of non-essentials, 
he will concentrate on captivating the essence of elementary factors, he will study a customer’s 
habits and viewpoints realizing that mutuality of interest between buyer and seller is what 
produces profitable relationships. He will further realize that products in themselves are 
dead things and only the impress of his personality gives them life and character. With 
such a concept of his objective, he may be sure of a standard of salesmanship which, when 
measured up to, will justify the verdict, “I would buy from me,” and best of all, that man 
will have found out what he needs to know to hold a bigger job. 
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Contain Canina tlees ished for 


GREAT N.S.A. CONCLAVE NEXT FALL 
Plans Already in Prsteas for Assembly Otteherbibe 9, 1941 


FFICIAL announcement of committee appoint- 
ments for the Thirty-Sixth Annual Convention 
of the National Stationers Association was made by 
General Manager Charles P. Garvin late last month. 
Immediate action on the parts of the appointees under 
the leadership of Raiph Maneval, A. W. Faber, Inc., 
whose appointment as chairman of the Chicago com- 
mittee was made in May, resulted in plans for special 
activities and entertainment that will soon be ready 
for general release. 
The committees and members thus far designated 
are as follows: 


National Convention Committee 


Charles P. Garvin, General Chairman. 

Owen G. Bayless, Lowman & Hanford Company, 
Seattle, Wash. 

William C. Clegg, The Clegg Company, San Antonio, 
Texas. 

Harold J. Hampton, Indianapolis Office Supply Com- 
pany, Indianapolis, Ind. 

Morris E. Hansell, II, F. F. Hansell & Bro., Ltd., New 
Orleans, La. 

E. A. Keeling, Art 
Jamestown, N. Y. 
E. B. Healy, Santa Fe Book & Stationery Company, 

Santa Fe, N. M. 


Metal Construction Company, 


Chicago Convention Committee 


Ralph V. Maneval, A. W. Faber, Inc., Chairman. 

H. T. Griswold, Sanford Ink Company. 

Oliver Stevens, Stevens, Maloney & Company. 

Oscar Modene, Marshall-Jackson Company. 

A. R. Skibbe, Associated Stationers Supply Company. 
Fred Tracht, The University of Chicago Bookstore. 
A. J. Markelz, The Book Shop, Inc., Joliet, Il. 

Harry Balch, Quality Park Envelope Company. 
George Cormack, Wilson-Jones Company. 


Chicago Publicity Committee 


A. J. Markelz, The Book Shop, Inc., Joliet, Chairman. 
John Smythe, Geyers-Topics. 

H. T. Griswold, Sanford Ink Company. 

C. H. Everly, Office Appliances. 


Chicago Manufacturers Committee 


John Beadle, A. B. Dick Company, Chairman. 
Fred Pitt, Wilson-Jones Company. 

Russell Carpenter, Sanford Ink Company. 
William F. Weber, Ace Fastener Corporation. 
George Aigner, G. J. Aigner Company. 

Peyton Barkley, C. L. Barkley & Company 
Jack Gram, The J. L. Hanson Company. 

Tom Emerson, Eversharp, Inc. 


Paul Barrett, Johnson Chair Company. 

D. R. Pinney, Acme Visible Records, Inc. 
George Herrmann, The Heyer Corporation. 
Bob Vojta, Frank Mashek & Company. 


Chicago Entertainment Committee 


Oliver Stevens, Stevens, Maloney & Company, Chair- 
man. 

Ed. Rohrs, Eaton Paper Corporation. 

B. J. Powell, A. W. Faber, Inc. 

Tom Gillice, Rockwell-Barnes Company. 

Charles Mueller, Joseph Dixon Crucible Company. 

William C. Lipner, Koh-I-Noor Pencil Company. 

James Bradley, Higgins Ink Company. 


National Convention Staff Officers 


Edward L. Little, Wabash Cabinet Company. 
Rose Cushman, National Stationers Association. 
Harry Tehan, Higgins Ink Company. 

Harry Balch, Quality Park Envelope Company. 


Exhibit Committee 


Harry Tehan, Higgins Ink Company, Chairman. 
Joseph Strauss, Automatic Pencil Sharpener Division, 
Spengler-Loomis Manufacturing Company. 


Chicago Committee for Ladies Entertainment 


Al Baugher, The Carter’s Ink Company, Chairman. 
L. O. Rose, National Blank Book Company. 

Ed. Manning, Stein Brothers Manufacturing Company. 
Ed. Conlon, Rockwell-Barnes Company. 

Jack Rushmore, Reyburn Manufacturing Company. 


Ladies Entertainment Committee 


Mrs. Karl Castle, Chairman. 
Mrs. A. R. Skibbe. 


Chicago Golf Committee 


George Cormack, Wilson-Jones Company, Chairman. 
Harry Balch, Quality Park Envelope Company. 
Garry E. Dell, The Southworth Company. 

Fred Jones, Horder’s, Inc. 

Clark Roland, Marshall-Jackson Company. 

R. B. Gingland, Esterbrook Pen Company. 


National Publicity Committee 


C. H. Everly, Office Appliances, Chairman. 
Charles P. Garvin. 
Rose Cushman. 
Banquet Seating 
Edward L. Little, Wabash Cabinet Company, Chair- 


man. 
Ray Eichenlaub, Service Steel Products Corporation. 


Tom Gillice, Rockwell-Barnes Company. 
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UNCOVERS PROFITLESS DEPARTMENTS 


RANKLIN & Edwards, office 

appliance retailers, made money 
and lost money in 1940. Sounds 
paradoxical, nevertheless, it is 
true. An analysis of their records 
shows that they made $2,400 net 
profit on the business as a whole 
but lost $344.40 on drawing mate- 
rials. The other departments were 
carrying this “weak sister.” 

When we disclosed our findings 
to John Franklin, he exclaimed, 
“We keep departmental records of 
sales, cost of sales and margins. 
We charge direct expense, such as 
rent, insurance, depreciation and 
repairs to the departments in- 
volved and the books show that 
every department is holding its 
own. Indirect expenses are not 
prorated but charged to an ac- 
count called, ‘General Business 
Administration. We watch our 
expenses closely. Last year they 
were $6,120 or nine per cent of 
$68,000 sales, which is a safe ratio, 
and since we made $2,400 after 
deducting these expenses plus 
salaries for Edwards and myself, 
it indicates that the business is 
being managed with efficiency. 
Please explain how you figure we 
lost $344.40 in the drawing mate- 
rials department.” As we explained 
it to Franklin, we explain it to 
you. 

Overhead expenses fall into two 
groups for prorating: direct and 
indirect: the former clearly ap- 
plicable to one or more depart- 
ments, the latter, such as office 
expense, owner’s Salary and deliv- 
ery expense, non-applicable to any 
department but chargeable to the 
business as a whole. These ex- 
penses must be prorated in some 
way to the various departments to 
arrive at true departmental profit. 
Because the indirect expenses are 
prorated indirectly, they are given 
that name. All expenses ulti- 
mately must be charged to in- 
come-producing departments be- 
cause they are the only sources 
that can recover these charges. 
Many office equipment dealers, 
like Franklin & Edwards, handle 
direct expenses properly but con- 
Sider indirect expenses as one to- 
tal instead of prorating them to 
income - producing departments. 


(Fourth of a Series of Articles on 
Retail Management for Stationers) 
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Hence, they never ascertain the 
relative strength of their depart- 
ments and manage them “in the 
blind,” a condition doubly danger- 
ous to success because these mer- 
chants assume that department- 
ization assures them profits. 

From a study of this subject, we 
find that the recording of direct 
expenses gives little trouble but 
the indirect expenses often con- 
fuse. Much of this confusion, as 
with depreciation, is engendered 
by the many involved discussions, 
verbal and printed, anent prorat- 
ing, allocating, distributing or ap- 
portioning overhead expense. Of- 
fice appliance dealers are advised 
to distribute overhead upon an 
experience percentage basis, upon 
departmental sales, upon space 
used for departmental activities, 
to break down each item of over- 
head and compute the department 
charges, to prorate selling ex- 
penses on a basis different from 
the distribution of other overhead 
expenses, etc. 

No wonder that many office ap- 
pliance retailers assume that the 
prorating of indirect overhead ex- 
pense is intricate and costly, and 
therefore let it slide, doing only a 
half-baked job, as Franklin & 
Edwards did. Accountants differ 


Departments 


Gift and art goods 

Office appliances 
Drawing materials 
Business furniture 
Greeting cards and books 
Commercial stationery 


Total direct expense 





on the methods of allocating over- 
head expense. There are different 
schools of thought on the subject, 
so that reliable and accurate over- 
head distribution is a matter of 
dispute and doubt. However, by 
means of many field tests and 
years of experience on the ac- 
counts of office appliance dealers, 
we have established that the fol- 
lowing method is simple, accurate 
and most applicable to this field. 
Franklin & Edwards’ accounts 
make an excellent case study be- 
cause they are indicative of so 
many other dealer accounts in 
this field, which prorate overhead 
expense incorrectly. Franklin & 
Edwards’ condensed profit and 
loss statement for 1940 was as 
shown below. We eliminate cents 
and use round figures for clarity. 
The direct expenses were prop- 
erly distributed to the six depart- 
ments. The indirect expenses were 
combined under one account 
called, “General Business Ad- 
ministration.” This routine is 
good accounting as far as it goes 
but after the indirect expenses 
had been totaled in one account, 
they should have been allocated 
to the various departments on the 
same percentage as the direct ex- 
pense. This procedure confuses 
many because it seems involved 
but it can be reduced to simple 
fundamentals. Here’s how. 
Franklin & Edwards’ direct ex- 
penses were departmentized on 
their books as shown just below. 


Direct Expense PerCent 


$ 1,531.60 11 
2,270.80 16 
1,680.00 12 
5,171.60 36 
1,274.00 9 
2,352.00 16 

$14,280.00 100 


Condensed Profit and Loss Statement 


Sales 
Cost of sales 


Margin of profit 

Direct overhead expense 
Indirect overhead expense 
Total overhead expense 


Net profit on sales 

















$68,000 100.0% 
45.200 66.5% 
$22,800 33.5% 
$14,280 
6.120 
$20,400 $20,400 30.0% 
_.$ 2,400 3.5% 
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The percentages represent each 
department’s proportion of direct 
expense to total. To arrive at the 
proper allocation of indirect ex- 
pense, we prorate this total with 
the same percentages to the same 
departments, basing the computa- 
tion on $6,120 instead of $14,280, 
using the nearest round figures, 
which is satisfactory for this pur- 


pose. 


Departments 

Gift and art goods 

Office appliances 
Drawing materials 
Business furniture 
Greeting cards and books 
Commercial stationery 


Total indirect expenses 


Now, for the final recap of 
Franklin & Edwards’ departmental 
accounts with the indirect ex- 
penses ($6,120) properly prorated 
instead of being deducted in one 
lump sum. 


most profitable, eight per cent. 
From the standpoint of dollars 
and cents, profits on greeting 
cards and books were low with 
$94.10 and business furniture high 
with $1,235.20. To manage a retail 
business intelligently, this detailed 
information is necessary and it 
can be acquired only through the 
allocation of overhead expense 
plus, of course, departmentization. 


Indirect Per Cent 
$ 673.20 11 
979.20 16 
. 134.40 12 
2,203.20 36 
550.80 9 
979.20 16 
$6,120.00 100 


With such detailed information, 
Franklin & Edwards can take steps 
to increase the net on low-profit 
departments, eliminate the loss on 
drawing materials and promote 
business furniture sales most 
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because indirect expenses are not 
allocated and you are never sure 
of departmental profits until the 
last expense dollar is properly pro- 
rated. 


Prorating the overhead does not 
involve the bookkeeping procedure 
unduly. Those who departmentize 
their direct expenses have only to 
make a journal entry transferring 
the total of indirect expenses to 
the various departments on a per- 
centage basis as shown here. 
Those who do not departmentize 
need only add departmental col- 
umns in the journals and depart- 
mental pages in the ledger. Little 
additional book work is involved 
for the many advantages of de- 
partmentization and complete al- 
location of overhead expense. 


To Assure Profit Managment 
Must Be Efficient 


It won’t be hard to sell goods 





Departments Sales Cost of Sales Gross Margin and service during the next few 
oy and = goods Ya $ Bo $ yo years but it will be hard to make 
ce appliances ' > ’ a 
Drawing materials 4,600 2,530 2,070 ni profit _ sales pone — ome 
Business furniture 24,600 15,990 8,610 is tops in managerim: ‘eliciency. 
Greeting cards and books 4,800 2,880 1,920 And you can’t be tops in man- 
Commercial stationery 8,400 4,400 4,000 agerial efficiency unless you keep 
: ee aE TI records that are tops in compre- 
Tome — — cements hensibility. You must know exact- 
Direct Expenses Indirect Expenses Net Profit Per Cent ly where you stand in each de- 
$ ae $ 6 $ es 4.4 partment so that you can take 
2,270. 79.20 d 2.3 i nt 
1,680.00 734.40 344.40°* 75** Se ne ee 
5,171.60 2,203.20 1,235.20 5.0 " 8 ' , 
1.274.00 550.80 94.10 2.0 Many office appliance dealers are 
2,352.00 979.20 669.90 8.0 weak on costing and today it is 
aac a —anenapeen omnia more important than ever before 
—” $6,120.00 $2,400.00 =< that they know just what it costs 


The foregoing analysis shows 
how important it is to prorate 
overhead expense properly, both 
direct and indirect. By making all 
departments carry their fair share 
of expense, an analysis of the ac- 
counts will reveal to Franklin & 
Edwards at any time the relative 
value of each department as a 
profit-builder and that is what 
they want to know but it is not 
revealed unless all expense items 
are properly distributed. The fore- 
going breakdown shows that the 
firm lost seven and a half per cent 
on sales in the drawing materials 
department, figuring the percent- 
age-on-sales return, that the sales 
of commercial stationery were 
energetically to get the long dollar 


profits, which may entail an in- 
crease in advertising appropria- 
tion or the employment of addi- 
tional outside salesmen. 

Books that serve only to record 
fiscal operations are just so many 
dead pages after the accounts are 
ruled off and a new year of re- 
cording begins. Bookkeeping has 
a much broader function. The suc- 
cessful office appliance dealer uses 
his books as guides and advisers 
to future operation, but they can- 
not supply this service unless all 
expenses are prorated properly so 
that true departmental profits are 
shown. The departmental record- 
ing of sales, cost of sales and di- 
rect expense is not enough to de- 
termine departmental efficiency 


to run every department of the 
business. To this end, the accu- 
rate and complete proration of 
overhead expense is of prime im- 
portance. Our experience indicates 
that direct departmental costing, 
the computation of adequate mar- 
gins and the setting of profitable 
selling prices, are done more ac- 
curately when overhead is properly 
prorated. Many assume that pro- 
rating is a complex operation but, 
as this monograph shows, it is easy 
to handle. We commend the pro- 
rating of overhead expenses as 
outlined to every office appliance 
retailer. Such action is in keeping 
with modern demands for greater 
efficiency in business and will pave 
the way to bigger sales and profits. 


ay IS not the critic who counts, nor the man who points out how the strong men stumbles, 


or where the doer of deeds could have done better. 


The credit belongs to the man 


who is actually in the arena; whose face is marred by dust and sweat; who strives valiantly; 
who errs and may fail again and again, because there is no effort without error or shortcom- 
ing, but who does actually strive to do the deeds; at the best, knows in the end triumph of 
high achievement and who at the worst, if he fails, at least fails while daring greatly, so 
that his place shall never be with those cold and timid souls who know neither victory 


nor defeat.”’ 


—Theodore Roosevelt. 
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ystematic rospecting for e me 8 
GIVES MEMPHIS STATIONER PROFITS 


REQUENTLY in the course of 

everyday business, the stationer 
is prone to overlook inconspicuous 
sources of sales which may mean 
the difference between profits and 
loss in his office furniture depart- 
ment, according to W. H. Duckett, 
head of the office furniture section 
of the A. R. Taylor Company, 
Memphis, Tenn. 

here are a dozen small ways to 
increase business which in time 
may amount to heavy promotions, 
Mr. Duckett believes; witnessing 
the fact with the excellent volume 
which his company has achieved 
during the past two years. At the 
Taylor store, Mr. Duckett has re- 
cently accomplished at least a 
thirty per cent increase in the 
total volume of office furniture 
sold, and almost 100 per cent in 
the number of complete office 
suites, containing every necessary 
furniture item for modern, effi- 
cient business. And the sole rea- 
son has been a simple program of 
“prospecting for leads” which op- 
erates almost entirely separate 
from ordinary sales methods. 

Like other first-rank stationers, 
the Taylor store has made most of 
its sales through the medium of 
an outside force of salesmen, cov- 
ering Memphis and the tri-state 
corner of Tennessee, Arkansas and 
Mississippi in which Memphis is 
located. Office furniture is dis- 


By BERT MERRILL 
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played on the third floor, devoted 
only to furniture and filing equip- 
ment, with one of the largest dis- 
plays in the South on view at all 
times. The store has carried this 
bracket of stationery merchandise 
for almost all of the sixty years 
it has been active in the Tennessee 
metropolis. In consequence, it en- 
joys a good reputation with the 
state’s businessmen for well-de- 
signed office furniture. There are 
six veteran salesmen in the city, 
and three in the tri-state country 
region, all experts on the various 
problems of office equipment which 
the Taylor store can answer. 


New Method of Prospect Finding 
Is Effective 

“Lead prospecting” is a new 
technique of sales detective work 
which Mr. Duckett brought to 
Taylor’s when he was appointed 
manager of the office furniture 
department several years ago. 
Since that time he has concen- 
trated the greater part of his sell- 
ing time on two fields—replace- 
ments to the office owner whose 
furniture is no longer aligned with 
his business, or obsolete from the 


Style standpoint, and complete 
Suites of new furniture and equip- 
ment to new offices opened in 
Memphis business buildings. 

“Both of these represent a mar- 
ket which any stationer will recog- 
nize as fertile,” Mr. Duckett point- 
ed out, “and we have always felt 
that the chief problem lies in 
getting to the prospect when he 
is most likely to buy. Scores of 
such opportunities occur weekly, 
but for the most part, the sta- 
tioner is unable to marshal his 
selling forces swiftly enough to 
take advantage of them. Although 
the two fields of replacement and 
new office merchandising are quite 
different, they are alike in that 
the stationer must be ready with 
his recommended furniture when 
the opportunity is ripe.” 

Under the “lead prospecting” 
theme, Mr. Duckett has been able 
to reach almost every possible 
prospect during the time when 
new furniture seems most logi- 
cal. In the field of new office 
furniture promotion, it consists of 
being apprised in advance of the 
establishment of a new office any- 
where in the city, and the ability 
to plan furniture for each so effec- 
tively that the office manager can- 
not fail to be impressed. 

As new branch offices of out-of- 
town concerns are opened in 
Memphis, or new business firms 
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move into their offices, news of it 
comes to Mr. Duckett through sev- 
eral sources—the tips of building 
managers who learn first of new 
leases, newspaper announcements, 
business reports, and _ building 
records. As soon as any of these 
sources are checked, and the Tay- 
lor office furniture department is 
certain of its opening, a personal 
letter or telegram goes out to the 
home office of the new concern, 
asking for the name of the Mem- 
phis manager, and stating its pur- 
pose frankly. Not all such mail 
is answered, and some of the an- 
swers inform Mr. Duckett that 
arrangements have already been 
made; but a surprising number of 
“hot” prospects are provided in 
this way. 

Visiting the office at once (it is 
essential that the tip be followed 
up within a few hours), Mr. 
Duckett surveys the office, makes 
his appraisal of the type of fur- 
niture required, and then contacts 
the manager for an appointment. 
When he reaches the latter, as a 
Strong Selling point, he carries 
complete facts and figures, with 
pictures of offices of the same type 
outfitted by Taylor. Thus, many 
new office managers in Memphis 
are surprised by finding Mr. Duck- 
ett or his salesmen with complete- 
ly worked out furniture plans 
before the ink on the lease has 
had much time to dry. Several 
complete suites running over $1000 
have been sold in this way during 
1940—all the result of following 
up the tip, surveying the office, 
uncovering the manager’s name 
and making a good presentation 
of furniture, all within a few days. 





Included among these are the 
Memphis New York Life office, sold 
complete filing equipment and two 
private offices, and Radio Station 
WREC in Memphis, completely 
outfitted with steel furniture for 
six private offices, one major busi- 
ness office, and all studios. Several 
special desks, including one fifteen 
feet long for control use, and fif- 
teen stock steel desks were sold 
through this one transaction, be- 
cause Mr. Duckett followed up a 
minor lead at once. 

In the replacement field, Mr. 
Duckett has carried the Taylor 
office furniture department to even 
greater heights through another 
type of prospecting—this time a 
close watch over the moves and 
changes in office location of per- 
manent businesses in the city. 
Here, where the sale of a new desk 
and chair was considered excellent 
by standard selling methods, a 
wide-open source of complete fur- 
niture promotion has been utilized 
by knowing to the minute when 
the office plans to move to other 
quarters—when their furniture, 
no matter how Satisfactory, will 
appear obsolete and decrepit when 
compared to the modern decora- 
tions of the new office. 


Lease Expirations Reveal 
Furniture Prospects 


“The most important point to 
watch for in replacement selling 
is expiration of business leases,” 
Mr. Duckett pointed out, “for when 
the business office is moved to 
another location, it is sure to be 
remodeled. Then, when the com- 
pany moves into its freshly dec- 
orated, spotlessly new quarters, 
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the old furniture is certain to 
appear out of style, and the owner 
is most likely to consider replacing 
the entire group with new pieces. 
We make it a point to appear on 
the scene immediately before and 
after the moving of the office, 
armed with catalogues and prices 
on new furniture which the man- 
ager will find hard to resist. In 
many cases, he will at least con- 
sider the idea of new furniture in 
key with the office, and when it is 
pointed out that this is an impor- 
tant part of the impression made 
among his business customers, we 
find the sledding greatly smoothed 
out.” 

Sales of complete furnishings 
have been closed in a few minutes 
since Mr. Duckett began this pro- 
gram. Leads for it are found 
again through business friends, 
building managers, and newspaper 
or trade journal accounts. A 
strong point here is offering to 
deliver the new furniture to the 
new office, and pick up the old 
from the former office—thus sav- 
ing the office manager the not 
inconsiderable cost of moving. 

“The average life of a worthy 
suite of office furniture is fifteen 
years, we believe,” Mr. Duckett 
added, “but the average business 
office in Memphis moves every five 
years—which means three oppor- 
tunities in that time to sell a com- 
plete new suite. This is the only 
field in which collective selling of 
$800 or more at a Single sale is 
possible in the replacement field— 
but our concentrated methods 
have enabled us to find three 
times as many opportunities as we 
formerly could expect.” 


4g am : “ 


A Typical Installation of Office Furniture Made by the A. R. Taylor Company, 
Memphis, Tenn., Following the “Prospecting for Leads’’ Type of Sales Program. 
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| FT ces acturers Q, articipating in 
NATIONAL OFFICE FURNITURE WEEK 


Y THE time the week of Octo- 

ber 20 to 25 arrives, the office 
furniture trade will be prepared 
for a nation-wide drive on office 
furniture sales such as the indus- 
try has never experienced before. 
A week when dealers in office fur- 
niture from coast to coast will say 
to American business men, “Mod- 
ernize your office for efficiency, 
convenience, and appearance!” A 
week when the industry’s correlat- 
ed sales drive will be keyed to serv- 
ice to the user; when salesmen will 
stress the value of planned office 
modernization and show how it 
can be achieved. A week that will 
boost sales volumes to mighty 
pleasing figures! 

Such is the goal of the industry's 
National Office Furniture Week 
enthusiasts. Twenty-five manu- 
facturers to date and many dealers 
who successfully tied in with the 
“Week” last year. They are urging 
all others in the field to join and 
make it a week of 100 per cent 
participation of the entire indus- 
try this year. 


Preparing Early 


Plans for the second National 
Office Furniture Week have been 
started early this year, to allow 
ample time for preparing complete 
sales campaigns. Both by the man- 
ufacturers and the dealers. 

More advertising material will 
be provided by the participating 
manufacturers this year than last. 
Most of the manufacturers will 
supply their active dealers, free of 
charge, with the following sets of 





ROSTER OF THE 
MANUFACTURERS 


AS early as June 24, when this 
journal went to press, the manufac- 
turers named below had indicated 
intentions of participating in the 
second National Office Furniture 
Week, for which they will supply 
their dealers with advertising ma- 
terial. Other manufacturers will be 
added as they are heard from. 


All-Steel Equip Company 

Art Metal Construction Co. 

Art Steel Company 

Automatic File & Index Co. 
Central Desk Manufacturing Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Diebold Safe and Lock Company 
The Fritz-Cross Company 

The General Fireproofing Co. 
The Globe-Wernicke Co. 

W. H. Gunlocke Chair Company 
Hoosier Desk Company 

Imperial Desk Company 
Jasper Chair Company 

Jasper Office Furniture Co. 

The Leopold Company 

The Macey Company 

The B. L. Marble Chair Company 
Milwaukee Chair Company 
Murphy Chair Company 

Myrtle Desk Company 
Remington Rand Inc. 

The Shaw-Walker Company 





Office Furniture Week promotion 
material: 

One poster, 22 x 3214 inches; one 
streamer, 12 x 44 inches; two pen- 
nants 134%, x 20% inches; 1006 
gummed stickers, and a manual 
of campaign suggestions. The dis- 
plays will be printed in brown and 
green, and the poster will be 
mounted on stiff board with easel. 


The manufacturers will bear the 
expense of printing these supplies 
as their part in the advertising 
program. In turn, the dealers will 
stand the cost of their own addi- 
tional local advertising. 

Incidentally, OrricE APPLIANCES 
is underwriting the printing order 
and is assuming the expense of 
handling the whole national pro- 
motion and publicity program. 
Thus the cost is well spread over 
the industry, making possible 
achieving the maximum benefits 
at the minimum cost to each con- 
cern. 

Samples Ready in August 


The designs for all the “official” 
advertising displays are completed 
and in the hands of the printers. 
Samples of the actual items will 
be mailed to the manufacturers, 
and available to any others, ap- 
proximately the first of August. 
Deliveries will be made later. 

Illustrations of the displays were 
published in the May issue of this 
journal. The streamer, for display 
in windows and store interiors, is 
shown below. 

Electros of the various displays, 
as well as of the National Office 
Furniture Week emblem, will also 
be available to dealers and man- 
ufacturers for use on their own 
printed matter, at small cost. 

In planning ahead for their au- 
tumn advertising, dealers are 
urged to include reference to Of- 
fice Furniture Week. OFrFrice Ap- 
PLIANCES will welcome _ inquiries 
about any phase of tying in with 
the “Week.” 


OCTOBER 20-25 "5 





FURNITURE WEEK 





Reduction of the National Office Furniture Week window streamer, which will be printed in brown and green to 
match the poster and pennants to be supplied the dealers. The streamer will measure 44 x 12 inches. 
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GLOBE-WERNICKE ON DISPLAY.—The 
Minot Stationery Company, Minot, N. D., 
recently made this installation of Globe- 
Wernicke Co., products in the Minot 
Federal Savings & Loan Association, the 
job consisting of counter, railing and 
check desk equipment. All wood is gen- 
uine American walnut selected for 
matched graining in the panels and the 
counter front paneling is flush type with 
vertical grain. Horizontal base, top and 
riser graining provides a pleasant con- 
trast. Counter top is black linoleum with 
white metal binding and the counter 
screen is satin finish aluminum. The 
base is black rubber. An unusual condi- 
tion on the counter is the scribing of the 
counter around the building columns 
which permits utilization of a maximum 
amount of floor space. Railings and 
check desks are designed to harmonize 
with the counter in the general design 
and selection of materials. 


ANOTHER G-W COUNTER.—This coun- 
ter is a product of The Globe-Wernicke 
Co., and is designed in a modern style 
with flush panel front developed from 
beautifully matched graining figures 
with contrasting effect of reeded mould- 
ings. The wood is genuine American 
walnut in a lasting shellac and wax fin- 
ish over the natural color of the wood. 
Counter top is dark green linoleum and 
the screen is satin finished aluminum 
with a base of black rubber. The Brooks 
Company, Cleveland, installed the coun- 
ter for the Liberty Savings & Loan Bank. 
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SECURITY STEEL INSTALLATION.— 
The new sales office of the Libby-Owens 
Ford Glass Company, Toledo, was re- 
cently equipped throughout with Admin- 
istor desks of the Security Steel Equip- 
ment Corporation. The smart lines of 
the desks harmonize in every way with 
the distinctive decorative scheme of the 
building. Installation by Lewis Business 
Furniture Company, Toledo. 











YANDE EQUIPMENT GOES TO COL- 
LEGE.—A large quantity of furniture 
and equipment of the Yawman and Erbe 
Manufacturing Company was recently in- 
stalled in Hunter College, New York 
City. (Top) The registrar's affice show- 
ing the working side of ““U’ shaped 
counter in an olive green finish and with 
an upper screen. Eighty per cent of the 
organization’s records and forms are 
housed under the counter top. (Lower) 
The private office of Dr. Florence Brum- 
baugh, principal of the model school di- 
vision. The furniture included the 
Y and E No. 4900 suite in No. 640 gray, 
1500 line chairs in 640 gray with blue 
leather. Walls and room trim are blue, 
drapes blue-green and red and book- 
cases blonde maple. Equipment included 
in that installation but not pictured is as 
follows: The president's general office— 
special counter—accordian type folding 
doors—olive green finish. Bursar’s of- 
fice—special counter with upper screen 
with machine sinkages for N. C. R. ma- 
chines—olive green finish with bronze 
cove molding wicket. Registrar's office 
—public side of “"U’ shape counter with 
upper screen—olive green finish bronze 
cove molding—special table for use of 
students filling out records and forms. 
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LEFT.—This installation of a Sikes 
Company Executive modern suite in 
blond walnut was made by the J. L. Hud- 
son Company, Detroit, for Earl Cosgrave 
of the same city. The chair behind the 
desk is the new Sikes executive model 
No. X113-3. The furniture matches per- 
fectly with the modern trend of the of- 
fice walls and other furnishings. 
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AT RIGHT.—This battery of General Fireproofing Company 
five-drawer, rigid-front files was recently installed in the 
offices of the Jefferson Electric Company, Chicago. The 
dealer first used the GF Survey Plan to prove to the pros- 
pective purchaser that thirty-five and not the original forty- 
two files requested would prove the desired filing space with 
reduced initial and operating costs. The order was secured 
and later followed by another for twenty-two cabinets. 








AT LEFT.—An installation of Gen- 
eral Fireproofing aluminum chairs 
and tables in the Roosevelt hotel 
coffee shop in Jacksonville, Fla. 
The tables are No. 4207 with red 
Formica tops and the chairs are No. 
4303 with molded foam rubber in 
the seats and are furnished com- 
plete with finger grips and sus- 
pended hat racks. The upholstery 
is red Cavalon and the finish ano- 
dized satin aluminum. 








\% 


\A 
‘\a 


VAa carts 


BELOW.—A close-up view of the Shaw- 
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AT RIGHT.—The central filing department of the R. R. Donnelley & Sons Com- 

pany, Chicago, was recently equipped with the Shaw-Walker Company’s Wobble 

Block, Free-Coasting files which replaced four-drawer files and provided twenty-five 

per cent greater capacity in the same floor area. Despite greatly increased activity 

this firm, with the new equipment installed, was able to handle the extra work with 

the same personnel due in a major part to the use of Shaw-Walker Expandex index- 
ing. Installation made by Moyne D. Myers of the S-W Chicago branch. 








OFFICE APPLIANCES 


EDITORIAL 


O. A. Cover Loses a Line 


@© WITH regret we take from the front cover 
the words, “Founded by George H. Patterson— 
Edited by Evan Johnson,” words which have ap- 
peared on every issue since May, 1908, following 
the passing of Mr. Patterson. We do so at the 
suggestion of our old chief, who carried them on 
the cover for so long a time out of compliment 
to Mr. Patterson and the sound foundation he 
laid for the journal. With a slight change in de- 
scriptive phrase, due to Mr. Johnson’s new rela- 
tionship to the publication, the expression has 
been transferred to appropriate place on page 


three. 
= en 
CREATION of loyalty in the employee is usually a 


reflection of the loyalty shown by the executives. 
—E. L. Chase. 
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Wage and Hour Law Clarified 


#¢ OF outstanding importance to every dealer 
in stationery and office equipment is the article 
starting on page 14 of this issue. It provides 
the long needed official clarification of the 
office supply dealer’s status under the Fair 
Labor Standards Act, generally called the Wage 
and Hour Law. The statement, in fact, accord- 
ing to the Labor Department, will enable most 
dealers to determine their individual status 
under the law. 

This comprehensive discussion was prepared 
by staff members and approved by the lawyers 
of the wage and hour division of the United 
States Department of Labor especially for re- 
lease through OFFIcE APPLIANCEs to the trade. 
It is significant also as the first full discussion 
coming from the division after consummation 
of its extensive survey of the stationery and 
office appliance business, to help solve the 
problems confronting the dealers in trying to 
decide exemptions and obligations. 

The discussion in this issue answers many 
of the perplexing questions that have stumped 
our trade members since the statute became 
effective in October of 1938. This article is 
based on a newly revised Interpretative Bulle- 
tin No. 6 issued by the wage and hour division 
since completion of the above mentioned sta- 
tionery trade study. The bulletin includes a 
special section outlining the application of the 
law to the stationery and office supply field. 

The purpose of the bulletin is to specify for 
retailers in all fields the characteristics of ‘“‘serv- 
ice and retail establishments.” As most every- 
one knows, the Act exempts from the wage and 
hour provision any employee engaged in any 
retail or service establishment the greater part 


of whose selling or service is in intrastate 
commerce. 

Office equipment dealers, however, have been 
puzzled as to the interpretations of what, under 
the Fair Labor Standards Act, are considered 
retail establishments; and, also, what are con- 
strued as retail sales. The statement on page 
14 and following related pages specifically clari- 
fies these points in the light of the new inter- 
pretation. 

Proprietors and managers will find these 
pages both illuminating and exceedingly valu- 
able for future reference. It will likewise be 
advisable to obtain a copy of the new inter- 
pretative bulletin. Dealers may recall that com- 
pliance with the provisions of the Act is man- 
datory, rather than voluntary, and, as indicated 
in the closing paragraphs of the article, severe 
penalties are provided for willful violation. 
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’TIS virtue, and not birth, that makes us noble. 
—John Fletcher. 


Commerce Department Increases Aid 


@ THE helpfulness to business of the United 
States Department of Commerce is to be ex- 
tended materially by the recent establishment 
of a new Field Service, through the consolida- 
tion of the field staffs of the Bureau of Foreign 
and Domestic Commerce and the Bureau of the 
Census. In announcing the consolidation, Jesse 
H. Jones, secretary of commerce, indicated it 
will mean fuller use of these offices in the thirty- 
one communities where they have been operat- 
ing for some time. 

Business and government will thus be enabled 
to exchange ideas and facts more readily and 
with more intimate understanding of what is 
involved. With relation to the present state of 
national emergency and the National Defense 
Program, the reshaping of the department’s 
organization is designed to meet anticipated 
needs of national defense agencies and business 
for information essential to important decisions. 

The field offices will likewise help United 
States firms exporting to Latin America in 
ascertaining desirable contacts. The department 
representatives will be aided in this service by 
the Coordinator of Commercial and Cultural 
Relations Between the American Republics. 

Increased benefits from the work of the Census 
Bureau are expected from speedier collection of 
business statistics and provision of additional 
means for more useful and timely interpretation 
of the results. This will be an important advan- 
tage because the change in the currents of busi- 
ness have been greatly accelerated by the De- 
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fense Program, and business needs its informa- 
tion in the shortest possible time after the 
changes become evident. 

Twelve regional business consultants, now in 
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channel through which dependable information 
on the innumerable subjects important to busi- 
ness may be expeditiously obtained. 


training at Washington will be assigned later THERE is, however, a limit at which forbearance 
in the summer to the regional offices located in ceases to be a virtue. 
each of the twelve Federal Reserve Districts. — Edmund Bans 


Informed upon the research activities of the 
department and other government agencies 
which collect, analyze, and publish information 
of concern to business men, these consultants 
will be available as sources of information bear- 
ing on current business conditions in their areas. 
They will encourage use of business informa- 
tion now available and will aid in developing 
new statistical reports needed locally. The con- 
sultants will work closely with trade associa- 
tion officers, university research men, chamber 
of commerce secretaries, business paper editors, 
and other business executives. 

The Field Service offices have been classified 
into two groups—twelve regional offices and 
nineteen district offices reporting to them. The 
regional offices are situated in Boston, New 
York, Philadelphia, Cleveland, Richmond, Atlan- 
ta, Chicago, St. Louis, Minneapolis, Kansas City, 
Dallas, and San Francisco. While the district 
offices are located in Birmingham, Buffalo, 
Charleston, Cincinnati, Denver, Detroit, Hono- 
lulu, Houston, Indianapolis, Jacksonville, Los 
Angeles, Memphis, New Orleans, Pittsburgh, 
Portland, San Juan, Savannah, Seattle, and 
Wilmington. 

Business men will welcome the consolidated 
service, particularly if it provides a short-cut 


Our Industry Does Its Share 


@¢ THE distributors of one of the major di- 
visions of the office equipment industry will 
meet in their annual convention this month. 
Members of the National Typewriter & Office 
Machine Dealers Association, who will meet in 
Chicago, and all others engaged in the office 
equipment industry may take justifiable pride in 
the tremendous contribution they and their 
industry are making in facilitating the conduct 
of the country’s greatly expanded commercial 
business and the national defense activity. 

In recent weeks the nation’s press and radio 
have taken cognizance of this industry’s superb 
performance, without which the show could not 
go on. In the words of the New York Wall Street 
Journal, “Separate and distinct from the ma- 
chinery of production in normal as well as in 
times of emergency, it is the job of the machin- 
ery of management to do the planning and 
detail so that the efficiency of the productive 
machine may be at its greatest.” 

Aside from producing an expanded volume of 
their regular lines, our manufacturers are as- 
suming an increasingly important role in pro- 
duction of a wide variety of strictly defense 
needs. 


HERE AND THERE 
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TWO BARNES' EXECUTIVES HAVE 
DIFFERENT HOBBIES 
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James W. Barnes and Eustace 
and secretary 
easurer respectively of Barnes & 
Company, St. John, N. B., Canada, 
are veterans in two wholly different 
i . President Barnes is one of 
the oldest active sail yachtsmen in 
e world and is still skippering his 
own yacht. Eustace Barnes is a dean 
f golfing and a founder and active 
member of the Maritime Provinces 
Golf Association —WJM 
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“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES’’—-CARLYLE 





CONTEST WINNER SELECTED 
Slogan is ‘Be Office Wise—Modernize’ 


R. O. Beamus, of Bill Doyle Office Supplies, Oklahoma City, 
Wins "lvan Allen $100 Cup" in Industry Slogan Contest. Five 
Runners Up and Ten Honorable Mentions Are Also Announced 


HE slogan “BE OFFICE WISE 

—MODERNIZE” submitted by 
R. O. Beamus, of Bill Doyle, Office 
Supplies, Oklahoma City, Okla., 
was selected as winner among the 
344 entries in the recently con- 
ducted sales promotion slogan 
contest of the office equipment in- 
dustry. Mr. Beamus will be award- 
ed the “Ivan Allen $100 Cup,” 
named for its donor, Ivan Allen, 
who is a past president of the Na- 
tional Stationers Association and 
chairman of Ivan Allen-Marshall 
Company, Atlanta, Ga. The 
trophy will become the permanent 
possession of Mr. Beamus. 

Five runners-up were also picked 
for which the contestants will re- 
ceive one-year subscriptions to 
OFFICE APPLIANCES. These slogans 
and the persons submitting them 
are as follows: 

“BETTER STATIONERY FOR 
BETTER BUSINESS,” by Robert 
D. Alexander, New Philadelphia, 
Pa. ° 


“SUITABLE STATIONERY 
SAVES,” by Leonard Conner, ad- 
vertising manager, American 
Numbering Machine Company, 
Brooklyn, N. Y. 


“REFLECT PROSPERITY 
MODERNIZE YOUR OFFICE,” by 
Robert G. Irving, F. S. Webster 
Company, Cambridge, Mass. 


“IT’S OUR BUSINESS TO HELP 
YOUR BUSINESS,” by S. T. Brown, 
Steele-Lounsberry Company, Du- 
luth, Minn. 


“MODERNIZE YOUR OFFICE 
FOR EFFICIENCY,” by Robt. J. 
Flannery, Plimpton’s, Hartford, 
Conn. 


Chosen on Merits Only 


The decisions were made by a 
committee of three judges, com- 
prising Charles P. Garvin, general 
manager, National Stationers As- 
sociation, Atwell Jackson, sales 








IVAN ALLEN TROPHY 


promotion authority of Chicago, 
and Charles A. H. Thom, vice- 
president of Gregory, Mayer & 
Thom Company, stationers of De- 
troit, Mich. 

In making their selections, the 
judges kept in mind the require- 


ment announced at the beginning 
of the contest, that a _ slogan 
Should consist of an impelling ex- 
pression in phrase or sentence 
form which will stimulate the buy- 
ing urge of the office equipment 
user. The slogan should be suffi- 
ciently short to serve a number 
of purposes to which it might 
be put when used by the trade. 

Each slogan was picked on its 
own merits, without the judges 
knowing the names of any of the 
contestants or the names of the 
companies with which they were 
affiliated. To insure absolute fair- 
ness to all contestants, it was not 
until all selections were made and 
the final outcome decided that the 
judges learned from OFFICE APPLI- 
ANCES the names of the individuals 
submitting them. 


Given Honorable Mention 


There was such a great number 
of impressive selling phrases to 
pick from that the judges found 
dificulty in making their selec- 
tions. In consequence, there were 
ten slogans in addition to the six 
prize winners which were consid- 
ered highly meritorious. These and 
the individuals entering them are 
presented below for Honorable 
Mention: 

“The Character of Your Office 
Reflects the Character of Your 
Business,” W. R. Myers, Western 
Office Furniture Company, Long 
Beach, Calif. 

“Thru Modern Business Equip- 
ment Flows the Work of the 
World,” also by W. R. Myers, West- 
ern Office Furniture Co., Long 
Beach, Calif. 

“There Is No Substitute for Mod- 
ern Office Tools,” L. I. Kriloff, Re- 
liable Stationery, Company, Inc., 
Chicago, III. 

“Business Is Built on a Station- 
ery Foundation,” Leonard Conner, 
advertising manager, American 
Numbering Machine Company, 
Brooklyn, N. Y. 

“He Profits Most Who Buys Of- 
fice Equipment of Known Quality,” 
Claude F. Myers, Myers Office Fur- 
niture Co., Kansas City, Mo. 

“Better Office Equipment Makes 
Business Better,” D. C. Hegarty, 
advertising manager, National 
Blank Book Company, Holyoke, 
Mass. 

“A Better Office Brings Better 
Business,” John P. Wolff, Coleman 
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NEW FEATURES IN THIS STATIONERY STORE 


The latest in store design and equipment was incorporated 
in the new store to which Arthur S. Case moved his book 
and stationery business in Independence, Kans., after 25 years 
in his former location. (Top Left) The front is of blue structural 
Vitrolite and architectural glass, recessed at the base. The 
door and sidelights are entirely of Herculite glass, without 
the usual framework, letting in an extra amount of daylight. 
The show windows have louvre type fluorescent lighting, 
which deflects the light to a uniformity not heretofore possible. 

(Top Right) Note the “pullman” type arched ceiling, which 
with the sidewalls is of Nu-wood insulating tile. Illumination 
is by fluorescent lighting. The display cases, recessed at the 
bases, are of maple paneling trimmed in gumwood. On the 
left are three fountain pen cases, one of cameras, and one 
of stationery. The wall shelves contain stationery and other 
items. On the right are open shelves easily accessible to 
patrons, displaying books, office supplies, sporting goods, 
greeting cards, and magazines. (Bottom) Looking down from 
the balcony may be seen the two long rows of open counters. 





Typewriter and Office Supply Co., 


Wichita, Kans. 

“The Business That Makes Busi- 
ness Possible,” H. V. Kirby, Ken- 
drick Bellamy Stationery Co., Den- 
ver, Colo. 


“Modern Office Equipment Is the 
Key to Success,” F. R. McCauley, 


Clarke & Courts, Houston, Tex. 
“The Business Man’s Depart- 
ment Store,” M.S. Kelly, American 


Pad and Paper Co., Holyoke, Mass., 


and also Walter Hanson, Jr., Jef- 
ferson Stationery Co., Inc., Spring- 
field, Il. 

As indicated in the June issue, 


sections of the United States and 
as far as half-way around the 
world—South Australia, England, 
and Canada—they also represented 
all divisions of the industry and 
included executives and employees 
of both dealer and manufacturing 
firms. 


Contest a Big Success 


That the contest accomplished 
its purpose of stimulating interest 
in new sales promotion slogans 
for general use in the trade is 
evinced by the 344 slogans entered 
during the four months’ contest. 


and April. But interest at the close 
of that period was such as to war- 
rant its extension another month 
to May 15. 

It was announced at the outset 
that anyone in the entire industry 
would be free to use the slogans 
submitted without restrictions. Of 
course, widespread use of the win- 
ning slogan by dealers and manu- 
facturers would prove beneficial to 
all. Many of the other slogans can 
also be employed to advantage in 
all phases of sales activities. 

The industry is indebted to Mr. 
Allen not only for his generosity 


seventy-three persons participated 





It was first announced to cover the 
in the contest. Hailing from all three months of February, March 


in giving the trophy but also for 
his inspiration in proposing that 
the competition be held. 

The beautiful trophy stands 29 
inches high and will be engraved 
te as announced in the March issue. 
ial Feature the slogan: “Be Office 
Wise—Modernize!”’ 


OUTSTANDING OFFICE MACHINE STORE LAYOUT 


Record breaking sales in the month of May were achieved 
by this new modern store of the Stockton Typewriter Co., 
operated by L. B. Monaghan, Stockton, Calif. The exceptional 
arrangement of special shelving provides for ideal mass dis- 
play in organized sections. . . . Portable typewriters receive 
prominence in the left foreground. Standard typewriters 
are also attractively displayed on the left. ... On the right 
side of the store Mr. Monaghan offers customers a wide selec- 
tion of adding machines... . In the center attention focuses 
on the new L. C. Smith typewriters. ... There are two equally 
impressive display windows in front, contributing to the pro- 
motion of sales. Mr. Monaghan also has successful stores in 

Fresno and Salt Lake City. 
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NEW MACHINES AND DEVICES | 





ILLUMINATED DRAWING BOARD BY A. B. DICK 

The A. B. Dick Company, 720 West Jackson boule- 
vard, Chicago, has announced a new Mimeograph 
illuminated drawing board which is listed as the Model 
No. 10, the principal feature of which is its unusual 
maneuverability which permits it to be instantly 
adjusted to any angle required. 

The No. 10 is a floor model which stands firmly on 
a three point base and it has a glass top set in a one- 
piece surface of molded plastic. This provides precise 
control of a T-square when used either the long or the 
short way. The drawing board is also equipped with 
“line stops” which provide accurate and uniform lines 
for ruled form work. The light provides an even 
distribution of illumination and operates from a con- 





THE MODEL NO. 10 MIMEOGRAPH DRAWING BOARD 


venient switch. At the bottom of the table is a re- 
ceptacle to hold Mimeograph styli and drawing 


instruments. 

Other features of the new unit include (1) Ball- 
and-socket joint on Tiltoscope base for adjustment 
to any drawing angle, (2) the light is air-cooled and 
covers the entire translucent-glass drawing surface, 
(3) metal T-square with adjustable tension clamp for 
horizontal or vertical use, (4) spring stencil clamps 
with slots in working surface to catch corners of dif- 
ferent size Mimeograph stencil sheets. 


°*—-« 


NEW DESK LINE BY AUTOMATIC FILE & INDEX 

The Automatic File & Index Company, 629 West 
Washington boulevard, Chicago, has announced a new 
and complete line of Moderne desks and tables featur 
ing an attractive design, a well-engineered construction 
and absence of all square corners and edges. 

Special features of the line are desks with island 
type base, or six or eight legged island type design 
with recessed back for convenience in consultation, 


and provision made for concealed wiring of telephone 
and desk lights. All vertical letter file drawers incor- 
porate exclusive expansion and compression features 
and are equipped with smooth-operating, ball-bearing 





THE MODERNE DESK 


progressive suspension Slides. Box drawers operate 
quietly on rolled channel suspension slides and offer 
the same exclusive feature of crosswise or lengthwise 
lift-out trays as is available in the entire Automatic 
line if desired. 

All file and box drawers have full depth filing ca- 
pacity as furnished in the Automatic standard grade 
28-inch file line. Standard finishes are Automatic 
metallic gray with chrome hardware, or grained ma- 
hogany, walnut or oak with brushed bronze hardware. 
Desks and tables are furnished with adjustable glides 
for uneven floors 

°*—- © 


BARRETT’S NEW 10-KEY ELECTRIC 
FIGURING-LISTING MACHINE 
The Barrett adding machine division of the Lanston 
Monotype Machine Company, Twenty-fourth at Locust 
street, Philadelphia, has announced a new ten-key 
electric Barrett figuring-listing machine. Finished in 
Graytone styling the unit is to be known as the 


Model B29E. 
Among the features claimed for the machine are the 
keys 


following: (1) All control are electrified and 





THE BARRETT B29E MODEL 


automatic. (2) Automatic totals are secured by touch- 
ing the electric starting bar with no total key to set. 
(3) Sub-totals are electric and automatic. (4) A new 
feature is the automatic electric shift and multiply 
key which allows unusually rapid multiplication. (5) 





JULY, 1941 


The unit weighs only fifteen pounds and takes up 
space of only seven by thirteen inches. 

The legible adding dials and visible printing are 
both in the same line of vision. Adding capacity is 
nine columns ($9,999,999.99) and for multiplication the 
capacity is almost doubled through use of the back 


spacer. 
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SHEPPARD’S CELLULOID INDEX STRIPS 


The C. E. Sheppard Company, 4407 Twenty-first 
street, Long Island City, N. Y., has announced a new 

















THE SHEPPARD INDEX STRIP 


addition to the Cesco line which is a celluloid insert- 
able index strip trade-named ‘Cesco-Dex.” 

It is available in seven colors, yellow, orange, green, 
pink, red, blue and clear and in three tab widths, 
quarter, three-eighths and half-inch and is packed 
two six-inch strips in an envelope, twenty-five feet 
in a box. Each envelope is complete with paper inserts 
for titling. 

———-9— ee -- 


CUSHMAN & DENISON’S KEY CONTROL TAG 


The Cushman & Denison Manufacturing Company, 
135 West Twenty-third street, New York City, has 
announced a new device described as a key control 
tag for use in conjunction with its Cado KeRak, a unit 
for holding from ten to twenty keys. 

The key control tag is a card which takes the place 
of a key removed from the rack for any purpose. It 
is designed to give an accurate record of when the 
key was removed and by whom. It is merely placed 
in the space left vacant when a key is taken from the 
rack. 

The Cado KeRak, which was pictured and described 
in a previous issue of OFFICE APPLIANCES, was made to 
replace the old hook system of storing keys. Each 
key is attached to an indestructible fibre tag, called 
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LEFT.—The key con- 
trol tag and (right) the 
cabinet. 








a KeTag, which in turn can be hooked onto a spiral 
wire which is an integral part of the KeRak and is 
so constructed as to keep the keys in a uniformly 
spaced position. The units are housed in an attrac- 
tive cabinet is shown here 

The system is adaptable to any number of keys due 
to the fact that larger boards and cabinets are avail- 
able at slight additional costs 
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NEW CARBON PAPER RIBBON BY OLD TOWN 

The Old Town Ribbon & Carbon Company, Inc., 750 
Pacific street, Brooklyn, N. Y., has applied for patents 
on a new product—the Hi-Test Perfectwriter ribbon for 
which a number of improvements are claimed as a 
result of a specially treated back. 

The principal feature of the Hektowriter ribbon, 
according to the manufacturers, is that owing to its 
special construction it cannot stick to a machine’s 
guides and thereby eliminates the possibility of tearing 
cutting and powdering. In addition the ribbon has in 
effect a built-in backing sheet that results in a sharp 


clear write. 
~— 


MACHINE POSTING RACK AND TRUCK FOR 
TRA-DEX 


The Visible Records Equipment Company, 1432 Alt- 
geld street, Chicago, makers of Flex-Site loose leaf 
visible, has announced a multiple side-posting rack 
and truck for use with its line of Tra-Dex vis- 
ible machine posting equipment. It is named the 
Model TSP. 

The new rack is made especially for sectional Tra- 
Dex and is adjustable, accommodating from two to 
six sections. With six sections the device permits as 
many as 7000 six-inch width records to be positioned 





THE TRA-DEX POSTING RACK AND TRUCK 


alongside the posting machine and within easy reach 
of the operator. 

Both rack and truck are finished in black crackle 
Morocco grain baked enamel, the finish used on all 
other Tra-Dex steel equipment. 


°*—- © 


RITE-RITE PRODUCES NEW “PATRIOTIC” AND 
“MILITARY” THREADLINE PENCILS 


The Rite-Rite Manufacturing Company, 1501 Polk 
street, Chicago, a subsidiary of the Joseph Dixon 
Crucible Company, has recently introduced to the 
trade a new Threadline pencil and pencil and pen 
set both of which are appropriately colored to coincide 
with these times of national defense and armed serv- 
ices activity. 

The first number is the Dixon Threadline automatic 
pencil, made to sell for forty-nine cents and distin- 
guished by its attractive adoption of the patriotic red, 
white and blue colors. The barrel is blue, with a white 
center and cap of red. Its construction contains all 
the well-known features of the Rite-Rite lines plus 
the writing ease afforded by the “Threadline” thin 
leads. 

The second new number is dressed in military olive 
green and is known as the Dixon Rite-Rite Thread- 
liner pencil and pen set. It is made primarily to 
harmonize with the uniform of the service man and 
is attractively trimmed in gold. The set retails at 








$1.75 and $1.95, prices calculated to be as popular with 
civilians as with men of the armed forces of the 
United States. 


rae a oe 
SLIDE LEAF SUPER-STAND 


The Metalstand Company, 1615 Melon street, Phila- 
delphia, has announced a new office machine stand 
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THE SUPER-STAND 


described as a slide lead Super-Stand and made to 
sell for $6.45 and $8.45. The unit is featured by a 
sliding leaf which opens out from either side and is 
merely pushed into the desired position. The stand 
is made in two sizes, 14 by 17% inches and 16 to 20 
inches and is equipped with large casters to assure 
portability. The finish is walnut, mahogany, oak or 
green and the construction includes unusual strength 


*—- 


SWEENEY’S “SYLLABIC” TYPEWRITER 

Joseph Lee Sweeney, 51 Madison avenue, New York, 
N. Y., has recently obtained a patent on a new device 
which is described as being capable of combining the 
legibility of typewriting with the speed of stenography 
It has been given the name of “Syllabic” typewriter. 

In operation the letters in a syllable or word are 
struck together in the manner of striking a chord on 
a piano keyboard and the letters print simultaneously 
in the exact sequence in which they are sounded. 
Spacing between words is automatic and does not re- 





THE “SYLLABIC” TYPEWRITER 


quire an extra operating stroke. The words are re- 
corded one after another on a narrow strip of paper 

According to the inventor there are 10,000 words of 
one syllable in everyday English, all of which are one- 
stroke words on the machine, while words of more 
than one syllable usually require more than one stroke 
As a means of illustrating the phonetic method the 
following examples of words as written on the syllabic 
typewriter are given: The long monosyllable “strength’”’ 
is written in one stroke, while the short bisyllable 
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“poem” is written PO and EM in two strokes. The 
word “sphere” is written SFER, in one stroke, and the 
word “what” would be written HWAT, with the H be- 
fore the W because the aspirate H is pronounced first. 
Another example given is the following sentence, 
“Franklin D. Roosevelt, Washington, D. C., Hyde Park, 
N. Y.” On the new machine this sentence would be 
written and would appear as: FRANK LIN D RO ZE 
VELT WASH ING TON DC HYD PARK NY, and would 
have been written in thirteen strokes. 

It is also explained that if an operator strikes all 
the sounded letters in a word each one will automati- 
cally print in the right place. 

*—- 

MIAMI SYSTEMS’ NEW BOOK-PAC REGISTER 

The Miami Systems Corporation, 2725-2735 Colerain 
avenue, Cincinnati, has announced a new, low-priced 
Book-Pac register designed to hold seventy-five sets 
of duplicate or fifty sets of triplicate forms. It carries 
the name of the Miami Book-Pac. 

The new unit measures 434 by 8 by 134 inches and 
has a total weight of 114 pounds including forms. The 
form size of 414 by 6% inches is standard for many 





THE MIAMI BOOK-PAC 


large non-portable registers. The standard blank 
heading is supplied or, if desired, special individual- 
ized headings can be furnished. 

Among the many features claimed for the Book- 
Pac are the following: improved alignment mechan- 
ism, newly-designed clamps on each side of the writing 
table and an improved metal spring flap at the bot- 
tom to hold the form flat and firm while in use. A 
file pocket is incorporated in the rear of the book. 

—<— + 
POST’S TRACING MEDIUM 

The Frederick Post Company, Box 803, Chicago, has 
announced a new tracing medium for which a number 
of important features are claimed. It is trade-named 
the Post Tracing Medium. 

The features of the new medium are described by 
the manufacturer as follows: (1) It has a drawing 
surface that takes ink-like lines from a hard pencil. 
(2) It produces clear and more “contrasty” prints 
with unusual rapidity. (3) Has a maximum trans- 
parency which will not transfer. (4) A glossy back 
which produces clean drawings and eliminates “dust 
clouds” in blue prints. (5) Does not weaken or dis- 
color and (6) is available in “best seller’ sizes, both 
in roll and flat sheets. 

—>-— - 
FOGG TO REPRESENT REMINGTON RAND 

Fred W. Fogg, for the past twenty years prominently 
identified with the typewriter industry, last month 
was appointed a special representative in Minneapolis 
of Remington Rand Inc., Buffalo, N. Y. 
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FIRST VERTICAL FILE PRESENTED TO 
SMITHSONIAN INSTITUTION 


The first vertical letter file ever made was presented 
to the Smithsonian Institution (now known as the 
National Museum), Washington, D. C., June 16 by the 
inventor, Edwin G. Seibels, insurance man of Columbia, 
S. C. and New York City, and executives of The Globe- 
Wernicke Co., Cincinnati, where it was made. 

Among those present at the ceremonies were Mr. 
Seibels, J. S. Sprott, president of The Globe-Wernicke 
Co.; Clarence W. Hamilton, sales promotion manager; 
Charles W. Hoover, manager of the company’s Wash- 
ington branch; Congressmen William Hess, Charles 
Elston, Clarence J. Brown, J. Harvey McGregor, Greg 
J. Holbrock, Robert F. Jones, Jacob Davis, all of Ohio: 
Senator Ellison D. Smith, South Carolina; Dr. Carl 
Mittman, chief curator of Smithsonian Institution: 
Dr. Alexander Wetmore, assistant secretary, W. N. 
Watkins and Dr. F. L. Lewton, director of crafts and 
industries. The gift was received by Dr. Wetmore 
on behalf of the Smithsonian Institution. 


Insurance Man Invents Vertical Filing 


Mr. Seibels was in the insurance business in Colum- 
bia, S. C. more than forty years ago when he con- 
ceived the idea of the vertical method of filing letters 
and papers. Drawings were prepared and the original 
file made to his order by the Globe Files Company, 
predecessor of The Globe-Wernicke Co. It consisted 
of a long, narrow box made of heavy oak boards, with 
roll top and lock, similar to the old roll top desk. 

The dimensions are approximately 35 inches long, 
1314 inches wide and 13 inches high. The file is fitted 
with a follower block that operates in a steel track set 
in the file bottom and the roll top disappears below 
this bottom when the file is open. 

Certainly the romance of the industry is remarkably 
portrayed through this pioneer device, which was 
developed from the utilization of a simple shoe box 
through the years to the splendid filing equipment 
produced by manufacturers today. 

The file and method of vertical filing were com- 


43 


mented upon at the time by various newspapers and 
other publications and attracted much attention. 
Shortly afterward the Globe Files Company placed a 
similar product on the market, where it quickly met 
with popular favor because it had many advantages 
over the filing methods of that day, which consisted 
chiefly of folding papers and keeping them in en- 
velopes stuck in pigeon holes. 


First File Serves for Forty Years 


It is a fine compliment to the craftsmanship of the 
men who made it that the original vertical file has 
been in constant service for more than forty years 
and was used in a branch office of the Cotton Fire 
& Marine Underwriters at Columbia, S. C. until sent 
to the Smithsonian Institution as one of the many 
“firsts” on exhibition in this world-famous museum. 

J. S. Sprott, president of The Globe-Wernicke Co., 
paid a tribute to Mr. Seibels, pointing out that he gave 
his invention to the business world and it is responsible 
for the founding of an industry that provides employ- 
ment for many men and women. The vertical method 
of filing has been a tremendous aid to business and 
is probably one of the greatest improvements ever 
made in the preservation of records. 

Mr. Seibels is still the active head of the business 
which he founded, with branches in New York and 
numerous southern cities of the cotton belt. 

The humble vertical file has now taken its place in 
the archives of the nation among the other pioneer 
factors that has brought to the United States its 
great reputation as a creative and producing nation. 


ee _— 
PELHAM MOVES FIRM TO BIGGER HOME 


The Commercial Stationery Company, Lakeland, 
Fla., owned and operated by Lewis Pelham, has re- 
cently moved to a new location at 117 West Main 
street, which offers double the space previously avail- 
able. At the same time Mr. Pelham reported that due 
to a steady increase in business, he has been obliged 
to increase the store’s personnel. He is well-known in 
the field. 





Group of Government Officials and Business Executives 
Present at the Smithsonian Institution (now known as 
the National Museum), Washington, D. C., for the Pre- 
sentation of the First Vertical Letter File Ever Made.— 
Left to right: J. S. Sprott, president of The Globe- 
Wernicke Co.; Charles W. Hoover, manager of the com- 
pany’s Washington branch; Charles Everly, vice-presi- 
dent, Office Appliances, Chicago; Edwin G. Seibels 
(with hands on file), general manager, Cotton Fire and 
Marine Underwriters, of New York and Columbia, S. C., 
inventor of the file; Senator Ellison D. “Cottonhead” 
Smith of South Carolina; Dr. Alexander Wetmore, as- 
sistant secretary, Smithsonian Institution; Congress- 


men Charles Elston, Cincinnati, Ohio; Clarence J. 
Brown, Blanchester, Ohio; J. Harry McGregor, West 
Lafayette, Ohio; William Hess, Cincinnati; John M. 
Vorys, Columbus, Ohio; Dr. Carl Mittman, chief curator, 
National Museum; Congressman Jacob Davis, Waverly, 
Ohio; Clarence W. Hamilton, sales promotion manager 
of The Globe-Wernicke Co., and Congressman Greg 
Holbrock, Hamilton, Ohio. This file was made by The 
Globe-Wernicke Co. more than forty years ago and 
will remain in the permanent possession of the Na- 
tional Museum because it represents an idea on which 
the entire office equipment industry was founded. 
Photo by George Lohr Studios, Washington, 0. C.) 


| 
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MARSTERS MOVES BUSINESS TO NEW ALBANY 
HOME 


Take a little pinch of luck, a considerable quantity 
of the I-want-to-get-ahead spirit and a generous por- 
tion of ability. Add business acumen and a love of 
hard work, mix well, and you have the pretty nice 
office equipment business which is operated by Clayton 
E. Marsters at 11 North Pearl street, Albany, N. Y., 
and which he quite recently moved from 100 State 
street. 

It was back in 1908—a long time ago in any man’s 
reckoning that Mr. Marsters started out to make a 
living in a modest way. Not desiring to bite off more 
than he could chew he specialized merely in one item, 
namely, steel equipment for state departments and 
banks. Like all businesses the world over Mr. Marsters’ 
enterprise at times coasted along very well when 
times were good and needed considerable coddling 
when slumps and baby depressions made themselves 

















TWO VIEWS OF CLAYTON MARSTERS’ NEW ALBANY 
STORE.—(Top) The owner's private office and (lower) the 
business office with Mr. Marsters and his stenographer at work. 


felt. But this astute business man saved during the 
lust times and nursed the business through the bad; 
some of them very bad, and added lines whenever 
possible. 

Just how he progressed is best illustrated by a 
thumbnail sketch of his business experiences during 
recent years and at the present time. He has com- 
pletely furnished several public buildings with equip- 
ment, including the Rensselaer county courthouse, the 
Albany county courthouse, State Education building, 
State Normal college, Albany city hall, and the Dela- 
ware & Hudson building. It is believed that he once 
filled one of the largest orders in Albany for chairs 
and desks when he received the entire contract for 
all furniture purchased when the New York State 
Income Tax Bureau was originated. This job, inci- 
dentally, included the complete equipment for one 
Albany office building and similar structures in sixteen 
other cities in the state. In between times Mr. Mar- 
sters does “minor” installations such as outfitting 
thirty-two insurance branch offices in one city 





OFFICE APPLIANCES 


DAVIS BECOMES GUNLOCKE OFFICIAL 


K. F. Davis, formerly connected with The Sikes 
Company, last month was appointed vice-president 
in charge of sales for the W. H. Gunlocke Chair Com- 
pany, Wayland, N. Y. While with Sikes he held the 











K. F. DAVIS 


positions of assistant secretary and sales manager of 
the office furniture division. In his new position Mr. 
Davis will concentrate his efforts on the national 
distribution program which Gunlocke launched some 
time ago. Other officers of the company are H. G. 
O’Connor, president; Ernest Child, executive vice- 
president; Howard W. Gunlocke, treasurer and gen- 


eral manager. 
—<—-- — 


SHEAFFER $20,000 CONTEST ENDS 

Somewhere in the United States are eight lucky 
persons four of whom are destined to become the 
owners of Piper Cub airplanes and four the proud 
possessors of Packard automobiles as a result of a 
$20,000 contest just closed by the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa. 

The contest, described by the company as an award 
plan for retail salespeople and dealers, officially ended 
June 30 and involves the giving of 1288 awards. It is 
expected that names of the principal winners will be 
available for the August issue. 


POMORE POSTURAL SERVICE 
; Fou SEATED OcrWeATOR 





MEDICS MEET DOMORE CHAIR.—This display was recently 
made by the Domore Chair Company, Elkhart, Ind., at the 
American Medical Association convention in Cleveland on 
June 2-6. The booth, which featured the company’s Postur- 
Matic model as well as the Convoy executive chair, was in 
charge of Dr. J. R. Garner, Domore’s medical adviser assisted 
by F. L. Turner, director of the Domore educational depart- 
ment. John C. Stout, of the company’s Cleveland agency was 
also in attendance. 
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The Guest Book 


Frank R. Curtiss of Frank R. Curtiss and Company, 
New Haven, Conn., signed the Guest Book May 26. 
Frank is the active head of the sales organization that 
bears his name and few are better known among the 
sales fraternity of the industry. His presentations are 
always impressive and earn consideration for he knows 
where he wants to go and the road he will travel to 
get there. He is a keen analyst of merchandising 
methods and it is always worth while to exchange 
viewpoints when opportunity is given. 

Mr. Curtiss was accompanied by Hollis J. Stephens, 
a former member of the Curtiss organization and well 
known to all midwest dealers and travelers. Mr. 
Stephens recently joined Rockwell-Barnes Company 
sales staff and will make his headquarters in Min- 
neapolis, where he will undoubtedly continue in his 
new connection the fine sales and service record of 
the past. 


Roy E. Wells, sales manager of the Postindex division 
of Art Metal Construction Company and vice-president 
of the company, visited with a member of this jour- 
nal’s staff on May 27. He was in Chicago for several 
conferences on Postindex affairs, after which he 
planned to go to Denver by way of Kansas City and 
Joplin, Mo., and return through Omaha and Des 
Moines. An ardent Rotarian, he took time off to attend 
Rotary No. 1, the Chicago club. Mr. Wells is a man of 
genial personality who has the faculty of doing diffi- 
cult jobs well. 


Ed F. McClure of the Cramer Posture Chair Com- 
pany, Kansas City, Mo., signed the Guest Book on 
June 3. He was en route to Washington to engage in 
some special work in connection with government 
business. Leaving Kansas City on Thursday, May 29 
by automobile, he paused on the way to Chicago at 
Springfield and New Salem, Ill. to visit the Lincoln 
country. On his way east he expected to look in upon 
dealers in a number of cities, his entire journey taking 
about eight weeks. A native of Kansas City, Mr. 
McClure became an adopted son of the Pacific Coast 
territory as a representative of the Cramer organiza- 
tion, but has returned to his home town from which 
he still covers the vast territory from Kansas City 
west. Business, he reports, is booming throughout the 
entire western area. His enthusiasm for the west and 
his confidence in its future because of industrial 
development is infectious. 


Lioyd B. Keiffer, representative in California, Ari- 
zona and Nevada for the Sengbusch Self-Closing Ink- 
stand Company, visited with this journal by telephone 
on the evening of June 3 while en route from Milwau- 
kee to California. Mr. Keiffer had spent some time at 
headquarters to further familiarize himself with the 
line before making his first trip as a Sengbusch sales- 
man. 


Jack Kennedy of Trussell Manufacturing Company 
was a Visitor at the office of this journal on June 12. 
He was in Chicago on business but found time to look 
up some old friends and also to drop in at the last 
meeting of the Great Lakes Travelers Club to be held 
in the Brevoort hotel. Jack is a salesman of no mean 
accomplishments. He has won many friends among 
the stationers through unusual ability, including the 
art of close personal cooperation. 


Lee Trenholm, director, public relations division, 
Underwood Elliott Fisher Limited, Toronto, Ont., Can- 
ada, dropped in for a visit on June 20 while enroute 
to Washington, D. C. One of the reasons for his stay- 
over in Chicago was to attend the International Com- 
mercial Schools contest at the Sherman hotel. His 
particular interest was in the feature event, a pro- 
fessional speed typing contest. It was pleasant to chat 
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with Mr. Trenholm about industry events, particularly 
typewriting contests and business expositions. From 
the Canadian side of the border Mr. Trenholm re- 
ports conditions in flourish with the office equipment 
industry contributing substantially to the Canadian 
“all out” efforts, militarily and industrially. 


Rose Cushman, secretary to C. P. Garvin, general 
manager of the National Stationer Association, Wash- 
ington, D. C., entered her name in the Guest Book 
late in the afternoon of June 24. She was in Chicago 
for the express purpose of conferring with the Chicago 
N. S. A. convention committee, headed by Ralph 
Maneval. With only limited time at her disposal, 
she proceeded to transact business with her usual 
efficiency and left for Washington on Thursday, 


June 26. 
—>-.———— 


HIGGINS COMPANY ANNOUNCES NAME CHANGE 

Over the signature of its president a notice was 
issued last month by Chas. M. Higgins & Company, 
Inc., Brooklyn, N. Y., announcing a change in the 
firm’s corporate name to the Higgins Ink Company, 
Inc. 

At the same time the company stresses the fact that 
the announcement concerns a change in name only 
and that stock ownership, officers, directors, assets, 
liabilities, etc., remain unchanged. 

In explaining the reasons governing the name 
change the letter said in part: 

“For a long time we have had under consideration 
the advisability of adopting a new corporate name 
which would be shorter and easier to remember than 
the name under which we have operated so suc- 
cessfully for more than sixty years and which would, 
at the same time, denote by its composition the nature 
of our business. Out of respect for the memory of our 
founder, the late Mr. Charles M. Higgins who passed 
away October 21st, 1929, we have been loath to make 
such a change, but we have at last concluded that 
the present moment, which is so momentous in the 
history of our country, is an opportune time to put 
it into effect. Tracy Higgins, president.” 

gditiitiaiindinniuis 

CLAUSING INSTALLS TYPEWRITER “LAUNDRY” 

W. F. (Bill) Clausing, president of the International 
Typewriter Exchange, Chicago, has recently improved 
the service offered his customers by installing a high- 
pressure typewriter laundry in connection with the 
firm’s business of turning out Custom Rebuilt type- 
writers. 

The unit, which is capable of performing its entire 
function in record time, first subjects the machine to 
be cleaned to a stream of cleansing liquid backed with 
150-pound pressure. Then the typewriter receives a 
thorough bath in suds whipped up from white soap 
flakes and is then rinsed several times in clear water. 
A drying in specially heated ovens to prevent rust or 
corrosion completes the process. 

Mr. Clausing had made special arrangements where- 
by the unit in operation will be open to inspection of 
members of the industry when they visit Chicago for 
the N. T. O. M. D. A. convention, July 21 to 23. 

—<—->-. ‘ 


LEE TO REPRESENT AIGNER 


The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, Ill., has announced the appointment 
of Verle W. Lee, associated with the company for two 
years aS an inside man, as representative to cover the 
following territory—Iowa, Missouri, Kansas, Nebraska, 
Oklahoma, Colorado, Wyoming and Utah. 

This will be Mr. Lee’s first trip as a traveling sales- 
man for Aigner, but he has had considerable experi- 
ence at selling before joining with the company. At 
present he has no permanent headquarters. He is 
married and is traveling by car. His duties will keep 
him on the road about eleven months of the year. 
Besides the Aigner line he is carrying the Art Steel 
line in Iowa, Kansas, Missouri and Nebraska. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades 


Association of Great Britain and Ireland, 
! 


6 St. Bride Street, London, E. C. 4 


17 Farrington Street, Ludgate Circus, London, E. ¢ 


London, Ist May, 1941. 


The industry, in spite of “grit in the wheels,” now 
has the satisfaction of knowing that its “Message to 
Garcia” has been safely delivered. Unceasingly it has 
hammered home that the ways of 1914 were obsolete 
and the road to serfdom in 1940. ‘“Mechanisation was 
vital to victory” and that the men of pen and ink 
minds were but toys in the hectic days of 1941 and 
that it was the men who wrote with iron and steel who 
were the messengers of victory. 

To authority the industry has spelt ‘filing cabinets 
and stationery,” relics of 1914. Accounting and calcu- 
lating machinery, vital to production and armament 
control, were but gadgets that the business man with 
scientific tendencies installed to pander to his vanity. 
For twenty long months, the industry clamoured “We 
must have materials, labour and imports.” A host of 
voices crying in the wilderness of lethargic minds 
It has taken the miracles of Dunkirk and of Greece 
to show that mechanisation is the “Spirit of Victory” 
in 1941. The industry has reached “starvation and 
nearly breaking point,” but a prophet has arisen who 
had listened to those voices in the wilderness 

Frantically authority publicised its need for the 
loan of idle accounting and calculating machinery. It 
had previously been told in forceful language that 
there was no idle office machinery, that it had long 
been rounded up to help tide industry over its totally 
unnecessary difficulties. 

Weeks before the commencement of hostilities, the 
industry had encouraged and urged all the men it 
could spare to join in a scheme of national service 
Those men were lost to it the moment our Prime Min- 
ister advised “We have declared war.” From that mo- 
ment began the trek and trial of carrying the “Message 
to Garcia.” It pleaded to retain its key men, men 
conversant with the details of all that the office ap- 
pliance industry had to offer in “the race for arms,” 
men able to diagnose the faults in the machinery when 
it needed to be serviced. Always the reply “the serv- 
ices need these men”—an overlooking of the fact that 
the production of the guns, the tanks, the aeroplanes, 
the services needed, was controlled and co-ordinated 
by the machines and appliances the office appliance 


industry offered—and “the jobs your machinery does 
were in days gone by done by hand methods of pen 
and ink.” “Let business revert to those methods, we 
have no time for the business chief who lets the office 
boy, with office machinery, perform his task while 
he indulges in endless chain smoking of cigars and 
cigarettes, drawing fabulous salaries while so doing.” 
“There is a war on, and we have no intention of pan- 
dering to such laziness.” Day after day, the industry 
cried that the authorities investigate “modern produc- 
tion control” to enable them to ascertain first hand 
the part that office machines and systems played in 
modern warfare. As much of this machinery was of 
necessity imported, there being no equivalent ma- 
chinery manufactured in this country, it suggested 
that to prove the vital necessity of its products an ar- 
rangement be entered into whereby there was no pay- 
ment for these imports until after the day of victory 
and then only at such time as was considered expedi- 
ent by the authorities. It cried “Our American manu- 
facturers can and are willing to carry us until you 
say ‘pay’.” 

As to materials, the manufacturer has mainly been 
classed as producer of “luxury goods” and whittled 
down to practically “no supplies of materials.” 

Today the industry advises “our stocks of machinery 
are exhausted, we are at starvation level as regards 
labor, and materials are just nonexistent.” 

Garcia has replied, “Your difficulties have been noted 
and a subcommittee has been appointed and is all out 
to abolish the difficulties in relation to the supply and 
requirements of office appliances.” “We are fully aware 
of the vital part your products play in the present 
struggle for freedom.” 

Many of the leading office appliance firms are 
prominent in the bombing news, with their head offices 
completely demolished—victims of the latest blitz- 
krieg: Office Appliance Trades Association; Halsby & 
Co., Ltd. (Todd products); Moore’s Modern Methods, 
Ltd.; Kenrick & Jefferson, Ltd.; Royal Typewriters; 
Block & Anderson, Ltd.; Underwood Elliott Fisher Ltd.; 
C. W. Cave & Co., Ltd.; Acco Co., Ltd. 


* * 


“Business as usual” takes precedence of bombing, 








JULY, 1941 


one and all having planned to meet such difficulties. 
War is a strange madness. The morale of the in- 
dustry has always been high, but never so apparent as 
now. May the team spirit which is now so strong and 
evident continue. The industry stands for courage, 
confidence, zeal and, above all, “endurance and per- 
severance.”—SSE 
- —~<— 
OLD ESTABLISHED PORTUGUESE FIRM BECOMES 
SOUSA RIBEIRO & FILHOS, LDA 


Announcement comes from Portugal that the part- 
nership firm of Joaquim Jose de Sousa Ribeiro & Filhos, 
located at Rua de Sa da Bandeira, 239-A, Porto, Por- 
tugal, which was established in 1866, has been organ- 
ized as a “limited society” to trade under the name 
of Sousa Ribeiro & Filhos, Lda. 

The change became effective on April 1, 1941. The 
many friends of this old office equipment importing 
concern will wish Sousa Ribeiro & Filhos, Lda con- 


tinued success in the future. 
>i 
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SCULPTRESS-TYPIST. — Such is a thumbnail description of 
Mme. Lilly Rona, Czecho-Slovakian sculptress who recently 
won favorable attention with her first American exhibit in the 
Arden Gallery and mangaes her business life so well that she 
is quite capable of attending to all of her correspondence with 
the help of her Underwood portable. In Austria in 1936 she 
was awarded first state prize for her bust of Toscanini. The 
mother of two daughters, Mme. Rona is also a painter, a poet 
and a business woman—having managed a chemical plant 
for some years. 
—=- 


MANSFIELD OFFICIALS ANNOUNCE NEW STORE 
AT ELYRIA 

Three men who own and operate the Mansfield 
Typewriter & Office Supply Company at Mansfield, 
Ohio, last month announced the opening of the Elyria 
Office Equipment Company at Elyria, Ohio. 

The men are D. L. Burns, Tolman Burns and C. S. 
Fernyak, and in reporting the new organization said 
the Elyria store will be operated on a partnership 
basis but will have no connection with the Mansfield 
organization. 

In addition to carrying a complete stock of office 
supplies, equipment and machines, the Elyria store is 
exclusive dealer in Shaw-Walker equipment in the 
city of Elyria and Remington Rand adding machines 
and L. C. Smith and Corona typewriters in Lorain 
county. 

The store is in a ground floor location and is ap- 
proximately eighteen by 120 feet. It has been com- 
pletely remodeled and equipped with fluorescent light- 
ing. For the present the firm will confine its efforts to 
Lorain county and is under the management of Bob 
Elzey. 
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VANDERLIP OPENS HARTFORD STORE 
With a complete knowledge of and many years of 
experience in the office equipment industry at his 
disposal, Francis L. Vanderlip has opened an office 








F. L. VANDERLIP 


outfitting store at 8% Ford street, Hartford, Conn. 
The new firm, which will operate under the name of 
the F. L. Vanderlip Company, is beginning its career 
well equipped with nationally-known lines including 
Metal Office Furniture Company equipment, Stow- 
Davis furniture, Marble & Shattuck chairs and other 
companion lines. 

Mr. Vanderlip began his career in the field when 
he joined the Boston office of the Yawman and Erbe 
Manufacturing Company, and a short time later be- 
came connected with the Macey-Morris Company in 
the same city. Some time after that he was called 
to Springfield, Mass., to become manager of the office 
furniture department of Meekins, Packard & Wheat 
Company. In 1920 he became a member of the Flint- 


_ FL. VANDERLIP CO. 
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THE STORE THAT VANDERLIP BUILT.—Shown here is the 

new office equipment and furniture store recently opened at 

8'4, Ford street, Hartford, Conn., by Francis L. Vanderlip, 
veteran of the industry in the New England field. 


Bruce Company where he also managed a similar de- 
partment. 

In addition to the lines mentioned above the new 
store will handle shelving, filing equipment, safes, 
filing supplies and school furniture. 


—-<¢ 


COXHEAD OPENS CHICAGO BRANCH OFFICE 

The Ralph C. Coxhead Corporation, New York City, 
makers and distributors of the Vari-Typer, last month 
opened a branch office at 53 West Jackson boulevard, 
which is under the management of A. O. Wooldridge. 
The new branch was established to facilitate the en- 
larged volume of sales and service in greater Chicago, 
officials of the corporation explained. 
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DIEBOLD RE-ELECTS OFFICERS AND DIRECTORS 

Ralph K. Rex of Cleveland, and A. J. Roos, of Can- 
ton, were unanimously re-elected to head the Diebold 
Safe & Lock Company at the annual stockholders’ 























R. K. REX A. J. ROOS 


and directors’ meetings held at the corporation’s main 
office in Canton, Ohio, June 2. Mr. Rex is chairman 
of the board of directors, and Mr. Roos is president 








H. C. WEIBLE 


and general manager. H. C. Weible was unanimously 
re-elected secretary-treasurer. 

The following directors were unanimously re-elected 
to guide the corporation’s destinies: G. H. Bockius, 
L. V. Bockius, S. A. Boyd, L. H. Clark, H. A. Noble, 
L. E. Souers, R. K. Rex, A. J. Roos and H. C. Weible. 

The management reported that defense production 
is proceeding on schedule. In addition to the fabrica- 








tion of armored bodies for U. S. army reconnaissance 
cars the company was also reported to be producing 
armored airplane seats and other armor for airplane 
fuselages. The corporation’s regular business, the 
building of equipment for the handling and protec- 
tion of records, money and wealth, was reported show- 
ing a satisfactory increase. 
—>-—— 
WELLS ELECTED EXECUTIVE OF ART METAL 


A highlight of the annual directors meeting of the 
Art Metal Construction Company, held at Jamestown, 
N. Y., on May 27 was the election of Roy E. Wells to 
the post of vice-president in charge of the Postindex 
division. 

Mr. Wells’ promotion was announced when the elec- 
tion of officers was held, and is a well-deserved reward 








ROY E. WELLS 


for many years of enthusiastic and faithful service 
with Art Metal. For some time he was a Sales repre- 
sentative covering a western territory and later became 
sales manager of the Postindex division, the position 
he held at the time of his new elevation. 

Other officers elected at the meeting were as fol- 
lows: 

Henry K. Smith, chairman of the board and chair- 
man of the executive committee; Algot J. E. Larson, 
president and general manager; H. T. Swanson, secre- 
tary; Carl L. Elofson, vice-president in charge of sales; 
Edward A. Keeling, vice-president in charge of the 
wholesale division; Roscoe W. Clark, vice-president in 
charge of the contract division; executive committee, 
Henry K. Smith, Alfred C. Davis and Mr. Larson. 

Directors present at the meeting were: Messrs. 
Larson, Smith and Clark, Warren W. Cunningham, 
Frank O. Anderson and William A. Broadhead. 
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LEE SWEENEY GRANTED PATENT ON SYLLABIC 
TYPEWRITER 
On June 17, 1941, the United States Patent Office 


issued a patent for a new machine which is said to 
combine the legibility of typewriting and the speed 
of stenography. The patent was granted to Joseph 
Lee Sweeney of New York, N. Y., who describes the 
machine as approximately the size of a small portable 
typewriter and says it operates quietly and employs 
no code, using only the letters of the English alphabet. 





J. LEE SWEENEY 


He adds that it might be referred to as a “syllabic 
typewriter,” because it will record in a single stroke 
any syllable in the language just as it is correctly 
spelled phonetically. The machine is pictured and 
described in detail elsewhere in this issue. 

Mr. Sweeney is well known in the office appliance 
and typewriter field. Although he now has no con- 
nection, he was New York sales manager for the first 
Noiseless Typewriter Company, and later served as 
national sales director of the portable division of the 
Remington Typewriter Company. Following that he 
was chosen managing director of the Typewriter Edu- 
cational Research Bureau, which sponsored a three- 
year experimental study of the educational influences 
of the typewriter upon fifteen thousand pupils in the 
classrooms of more than a hundred elementary schools 
in twelve cities throughout the United States. 

The syllabic typewriter developed by Mr. Sweeney 
has had some predecessors, none of which was com- 
mercially successful. Among the machines for similar 
purposes were the Bennington, which had keys for 
common words as well as the complete alphabet, con- 
ceived by W. H. Bennington, Dayton, Ohio, in 1906; 
the Logotype, equipped with common letter combina- 
tion keys, invented by Edna G. Robeson, Atlanta, 
Ga., in 1924, and the Balston, a word and phrase 
writer, patented in 1930. 

oa «© 

OLD TOWN AGAIN INCREASES FIELD STAFF 

The Old Town Ribbon & Carbon Company, Brook- 
lyn, N. Y., last month announced the following addi- 
tions to its field staff: 

W. R. Benge becomes factory representative. Mr. 
Benge, known to his many friends in the trade as 
“Roscoe”, goes to Old Town with a good background 
of ribbon and carbon experience and for the past five 
years has been with the Cosby-Wirth Manifold Com- 
pany. He is a merchandiser of proven ability and will 
perform a valuable service to the dealers in his area. 

R. B. “Bob” Mahan joins Old Town as a city sales- 
man to devote himself to consumer contact work. Mr. 
Mahan was formerly associated with the Lockwood- 
Hazel Printing & Stationery Company of Atchison, 
Kan., and before that spent many years as manager 
of Saunders Printing & Office Supply Company of 
Pittsburg, Kan. 

W. Grant Richardson, Jr., has been appointed a 
factory representative, and will devote his efforts to 
dealer relations and the administration of the Old 
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Town dealer development program. Mr. Richardson 
has been engaged for the last six years on the staff 
of Furmin Greer Company, and has a _ thorough 
familiarity with dealers’ marketing problems. 
——e 
AVERY ADHESIVES IN NEW HOME 

Marking six years of steadily increasing business, 
a move to a newer and larger home was recently com- 
pleted by Avery Adhesives, Los Angeles, makers of 
Kum-Kleen self-adhesive labels and stickers. The firm 
is now established in a three-story structure at 451 
East Third street. 

The new plant is modern in every detail and pos- 
sesses facilities which permit the company to perform 
all manufacturing operations with greater dispatch 
including printing of labels and manufacturing tapes 
and adhesives. Special machinery takes care of pe- 
culiar problems which arise in connection with mak- 
ing pressure sensitive labels. 

Among the many products which Avery sends to all 
parts of the country are more than forty sizes of 
unprinted stock labels, printed labels in a variety of 
shapes and sizes and colors, airmail stickers, price 
and numbering kits, dispenser boxes for plain and 
printed labels and transparent labels. 

Within a short time the company will announce a 
new line of embossed labels which has been developed 
after several months of experimentation and research. 


—>-——— 
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WITH HIS UNDERWOOD AND CAMERA.—John Dored, of 
Paramount News, now covering an extensive assignment in 
South America, types notes on his Underwood portabie and 
typing stand in the shadow of Christ of Corcovado overlooking 
the harbor of Rio de Janeiro. Mr. Dored recently returned from 
a trip through Central and Southern Europe where he recorded 
pictorial history of the rapidly changing events throughout the 
continent of Europe. 


—-<- 


ZOOK NEW REPRESENTATIVE FOR 
ROCKWELL-BARNES 


M. E. Zook has been appointed representative for 
the Rockwell-Barnes Company to cover the Southwest. 
He will make his headquarters at 1010 State street, 
Emporia, Kansas, and besides his home state cover 
Nebraska, Missouri, Colorado, Oklahoma and Texas. 
He is a brother-in-law of Charles and Dan Consodine, 
the former being well known from his excellent work 
as fourth vice-president of the National Stationers 
Association, the latter calling upon stationers of 
the Middle West in the interests of the Richard Best 
Pencil Company. Mr. Zook found time before going 
into his territory to participate in one of the weekly 
luncheons of the Great Lakes Travelers Club in 
Chicago. 
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Third Regional Meeting Records Largest Attendance 


Patterson Elected New Regional Governor Unanimously— 


Registration Sets Record With |80—Penn-Mar-Va Provides 


Entertainment 


HE largest group ever assembled for a third re- 

gional convention arrived in Atlantic City, N. J., 
simultaneously with one of Old Man Weather’s mean 
nor’easters. Except for one afternoon the convention- 
ites were rather glad for the haven of the Claridge 
hotel, the headquarters for the regional on June 13 
and 14. At any rate the 180 registered conventionites 
were right on the job and did take advantage of every 
part of the complete and interesting program. W. H. 
Patterson, Johnstown Office Supply Company, Johns- 
town, Penna., was the unanimous choice for governor 
of the Third Regional District to succeed A. W. Gill, 
A. W. Gill Company, Trenton, N. J. 


The Friday morning session for the proprietors and 
executives of dealer members of the N.S.A. was a 
tip-off to the unusual interest that was to be evident 
throughout the whole convention. Owen G. Bayless, 
president of N.S.A., presided at this rather informal 
conference where dealers discussed the many prob- 
lems which confront the retailer in the operation of 
his business. Skillfully guided by President Bayless 
and Charles P. Garvin, general manager of N.S.A., the 
dealers found many important matters upon which 
they needed and received guidance. Time alone caused 
termination of the conference to the expressed regret 
of all. 


Third Regional Governor Gill rapped the first gen- 
eral session of the convention to order at 2:00 p.m. 
Friday afternoon, and after a capital address touch- 
ing upon many important and pertinent matters of 
interest to everyone present, called upon General 
Manager Garvin who, with his characteristic flour- 
ish, introduced President Bayless and other prominent 
men of the N.S.A. The governor then introduced 
Alwyn J. Morgan, of the Atlantic City Convention 
Bureau, who welcomed all the guests in the name of 
the city. 

Upon introduction, Mr. Bayless, vice-president, Low- 
man & Hanford Company, Seattle, Wash., opened his 
remarks with the assertion that the two years in 
which he had served the association “were the most 
interesting two years of my life.” He spoke of the 
fascination of the business for those engaged in it. 
He recalled instances where men, who for one reason 
or another had left the industry, had either returned 
or were anxious to return. He expressed the belief 
that it was the challenge of the business to the in- 
dividual which provides the fascination. The various 
ramifications of the industry make necessary a con- 
tinued study and education and no one mind could 
hope to comprehend all there is to know about the 
industry. Therefore, he contended that it was im- 
possible for anyone to attend meetings such as this 
without learning something. 


Mr. Bayless expressed his belief that one of the 
most important jobs management faced in this busi- 
ness relates to personnel. “It’s hard to develop people 
who are an asset to our business—it takes time—it 
costs money,” continued the speaker. But it is his 
conviction that time and money spent by management 
to investigate applicants to make certain they fit into 
the organization is essential to the conduct of the 
dealer’s business. In traveling about, the speaker said, 
he had learned that managing executives have ad- 
mitted weakness in hiring personnel. As the second 


important job to which management must give more 


thought is to avoid letting good men drift out of 
our business, declared Mr. Bayless. 
Bayless Defines A.D.S. 

Looking into the future, Mr. Bayless anticipates a 
let-down which he characterizes as A.D.S.—after de- 
fense subsides. Then will each business need the 
complete loyalty of every member of its organization 
to cushion the affect of the recession bound to get in 
—and now is the time to make arrangements to meet 
this eventuality. With business plentiful and orders 
seeking the salesmen instead of the salesmen seeking 
the orders, the speaker warned against permitting the 
sales force to “soften up.’ Now is the time to impress 
customers with the value of dealing with your house 

to concentrate on caring for your old friends, to see 
they are supplied. ‘“‘Turn down undesirable business,” 
he charged, “and concentrate your efforts on profit- 
able business.” Develop more store business because 
it is there that purchases are made which give the 

(Turn to page 126, please) 


ON OPPOSITE PAGE. CAMERA STUDIES AT THE THIRD REGIONAL 
CONVENTION. 

1. Hap Bosworth, Charles G. Stott & Co., Inc., Washington, D. C.: 
Joseph W. McCormick, Ashley-McCormick Co., Bridgeton, N. J.: 
Owen G. Bayless, Lowman 4 Hanford Co., Seattle, Wash., and 
president; N.S.A.; O. M. Marquis, The Ankeney Co., Cumberland, Md. 

2 or Obstfeld. Markwell Mig. Co.; W. T. Ridgeway, Esterbrook Pen 

; Bill Stockett, Stockett-Fiske Co., Washington, D. C.; F. Burton 
cee Boorum & Pease Co.; R. A. Williams, Acco Products. Inc. 

3. Harry Tehan, Higgins Ink Co.; Frank Carroll, Frank R. Curtiss Co.: 
Richard Dellheim, Schiff Brothers. Philadelphia; R. E. Ashley. Ashley- 
McCormick Co., Bridgeton, ‘ 

4. Joe C. Strauss, Automatic Pencil Sharpener division of Spengler 
Loomis Mfg. Co.: Henry A. Cox, Thomas Cox & Son, Newark. N. J. 

5. C. E. Murphy, Johnstown Office Supply Co., Johnstown, Pa.; John 
G. Kolb, €. Howard Hunt Pen Co.: Tom Stagg. Hoskins Co., Phil- 
adelphia; E. L. Rosenberry, American Pencil Co.; W. H. Patterson, 
Johnstown Office Supply Co., Johnstown, Pa. 

6. Sam Clayton, Koh-I-Noor Pencil Co.; Paul Gundaker, S. E. & M. 
Vernon: Herb Hooks, Moore Push-Pin Co.; A. E. Peterson, Oxford 
Filing Supply Co. Front: Bill Shaw. Bill Shaw Co., Charlotte, N. C.., 
and George M. Baxter, Diebold Safe & Lock Co. 

7. W. P. Corbett. manufacturers’ representative; Charles Lipman. 
George B. Graff Co.; Carl Cook, Cook's, Inc., and A. W. Williams. 
Stationers Guild of America. 

8. N. J. Sampson, Bainbridge, Kimpton & Haupt. Inc., New York City; 
R. N. Wood, Esterbrook Pen Co.; Mort Chute, Bainbridge, Kimpton 
& Haupt, Inc. 

9. H. W. Stewart. Dan Smith. Sr., 
Printing Co., Williamsport, Pa. 
10. The New England Musketeers. George Hayes, Thomas Groom & 
Co., Inc., Boston; R. H. Llewellyn, R. H. Llewellyn Co., Man- 

chester, N. H.; Paul W. Cheney, The Southworth Co. 

1l. George Wustner, William F. Murphy Sons Co., Philadelphia; Frank 
R. Nichols, Columbia Ribbon & Carbon Mig. Co.; Tom Stagg, 
Hoskins Co., Philadelphia. 

12. The Governor-Elect. W. H. Patterson, Johnstown Office Supply Co., 
Johnstown. Pa. 

13. The long and short of it—Mutt & Jeffl J. S. Sprott, The Globe- 
Wernicke Co., and R. H. Llewellyn, R. H. Llewellyn Co., Man- 
chester, N. H. 

14. George P. Hayes, Thomas Groom & Co., Boston, governor of the 
first regional district, conversing with Charlie Garvin. 

15. W. P. Reinhardt, A. Pomerantz & Co., Philadelphia; R. E. Ashley, 
Ashley-McCormick Co., Bridgetown, N. J.; A. W. Gill, A. W. Gill 
Co.., Trenton, N. J.; Harry Wilkerson, Office Supply Co., Lan- 
caster, Pa. 

16. J. Kip Edwards, manufacturers’ 
Co., Philadelphia. 


and P. H. Smith, all of Smith 


representative; Tom Stagg. Hoskins 


17. Officers-Elect of the Penn-Mar-Va Club: J. F. Emhardt, Columbia 
Steel Equipment Co., second vice-president; E. E. ‘“‘Ned’’ Baynon, 
Eberhard Faber Pencil Co., president; Dave Price, Eagle Pencil 
Co., first vice-president. 

18. Frank R. Curtiss, Frank R. Curtiss Co.; H. P. Rockwell, 
and Erbe Mig. Co. 

19. F. G. Zuber, Columbia Steel Equipment Co.; Oscar A. Wilkinson, 
Jr., Security Steel Equipment Co. 

20. Howard L. Huxstor and W. W. Welch. W. W. Welch Co. 

21. Ben Wachtel, Parker Pen Co.; Richard Pomerantz, A. Pomerantz 
& Co., Philadelphia. 

22. E. A. Keeling, Art Metal Construction Co., 

23. I. M. Levy. Art Steel Co., Inc. 

24. Professor Diz, or. with makeup and broom taken away, General 
Manager Charles P. Garvin. 

25. Standing: Leon Banov, Clarotype Co.; Ben Josephson, Josephson 
Mig. Co.; Charles Granath. L. E. Waterman Co. Seated: Charles 
Lipman, George B. Graff Co.; George Nitschke, Automatic Pencil 
Sharpener division of Spengler Loomis Mfg. Co.; Ben Okin, Victor 
Safe & Equipment Co 


Yawman 


and Charlie Garvin. 
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MEETINGS—CONVENTIONS— DINNERS 





HORDER PICNICKERS DEFY THE RAIN 

For eight days preceding the fifteenth annual picnic 
of Horder employees, held at Camp Hoffman, Park 
Ridge, Ill., on Saturday, June 14, rain came down in a 
greater or lesser degree almost without letup. The 
prospect Saturday morning was still a bit dismal, 
although rain was not actually falling. But it takes 
more than rain or the appearance of its early arrival 
to put a damper on a Horder picnic. At eight o’clock 
in the morning employees and their families began 
gathering at the Horder warehouse and office building 


at Quincy and Jefferson streets. By eight-thirty four 
“early bird” prizes had been awarded and a great 
motorcade was forming. It was soon on its way noisily 
but rapidly to the picnic grove. 

Arriving at Camp Hoffman shortly before ten o’clock, 
where a number of picnickers was already present, 
children were sent out as scouts to find appropriate 
spots for family headquarters. Within a half hour the 
children were ready to follow the clown and his 
monkey, “Mike”, in a parade that ended at a Horder 
delivery truck loaded with gift bags. One of the most 





AT THE FIFTEENTH ANNUAL PICNIC OF HORDER 
EMPLOYEES 

1. Boys, nine to eleven years of age, vie for first place in a 
fifty-yard dash. 

2. E. Y. Horder, founder of the Horder business nearly forty 
years ago, assisted by Harold Wilson and W. J. Goodman, 
giving out bags of toys and other gifts to children. 

3. Girls, twelve to fifteen, find burlap sacks a bit hindering 
in their twenty-five yard race. 

4. John Amato, general chairman of the picnic, backed up 
by the clown and the orchestra, gather the children for 
the awarding of a Speed-O-Byke, which became the prop- 
erty of Elaine Allen a few minutes later. 


5. Fred Seymour, smiling through the rain after taking shelter 
in a ticket seller's booth. 

6. The crowd gathered at the dance pavilion for the award- 
ing of prizes. 

7. Lovely little Diane Marshall poses for the cameraman. 
She is a granddaughter of big Bill Cox of The Carter’s Ink 
Co. 

8. The Bradley family choose a Horder truck for a background. 
Jim Bradley represents the Higgins Ink Co. 

9. The morning ball game which almost finished before the 
rains came. 

10. Horse shoe pitchers who were not deterred by moisture 
in the air or under foot. 
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interesting aspects of every Horder picnic is the rapt 
and joyful expressions that light up the countenances 
of the boys and girls as they dig into their bags and 
pull out toys and pencils, books and balls in seemingly 
unending stream. 


Rain Comes to Stay 


When it became apparent that rain had arrived as 
a permanent visitor for the day, there was a general 
converging of folks at the dance pavilion. Dancing 
was indulged in for a time and then John Amato, 
general chairman of the picnic, conducted the cere- 
mony of awarding prizes, a much longer than usual 
activity because all the prizes for events that were 
cancelled were put into the draw prize group. 

Before any awards were made, Mr. Amato called 
upon E. Y. Horder, president of Horder’s Inc., who 
spoke in glowing terms of his “family” of employees, 
many of whom have been with the family for twenty- 
five years or more. 

And thus, despite inclement weather, another suc- 
cessful Horder picnic was conducted. Attended by a 
large number of manufacturers’ representatives as 
well as by practically all Horder employees, the event 
was a “big” affair, ranging upwards to 1,000 present. 

Working under uncontrollable handicaps, the official 
committee did a fine job. John Amato was general 
chairman, with E. Y. Horder, as usual, serving as 
honorary chairman. The names of the subcommittee 
chairmen and the particular responsibilities assigned 
to each are as follows: 

Ruth H. Rosie, program and prizes; Tom Ingram, 
concessions and refreshments; R. D. Rodgers, events; 
Ed Wilke, grounds, C. Nickle, reception; Roy Martin, 
transportation, and Joseph Lano, equipment. 


ur 
? 
we 


U. E. F. MEN IN CHICAGO HOLD ANNUAL OUTING 


Defying the bad luck traditions ascribed to Friday, 
the 13th, members of the Chicago sales staff of the 
Underwood Elliott Fisher Company gathered in full 
force at St. Andrew's Country Club, West Chicago, on 
June 13. Through some magic or skill, the executive 
committee for the outing composed of J. L. Moore, 
chairman; Kenneth Klank and Evar Carlson, man- 
aged to hold off the rain, which had been visiting 
the Chicago area for seven or eight successive days, 
until six o’clock in the evening. By that time all 
excepting horse shoe pitchers had completed their 
athletic endeavors for the day. And the barnyard 
golfers did not seem to mind the moisture very much. 

As usual, the crowd was divided into two teams— 
the Reds and the Blues, and the striving for superi- 
ority was tremendous. At the annual soft ball game 
held in the morning the Reds were victorious. The 
astute umpiring of Oscar Gardner was said by some to 
have decided the victory. 

It was an all-day affair pleasantly broken at noon 
time by luncheon, and in the evening by a delectable 
dinner. Some of the weary participants found it a 
bit difficult to travel all the way from the basement, 
where the locker room of St. Andrew’s is located, 
up to the second floor where dinner was served. At 
long last when everyone was present or accounted for, 
the steaks were brought in and consumed with 
pleasure. 

Bill Arndt functioned as master of ceremonies when 
the time came for distribution of prizes. In his own 
inimitable manner he awarded golf prizes to the 
following: Messrs. Schramm, Marek, Tellefsen, Brandt 
and Freeman. Door prizes were won by Messrs. 
Schuelke, Broxham, Burton, Martens and Rives. Base- 
ball prizes were received by Messrs. LaBorence, 





UNDERWOOD ELLIOTT FISHER COMPANY CHICAGO 
SALES STAFF OUTING AT ST. ANDREW'S. 

1. D. E. Conklin, western district manager, pastes one down 
the fairway. 

2. F. C. Snow, Chicago branch manager; D. E. Conklin, 
western district manager: F. G. Schuelke, typewriter divi- 
sion manager at Chicago. 

3. E. I. Tafel, assistant western district manager, all set 
to make a long drive off the first tee. 


4. Kenneth Klank, F. C. Snow (decorated with Ken's black 
baret) and Roy Schramm, delicately waving his hand- 
kerchief. 

5. The morning ball game, with Umpire Oscar Gardner in 
a characteristic pose, declaring an out. 


6. The hard-working committee chairmen. Standing is J. L. 


Moore, general chairman. Seated, L to R: E. C. Beardslee, 
in charge of horseshoes; K. J. Klank, captain of the Reds, 
and Evar Carlson, captain of the Blues. 
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Youngren, Browne, Spicer, Klank, McIntyre, D. Myers, 
Pedicini, Christensen, Moore, W. Minford, Harper 
and Gersick. Prizes for skill at horse shoes were 
awarded to Messrs. Harper, Rosinia, Beardslee, Moore, 
Youngren and Deffner. 

During the dinner, informal singing was indulged 
in under the leadership of anyone who had an in- 
spiration. This activity put a fitting conclusion to 
a happy day. 

2 
OFFICE APPLIANCE MEN PARTICIPATE IN SALES 
EXECUTIVES CONVENTION 


With Harry Anderson, sales manager of The Globe- 
Wernicke Co. as program committee chairman, the 
National Federation of Sales Executives held its sixth 
annual convention at the Netherland-Plaza hotel, 
Cincinnati, June 12, 13 and 14. A program was pro- 
vided filled with practical ideas and suggestions which 
attracted sales executives from all parts of the coun- 
try. In addition to his work on the program com- 
mittee, Mr. Anderson and W. P. Westfall of Inter- 
national Business Machines Corporation served as 
vice-chairmen of the local convention committee. Mr. 
Anderson was vice-president of the organization and 
at this meeting was made a director. 

The subjects of some of the addresses will give an 
idea as to the thoroughly practical nature of the pro- 
gram, Frank M. Surface of Standard Oil Company 
of New Jersey spoke on “Changing Trends in Market- 
ing.” L. L. Shoemaker of National Cash Register Com- 
pany gave a demonstration of dramatized selling. J. J. 
Nance of Zenith Radio Corporation spoke on “Selling 
in a Seller’s Market.” “Red” Motley of Crowell Collier 
Publishing Company presented an address on “Sell- 
ing’s Contribution to America’s Progress.” Earl F 


CAMERA SHOTS FROM THE ANNUAL CONVENTION OF 
THE NATIONAL FEDERATION OF SALES EXECUTIVES AT 
CINCINNATI. 

1. The vice-chairmen of the convention. Harry C. Anderson, 
The Globe-Wernicke Co.; W. P. Westphal, International 
Business Machines Corporation. 

2. E. J. Hoslett, Curtis 1000, Inc.; Conrad Netzhammer, North- 
western Furniture Company, Milwaukee. 

3. John Morley, Office Equipment Company, Louisville: M. R. 
Kopmeyer, M. R. Kopmeyer Company, advertising agents. 





OFFICE APPLIANCES 


Hayes of Chevrolet Division, General Motors Corpora- 
tion, spoke on “How Chevrolet Builds Its Sales Or- 
ganization,” illustrated by motion picture entitled 
“Salesmen I Should Like to Hire.” 

R. H. Grant, vice-president General Motors, stated 
that we cannot assume there is nothing for sales 
management to do because we are oversold. He went 
on to show that there still is need for a more effective 
selling job. He spoke of increased opportunities in the 
South American market and Canada. He urged par- 
ticular attention to good will. Among the pertinent 
suggestions he made were: render extra service; know 





HIZZONER FLANKED BY TWO DICTAPHONE MEN.—Arthur 

E. Blackstone, Chicago branch manager of the Dictaphone Cor- 

poration; James Garfield Stewart, mayor of Cincinnati, and 
Merrill B. Sands, president, Dictaphone Corporation. 





4. Alex Patterson joins the Birmingham delegation: Luther 
T. Cale, Birmingham Electric Company; Forbes McKay. 
Progressive Farmer-Ruralist Company: G. G. W. Hoover, 
Employers Insurance Company of Alabama; H. A. Leche. 
West Disinfectant Company; Alex Patterson, southern rep- 
resentative for All-Steel-Equip Company; H. E. Cox, Birm- 
ingham Electric Company. 

5. Mr. Sands holds his audience. Bill Pfeiffer, Netherlands- 
Plaza hotel; Harry Anderson, The Globe-Wernicke Co.; 
Merrill Sands and Glad Bailey, Dictaphone Corporation. 
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SHOWING PEORIA (ILL.) THE LATEST 
IN BUSINESS EQUIPMENT. — General 
view of the business show which was 
given by the Peoria chapter of the Na- 
tional Association of Cost Accountants 
and the Peoria Office Management Asso- 
ciation, and which was described in the 
June issue of Office Appliances. More 
than 2600 visitors attended the exposi- 
tion, and exhibitors reported a substantial 
number of orders received during the 
show. 


your customers; tie in with shifting markets; keep 
up interest of old customers; be realistic: be resource- 
ful; be tactful; be ready for demobilization. 

Colonel Willard Chevalier, publisher of Business 
Week, remarked that we must maintain the highest 
possible volume of business for best aid to national 
defense. People in non-defense industries, he said, 
are vital to the defense effort for their tax contribu- 
tion. 

Mr. Nance said we must not let salesmen become 
only contact men. Now is the time, he said, to 
develop that sales drive which we shall need later. 
We must use all our resources to build up extra sales 
power. He went on to say that production has been 
modernized by necessity. We must modernize sales 
machinery. 

Measured by the enthusiasm of the visitors, this 
convention was a remarkable success. It afforded an 
opportunity to exchange sales ideas with some of 
the country’s most capable sales producers. 

During the sales executives’ convention one of the 
local radio stations arranged to have a number of 
prominent men participate in an evening broadcast 
Glad Bailey, Dictaphone manager in Cincinnati, was 
on the alert and had two of his salesmen record the 
broadcast on the Dictaphone. Imagine the surprise 
of these men the next day when Mr. Bailey invited 
them to a room in the hotel where they heard their 
own voices. The broadcast was repeated by Mr. Bailey 
by means of the Dictaphone Telecord equipment. 
Among the visitors who participated and later had 
the opportunity to hear their own voices were Merrill 
Sands and Arthur Blackstone, both of the Dictaphone 








Corporation; Harry Anderson of The Globe-Wernicke 
Co.; K. N. Merritt, general sales manager Railway 
Express Agency, and new president of the National 
Federation of Sales Executives; Harold Cummings, 
vice-president Minnesota Mutual Life Insurance Com- 
pany and retiring president, and Ralph Hess of the 
Ralph H. Jones Company. 


Seca 
G. L. T. C. MEMBERS TRY THEIR GOLF SKILL 
AT ROLLING GREEN 


The afternoon of June 6 revealed the annual golf 
tournament of the Great Lakes Travelers Club in full 
swing at the Rolling Green Country Club, near Arling- 
ton Heights, Ill. Seventy-nine members and guests 
were assembled to smack little white pellets around 
in competition with each other and against “Old Man 
Par.” 

As efficient chairman of the golf committee, Harry 
Balch, Quality Park Envelope Company, was the host- 
in-chief of the day. Under his management there 
was plenty of everything, except caddies. And it cer- 
tainly wasn’t his fault that final examination at the 
local high school prevented the boys from being pres- 
ent to sell their services. 

An old friend graced the gathering. Charlie Con- 
sodine, who served the industry well as a salesman 
for manufacturers, as president of the Wis-Ill Club, 
as fourth vice-president of N. S. A. and as chairman 
of the National Stationers Association committee sev- 
eral years ago. Charlie played golf and left before 
dinner was served, to give him time to drive home to 
Indianapolis. 

The annual match between manufacturers and deal- 
ers was won by the former. With ten men to a team, 


GATHERING OF THE SMITH-CORONA 
CLAN.—L. C. Smith & Corona Type- 
writers, Inc., recently held a meeting of 
its home office field representatives at 
the Onondaga hotel, Syracuse, and dur- 
ing the gathering these gentlemen posed 
for picture. Standing: John J. McCormick, 
sales manager Corona division; William 
Wade, Corona division, home office; 
Leslie Beaton, Newell-Emmett Company 
of New York: C. B. Lynham, George 
Farrell, Carl Wittkowski, Harold Fox, field 
representatives; Charles F. Metzger, sales 
manager, Corona adding machine divi- 
sion. Seated: Joseph McCarty, George 
McKee, Tom Dewitt, Milton Watson, Paul 
Jones and A. B. LeFleur, field representa- 
tives. 
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the manufacturers had an advantage of 28 strokes. 
The low man of the manufacturers was Garry Dell 
of the Southworth Company, who turned in an 81 
and will be custodian of the club’s trophy for the en- 
suing year. He also received a prize for the best low 
gross performance. 


Low Net Winners 


Low net was won by the following in the order 
listed: Clark Roland, Marshall-Jackson Company; Joe 
Sunderland, National Pencil Company; Ed. Shapiro, 
Esco Stationery Company; Ernie Lund, Englewood 
Blue Print Company; Bill Boyd, Acco Products, Inc.; 
Rudy Janovsky, Wilson-Jones Company; C. E. Erick- 
son, Diebold Safe & Lock Company; John Smythe, 
Geyer’s; D. Galbraith, The Carter’s Ink Company; Joe 
Pritchard, Pritchard Stationery Company; Fred Jones, 


GREAT LAKES TRAVELERS CLUB OUTING. ROLLING GREEN COUNTRY 
CLUB. 


l. Harry Balch, Quality Park Envelope Co.; Tony Peters, Horder’'s 
Inc., Chicago; Bill Boyd, Acco Products, Inc.; Fred Jones, Horder's 


c. 
2. John Gilbert. Office Appliances; Ham Kendrick. American Pencil 


Co.; Harry Short. Columbian Art Works; Benny Allen. American 
Pencil Co. 
3. H. J. Burras and C. O. Burras. Burras Staty. Co.. Oak Park. IIl.; 


Rudy Janovsky, Wilson-Jones Co.; Frank Giuntini, Utility Supply 
Co.. Chicago. 

4. Ed. Conlon, Rockwell-Barmes Co.; Jack Rushmore, Reyburn Mig. 
Co.; Ralph Maneval, A. W. Faber, Inc.; Charlie Consodine, special 
guest from Indianapolis and former president of the G. L. T. C. 
when it was known as the Wis-Ill Club. 

5. Tom Gillice, Rockwell-Barnes Co., and Ray J. Eichenlaub, Service 
Steel Products Corp.. record keepers por excellence. 

6. Ernie Lund. Englewood Biue Print Co., Chicago; Bill Weber. Ace 
Fastener Corp.; Joe Pritchard, Pritchard Staty. Co., Chicago; Joe 
Sunderland, National Pencil Co. 

7. Dick Gingland. Esterbrook Pen Co.; Jim Lynch. Stevens Maloney 
& Co., Chicago: Fred Cook. Just & Son, Chicago; Hy Linden, Ace 
Fastener Corp. 





OFFICE APPLIANCES 


Horder’s, Inc.; Gordon Kickels, The Globe-Wernicke 
Co. 

Mr. Balch presided at the dinner. He called upon 
G. L. T. C. President Ed. Rohrs, who expressed his 
satisfaction at the excellent attendance and fine spirit 
shown. 

As usual, Ray Eichenlaub of Service Steel Products 
Corporation, and Tom Gillice, of Rockwell-Barnes 
Company, were present to participate in the fellow- 
ship of the day and take care of the records and 
finances. They are always on the job and always 
right in their accounts. 

—-? 
LIONS CLUB HONORS COHEN 

Approximately 150 persons were in attendance at a 
banquet given last month by an intercity meeting of 
Lions Clubs at Mulberry, Ark, in honor of Louis Cohen, 








8. I. Anderson, Chandler's, Inc., Evanston, Ill.; B. L. Beeler, J. L. 
Hanson Co.; A. Kutok, Chandler's, Inc. 
9. B. J. Powell, A. W. Faber. Inc.; John Smythe and Paul Yocum, 


Geyer's-Topics; Lloyd Keenan, Index Sales Co. 

10. D. Galbraith. The Carter's Ink Co.; A. P. Franz, Franz Staty. Co., 
Chicago; P. J. Stack, Johnson-Stack Co., Chicago. 

ll. Al Baugher. The Carter's Ink Co.; Art Olsen and Al Cummins. 
Burras Staty. Co., Oak Park, Ill.; Ed. Malloy, Reliable Staty. Co., 
Chicago. 

12. J. K. Martin, K. E. Wallace and J. A. Johnson, all Globe Furniture 
& Staty. Co., Chicago; Garry E. Dell, Southworth Co. 

13. C. E. Erickson. Diebold Safe & Lock Co.; John A. DePew, Zion 
Industries, Inc.; Saul Hurtig. Acme Staty. Co., Chicago; M. Rosenthal, 
Wicker Park Stationers, Chicago. 

14. E. Collins, Rockwell-Barnes Co.; Harry Burberry, Commercial Staty. 
Co., Chicago; Bill Lipner, Koh-I-Noor Pencil Co.; H. Nelson. Just 
& Son, Chicago; Jack Lenihan, Wilson-Jones Co.; Ed. Rohrs, Eaton 
Paper Corp.. and president of the Great Lakes Travelers Club; Tom 
Gillice, Rockwell-Barnes Co. 

15. R. Achtner, Office Staty. & Equipment Co., Chicago; Chuck Lofgren 
and N. Burgess, Sanford Ink Co.; Gordon Kickels, The Globe- 
Wernicke Co.; C. J. Cooper, Sengbusch Self-Closing Inkstand Co.; 
E. Collins, Rockwell-Barnes Co. 
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There is a new standard of values 
sweeping the country. It is spread- 
ing up and down the line—from 
president to office boy, from city to 
farm, at the stenographer’s lunch 
table and across the back fence. 





That standard is quality. The 
sentiment is: if this 1s your year to 
buy, it’s your year to buy Quality. 

The man with a yard gets a 
lawn mower that will click off the 
grass for many summers ahead. 

The man who buys a new car is 
looking under the hood—not for 
more miles per hour, but for more 
years of miles. 





The woman in the home is get- 
ting the electric refrigerator she 
has always wanted—because she 
can’t afford mot to. She is getting 
the electric cleaner, the washing 
machine and the stove that last, 
because she’s a spendthrift if she 


doesn’t. 
The man wants “‘all wool and a 
yard wide” in his suit; boots with 


fine upper leather and rugged soles; 





and a watch that counts sixty 
honest seconds every minute, and 
is built to count them sixty years 
from now. 

. oe 


In office and factory the men who 
buy are asking more questions, 
making more tests and buying the 
product that stands up to the job 
and lives up to the requirement. 

In buying for ’41 they are look- 
ing, planning and building ahead 


for ’51. 





They are doing this on every 
thing from a pencil sharpener to 
a dynamo, from a typewriter to a 
punch press. 


They are doing it in the field of 


duplication. 

In other words, they are install- 
ing the Mimeograph duplicator for 
their duplicating needs today, 
knowing it will serve them for the 
years to come. 

The Mimeograph duplicator can 
“take it.” It rolls out copies up to 
160 per minute. Not just letters 
and bulletins—but everything 
from a 3x5 label to a 1000-page 
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w= A good year 


to plan for the Years to Gome 





report. It does it privately. It can 
do it hour after hour—24 hours 


per day. 





It requires no extra personnel— 
anyone can operate the Mimeo- 
graph duplicator. You can read 
what it rolls out; you can depend 
on the accuracy of what it rolls 
out. Your hands keep clean oper- 
ating it. If you need lots of copies 
from one master pattern, quickly, 
economically, and easily—you 
have a place for the Mimeograph 
duplicator. 

Our local distributor will gladly 
survey the paper work problems 
and duplicating needs of your 
business, without cost or obliga- 


tion to you. 





MIMEOCRAPH 
DUPLICATORS 











Built to work 
for you and last 
for you; built to 

speed up produc- 

tion and save money 
















Mimeograph 
duplicator 


MIMEOGRAPH isthe trade-mark of A. B. Dick Con 
pany, Chicago, registered in the U. 5. Patent Office 











58 


governor of Lion district No. 7 and president of the 
Fort Smith Office Supply House, Fort Smith, Ark. 
Jack Haberer reviewed Mr. Cohen’s achievement as 
a member of the organization and listed the follow- 
ing as outstanding chapters in his career: A charter 
member of the Fort Smith club, one of the leaders 
in the organization of sixteen Lions clubs and has 
served several times as president and as secretary of 
the Fort Smith organization. 
*9 ~~. 


DICTAPHONE’S SOUTHERN ACES CONVENE 


The Dictaphone Corporation’s “Southern Aces,” an 
organization composed of the sales staff of sixteen 
divisions located in Georgia, Alabama, Florida, North 
and South Carolina and part of Tennessee, held its 
annual convention in the Henry Grady hotel, At- 
lanta, Ga. 

The meeting was opened in a private room of the 
hotel and was an all-day session. Lloyd Powell, gen- 





TIME OUT FOR A PHOTOGRAPH!—Dictaphone’s Southern 

Aces and their ladies interrupt an excellent dinner in Atlanta‘s 

Henry Grady hotel while a photographer puts the meeting 
on record photographically. 


eral sales manager, attended and conducted the busi- 
ness session during the day. 

A reception was held in the evening and a great 
many invited guests, business men and officials of 
Atlanta enlarged the crowd. At 9 o’clock everyone 
sat down to a sumptious dinner which was followed 
by dancing well into the early hours before the party 
broke up and the Southern Aces returned to their 
respective territories to await the convention next 
year. 

<< 
DEVICE CONVENTION TO BE HELD 
OCTOBER 13 TO 16 


The Marking Device Association office recently an- 
nounced the selection of October 13, 14, 15 and 16, as 
the time of the 1941 industry convention. It will be 
held at the Edgewater Beach hotel on Chicago’s north 
side. 

After considering many plans for increasing the 


MARKING 
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attendance this year, the fall season was selected 
instead of the customary spring season, as it offered 
an opportunity of holding the convention in the same 
city with, and immediately following the stationers’ 
convention announced for October 5, 6, 7, 8 and 9. 
This should be of added interest to stationers who 
make or handle marking devices, and marking device 
dealers distantly removed from Chicago. It is antici- 
pated that vacation trips will be arranged by many 
in order to take advantage of the valuable opportunity 
of attending both conventions at minimum expense. 
As for the program, it will be built around the gen- 
eral theme of National Defense, touching the side so 
little discussed, that of its restrictive and limiting 
action on business in the marking device industry. 
In addition to the capable speakers selected for the 
program, there will be plenty of “sales dynamite.” 
There will be morning sessions only, leaving the 
afternoons and evenings for planned entertainment, 
round table sessions, visiting exhibits, and seeing the 


town. 
—_>-———— 


CREDIT EXECUTIVES MEET IN CHICAGO 


Marked by a fine attendance and an impressive 
program of prominent speakers, the fourteenth annual 
conference of Credit Executives was held at the 
Stevens hotel, Chicago, June 18 to 20. The delegates 
participating were credit executives associated with 
manufacturers selling stationery, office and school 
supplies and kindred industries. 

The first meeting opened with A. H. Mueller, As- 
sociated Stationers Supply Company, presiding and 
the speakers and their subjects were: “The Credit 
Men’s Problems from Management’s Point of View,” 
by H. G. Horder, Horder’s, Inc.; “The Interpretation 
of Balance Sheets,”’ by Roy Foulke, Dun & Bradstreet; 
“Advantages of Credit Control Measures Within an 
Industry,” by John Bireley, J. W. Butler Paper 
Company. 

Speakers for the two Thursday sessions and their 
subjects were as follows: 

“How Sales and Credit Departments Can Cooperate,” 
by George Cormack, Wilson-Jones Company; “Why 
Dividends Are Not Larger in Involved Cases,” by 
Joseph P. Templeton, Joseph Dixon Crucible Com- 
pany; “The Opportunities of a Credit Man,” by R. 
Kalivoda, A. C. McClurg & Company; “Problems of 
Collection on Accounts in Difficulty,” by A. Popper, 
attorney for the Stationers & Publishers Board of 
Trade; “Are Credit Men Becoming too Mechanical,” 
by Clarence Beecher, Autopoint Company. F. E. Keb- 
ler, The Globe-Wernicke Co., and W. D. Comstock, 
G. J. Aigner Company, presided at the morning and 
afternoon sessions respectively. 

On Friday, the closing day of the conference K. C. 
Bolesky, All-Steel-Equip Company, conducted the 
morning meeting which was an “Information, Please” 





BANQUET ENDS CHICAGO CREDIT MEN’S CONFERENCE HELD IN THE STEVENS HOTEL 
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ETERNAL VIGILANCE 
takes heroic form at the 
National Archives Building. 
It is a commonplace reality 
in the Panama and Beaver 
laboratories. 
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session and in the afternoon R. Lawrence Unser, Gen- 
eral Pencil Company, introduced the following 
speakers and their subjects: 

“What the Credit Man Should Know About Foreign 
Credits,’ by T. B. Tedford, First National Bank; 
“Creditor Control—Why Abandoned,” by Archie H. 
Cohen, referee in bankruptcy of the U. S. District 
court; “Tax Factors in Credits,” by William B. Swin- 
dell, Swindell, Snow & Company. 

Dr. Melchoir Palyi, well-known economist, who was 
scheduled to speak on “Role of the U.S. in a Post-War 
World,” was unable to attend the meeting. 

The annual banquet brought the conference to 
an end. 


— 
CONNECTICUT VALLEY STATIONERS PICNIC 


Up in the beautiful hills of Connecticut—at Middle- 
field to be exact—in spite of ominous rumblings of 
thunder rolling around in the hills and an embryo 
cloudburst which lasted for half an hour, about 100 
members and friends of the Connecticut Valley Sta- 
tioners Association made “Happy Acres” still happier 
during their annual outing on June 18. And maybe you 
think the elements didn’t put on a great show for the 
half hour—and just as lunch was ready to be served 
the early comers. And how! The outside camp kitchen, 
the attendants, picnickers and all beat a hasty retreat 


CONNECTICUT VALLEY STATIONERS OUTING. 


. Standing: Mrs. Percy Jacobs, Mrs. D. L. MacDonald, Mrs. Wood. 
Seated: Mrs. Bob Irving. Mrs. Moore, Miss Chamberlain, Mrs, Elmer 
Pape. 

. Front: Mrs. John F. Molloy. Mrs. Stanley McGar, Mrs. Sidney Chal- 
lenger. Rear: John F. Molloy. John F. Mollo Co., Meriden, Conn.; 
Sidney Challenger. Frank H. Fargo Co., Bridgeport, Conn. 

. The Pape clan of New Britain. Bill, Mrs. Elmer Pape. Elmer Pape 
Margaret ‘‘Red”’. 

. Arthur Shearman. Boorum & Pease Co.; ‘‘Red’’ Pape; Mrs. . 
MacDonald; D. L. MacDonald, D. L. MacDonald Co.. Lynn. Mass. 
president. Boston Stationers Association: George Hiltz, Standard 
Crayon Co. 


. Our bathing beauties. Betty Shearman, daughter of Arthur Shear- 





OFFICE APPLIANCES 


for the shelter of a commodious dining and recreation 
room on the premises. Rather a damp Start but it takes 
more than that to dampen the ardor of pleasure-bent 
stationers. 

By two o’clock the elements seemingly had had their 
fun and Old Sol beamed once again as all piled out to 
the open field for an afternoon of varied program. 
Barnyard golf—darts—horseshoes—golf driving contest 
—peanut races and what have you—all under the able 
direction of George W. Hackbarth, Edward Granfield 
Company, New Haven, Conn., who was the one-man 
committee for the sporting events of the day—made 
the afternoon extremely full and very short. 

It was dinner time all too soon and you can well 
imagine how long luscious steaks lasted among that 
hungry crowd. You're right! Not long. The diners did 
pause long enough to listen to our old favorite, Tom 
Stonehouse, W. A. Sheaffer Pen Company, give his 
“Golden Gate” and a couple other popular numbers. 
The annual wouldn’t be complete without Tom's melo- 
dious tenor. 

President Percy Jacobs, John R. Rembert Company, 
New Haven, Conn., introduced D. L. MacDonald, D. L. 
MacDonald Company, Lynn, Mass., president of the 
Boston Stationers Association, who presented his 
thanks for a good day and closed with an invitation to 
all to the Boston Stationers outing on June 28. 

The hard working George Hackbarth took the floor 


a” 





man, Boorum & Pease Co.; Margaret Pape, daughter of Elmer Pape. 
Adkins Ptg. Co.. New Britain, Conn. 


6. E. E. Smith, E. A. Kramer Co., New Haven, Conn.; G. W. Hackbarth. 
Edward Granfield Co., New Haven, Conn.; Dave Jacobs, John B. 
Rembert Co., New Haven. Conn. 


7. Bob Hawthorne, Barney Hawthorne, Thure Bengston, Lee Fitzsim- 
mons, Adkins Ptg. Co., New Britain, Conn.; Bob Irving. F. S. Webster 
Co. 


8. Tom Joyce. Bradley & Scoville Co., New Haven; Bob Martin, Edward 
Grantield Co.. New Haven: Dave Jacobs, John B. Rembert Co., New 
Haven: Mike Purcell, E. A. Kramer Co., New Haven. 


9. Harry Ferry. National Blank Book Co.; Mr. Moore, Yale Co-op 
Store. New Haven; Mrs. Leah Martin. Edward Granfield Co., New 
Haven; Mrs. G. W. Hackbarth:; Mrs. Moore. 
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and presented awards for the winners of the after- 
noon’s events, who were as follows: 

Ladies’ barnyard golf, first, Mrs. Sidney Challenger; 
second, Mrs. Elmer Pape. Peanut race, first, Miss Mar- 
garet Pape; second, Mrs. Moore. Dart contest, first, 
Mrs. Robert Irving; second, Mrs. George Hackbarth. 
Men, barnyard golf, first, Percy Jacobs, John R. Rem- 
bert Company, New Haven, Conn.; second, Robert Irv- 
ing, F.S. Webster Company. Golf driving, first, George 
Hackbarth, Edward Granfield Company, New Haven, 
Conn.; second, M. Moore, Yale Co-op Store, New Haven, 
Conn. Horseshoes, first, Thomas Joyce, Bradley & Sco- 
ville Company, New Haven, Conn.; second, W. G. Pape, 
Adkins Printing Company, New Britain, Conn. 

Shortly after the company said their “adieus” for 
another year loud in their praise of the day, the loca- 


tion and the committees. 
_ . — a 6 


N. Y. GIRL WINS INTERNATIONAL TYPING 
CONTEST 

Setting a new world’s record for speed typing, Miss 
Margaret Hamma, of New York City, last month won 
the professional one-hour typewriting event at the 
International Commercial Schools contest in the Sher- 
man hotel, Chicago. The girl won the event by typing 
149 net words per minute on an Electromatic (all- 
electric machine) made by the International Business 
Machines Corporation. 

Second place was won by Albert Tangora, who used 
a Royal typewriter to write 142 net words per minute, 
thereby bettering his last established record of 141. 

Third place went to Cortez W. Peters, with a net of 
141 words. Mr. Peters also used a Royal. 

Winners in the other events were as follows: 


Shorthand 
Peggy Miner, Kansas City; Margaret Roy, Buffalo, 
N. Y.; Jimmy Frank, Kansas City; Olga Michalenok, 
Cleveland; Mary Judd, Salt Lake City; Dorothy Whit- 
comb, Danville, Ind.; Minna Turnbull, Cleveland. 


Bookkeeping 
Mary Jane Trivisonno, Cleveland; John Theilen, Min- 
neapolis; Fred Madenberg, Chicago; Sanford Likoves, 
Cleveland; Harry Mizuno, Salt Lake City. 
Machine Calculation 
Agnes Kovalik, Cleveland; Dan Ermine, Cleveland; 
Rose Marie Adams, Danville, Ind. 


Dictating Machine 

Margaret Endler, Cleveland; Elizabeth Service, Salt 
Lake City; Ethel Dawson, Seattle; Betty Gierling, 
Cleveland; LaRue Sargent, Salt Lake City; Jean Mont- 
gomery, Seattle. 

Typewriting 

Eileen Offtermatt, Cleveland; Elizabeth Service, Salt 
Lake City; Dorothy Whitcomb, Danville, Ind.; Barbara 
Hentges, LeMars, Iowa; Margaret Roy, Buffalo; Claude 
Smith, Seattle; Velma Crisman, Tacoma. 

A portable typewriter event was won by Mr. Peters, 
who used a Royal to write 115 words per minute in a 
twenty-minute period. 


°—-> 
PITTSBURGH 0.A.M.A. ELECTS OFFICERS 

At a recent meeting the Office Appliance Managers 
Association of Pittsburgh elected the following offi- 
cers and directors for the coming year: 

President, Milton Weiner, Allen Wales Adding Ma- 
chine Agency; vice-president, Frank Lobert, Buckeye 
Ribbon & Carbon Company; secretary-treasurer, F. 
R. Markland, Egry Register Company. Directors: W. 
S. Thompson, Kee-Lox Manufacturing Company; John 
R. Caldwell, The General Fireproofing Company; Page 
Young, Art Metal Construction Company; N. B. Din- 
inger, Remington Rand Inc.; Charles M. Bender, 
Standard Register Company; G. L. Cooper, Ditto Sales 
& Service. 

President-Elect Weiner announced that new and in- 
creasing problems of management due to the defense 
program will be among the subjects presented for 
discussion at the association’s weekly meetings. 
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CANADIAN U. E. F. HOLDS CONFERENCE 
Production, distribution and sales plans adapted to 
Canada’s high-speed war-time economy were formu- 
lated by Underwood Elliott Fisher Limited’s managerial 
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45TH CONFERENCE OF UNDERWOOD ELLIOTT FISHER 
LIMITED AT TORONTO.—(Top) World's largest ribbon spool 
served as wrapper for a gift for President Joseph L. Seitz from 
his twenty-two branch managers at a dinner which concluded 
the anniversary conference. (Center) Canada from coast to 
coast, front row: H. C. Russell, Hamilton; Harry Glover, Sas- 
katoon; Veron Cooper, Saint John; Miss S. E. Craig, Victoria: 
President Seitz; Miss E. Il. Cherry, Regina: Edward Grand. 
Ottawa; W. O. Webster, Vancouver, and G. M. Sanborn, Halifax. 
Center row: W. H. Muirhead, Montreal; C. J. Cooper, Kitchener; 
W. L. Fraser, Calgary; James Gibson, Winnipeg; W. M. Fawcett, 
Edmonton; A. J. Scott, London; Frank Newman, St. Catherines, 
and P. S. Shaw, Windsor. Back row: R. T. Pammett, Peter- 
borough; James Gloss, Fort William; John Hunter, North Bay; 
E. J. Dunne, Kirkland Lake; G. H. Francis, Timmins, and H. P. 
Moyer, Sudbury. (Lower) President Seitz cuts birthday cake 
replica of typewriter. Those looking on (L to R) are Sadie 
Craig, Victoria manager; Isabel Cherry, Regina manager: 
F. G. McGinn, portable sales manager and Mary McMahon, 
employment division. 


personnel at a recent foregathering in Toronto which 
marked the company’s forty-fifth anniversary. 

Managers of all UEF branches and sub-branches 
from Halifax to Victoria, together with division heads 
from the home office in Toronto, were convened for a 
three-day forty-fifth anniversary conference by Joseph 
L. Seitz, president, “to stimulate and clarify our think- 
ing, to refresh our acquaintance, to facilitate an ex- 
change of experience and opinion, to seek answers 
to the common questions which confront us.” 

After a visit the first morning to the nearby Weston 
plant of Canada Cycle & Motor Company Limited, 
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OLUMBIA Carbon Papers 
i , THIS ONE . 
are famous for their all- FEATURE ALONE previous lines—practi- 
around Quality—-in clearness WOULD MAKE cally doubling the carbon paper’s 
of write, long life, number of COLUMBIA CARBONS life. 


YOUR “Quick Extraction” alone 
BEST SELLER een | 
would make Columbia your best 


selling carbon paper. Add it to 


copies, economy. But with the 





girls who do the typing “Quick 





Extraction” —Columbia’s contri- 


bution to speed, efficiency and neat work—makes all the other Columbia features and Columbia’s 


Pinnacle and Silk Gauze brands favorites. reputation with the trade, and you will under- 


Just a pull, a single swift motion, removes the stand why so many dealers concentrate on 


carbon sheets from between the original and car- Columbia. If you don’t know about the Colum- 


bon copies. Reversed, the extra length causes the bia plan write us now. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. I, N. Y. 


Kansas City, Mo., Dwight Bldg. 


New York Sales and Export, 58-64 West 40th St. 
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ADJUSTA 


Office workers need all possible encour- 
agement toward clear thinking, alertness, 
freedom from fatigue. With important 
duties to perform, no office can function 
at its best when a worker... 


. even one 


worker...is retarded through discomfort. 


Sell working comfort through Adjusta- 
bility in GoodForm Steel Office Chairs. 
It's a proven means for securing more 
and better office production through 


wide-awake, comfortably seated workers. 


COMPANY - 


CABINETS, SAFES, STEEL SHELVING, 


CAN SUPPLY 





YOUNGSTOWN, 


STORAGE CABINETS, 






CHAIRS 


The office equipment merchant actually 
stands only as high in the customer's es- 
timation as his service to the customer's 
business. To recommend GoodForm Ad- 
justable Steel Office Chairs is a frank and 
open way of saying to the customer... 
“here is comfortable seating equipment 
that is both comfort-matched and duty- 
matched to the worker and to the job... 
that helps to keep the worker in condi- 
tion at all hours...free from the unneces- 


sary fatigue of an uncomfortable chair.” 


OHIO 


FILING SUPPLIES 
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which handles some parts finishing for UEF, the con- 
ference was formally welcomed to Toronto by his 
Worship Mayor Fred J. Conboy. 

Kelvin R. Bell, supervisor of UEF factory operations, 
then outlined the company’s extensive production 
facilities. This was followed by leisurely inspections 
of the plant of Underwood Elliott Fisher Manufactur- 
ing Company Limited, of the elaborate UEF service 
division, of the printing division and finally of the 
newly modernized head office building itself. 

New models of Underwood, Sundstrand and Elliott- 
Fisher adding and accounting machines were demon- 
strated the second day by R. G. Adams, national add- 
ing-accounting machine sales manager, and a minute 
comparison of competitive products was made by 
Stanley H. Symonds, Toronto service manager. 

Talks were given on “Typewriter Sales,” by J. F. 
Carolan, Toronto typewriter sales manager; on “Car- 
bons & Ribbons” by W. J. Seitz, vice-president of 
Peerless Carbon & Ribbon Company Limited; on “Sup- 
ply Sales” by W. J. O’Reilly, UEF stationery & supply 
sales manager; “Portable Sales,” by Frank G. McGinn, 
portable sales manager; on “Service” by Stanley H. 
Symonds; on “Employment” by Mary MacMahon, 
veteran Toronto employment manager, and on “The 
New Importance of Public Relations,” by Lee Trenholm, 
director of the public relations division. 

All of the morning and afternoon of the third day 
were given over to general discussion with a luncheon 
interlude marked by a stimulating talk on “Sales” by 
H. M. Turner, vice-president of the Canadian General 
Electric Company Limited. 

The conference concluded with the president’s din- 
ner at the Granite Club, at which Mr. Seitz dwelt with 
pride on the fact that the forty conferees’ total service 
with the company aggregated 839 years, an average 
of twenty-one. He summarized the topics that had 
been covered and the decisions reached during the 
conference and outlined Underwood Elliott Fisher’s 
future sales and management policies. 

—- © - 
CHICAGO TYPEWRITER MEN MEET 

About twenty-five were present at the regular 
monthly meeting of the Chicago Typewriter Dealers 
Association when it was called to order by President 
Sam Fogel in the Sherman hotel on the evening of 
June 9. The only topic of discussion for the evening 
was the coming Chicago convention of the National 
Typewriter & Office Machine Dealers Association. 
Scheduled for July 21, 22 and 23, it will be held in the 
Palmer House, where manufacturers’ exhibits and 
informative addresses will provide an educational op- 
portunity for members of the trade. 

Elmer Young, as chairman of the convention ex- 
ecutive committee, spoke at some length on the plans 
and program which are presented in detail elsewhere 
in this issue. Chairmen of sub-committees also made 
reports which indicate that the convention will be an 
effective instrument for the advancement of the in- 
dustry. 

The meeting adjourned at about ten o’clock. 

—- 
0. E. M. I. HOLDS SUMMER MEETING 

With more than two-thirds of its company members 
represented, the summer meeting of the Office Equip- 
ment Manufacturers Institute was held June 12 and 
13 at Skytop Lodge, Skytop, Pa. 

The delegates were greeted by an impressive list of 
speakers and learned that the two-day gathering was 
to stress two themes, namely, “Selling Under Pres- 
ent Market Conditions,” and “The Place of the Office 


Equipment Industry in the National Defense Pro 
gram.” 
The first-named title above was also that of the 


address delivered by the first speaker, Gordon Pack- 
ard, general sales manager of the International Busi- 
ness Machines Corporation. Mr. Packard’s talk was 
timely in that he covered a number of important and 
pertinent subjects of interest to everyone present. 
His address was in the nature of a warning of what 
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conditions are ahead for the industry and a series of 
suggestions of the best possible steps for the business 
man to take. 

The speaker said we must guard carefully against 
the danger of becoming complacent in a seller’s mar- 
ket and pointed out the vital necessity of continuing 
and improving programs of sales and service educa- 
tion. He declared that the manufacturer should not 
neglect his advertising and sales promotion and would 
do well to continue these endeavors regardless of con- 
ditions. He said another major factor to consider and 
remember is the importance of old established custo- 
mers from whom business will come after the emer- 
gency. 

There were five other speakers during the two-day 
session all of whom delivered exceptionally fine ad- 
dresses, the purpose of which, however, was to em- 
phasize the many points covered by Mr. Packard. 
These speakers and their addresses were: 

S. E. Charles, Thomas A. Edison, Inc., “The Attitude 
Toward Advertising and Sales Promotion Under Pres- 
ent Market Conditions.” 

J. A. Livingston, staff economist of Business Week, 
“Should Extensive Market Research be Continued Un- 
der Present Market Conditions?” 

P. M. Zenner, vice-president in charge of sales, The 
McBee Company, “How is the Selective Service Act 
Affecting Sales and Service Personnel?” 

Leo T. Osmon, director, sales education division, 
Underwood Elliott Fisher Company, “The Need to Con- 
tinue Programs of Sales and Service Education.” 

R. J. Zinn, assistant sales manager, Standard Regis- 
ter Company, “The Importance of the Small Order 
in Today’s Business.” 

Robert R. Nathan, bureau of research and statistics, 
Office of Production Management, Washington, D. C., 
was a speaker at one of the luncheons, and L. C. 
Stowell, vice-president of Underwood Elliott Fisher 
Company, opened the second day’s morning session. 
As the Institute’s vice-president and chairman of the 
general executive committee he rendered a report 
covering the activity of his committee and the secre- 
tary’s office with respect to the National Defense 
Program. 


<< — 

ILLINOIS RIBBON & CARBON MEN GO GOLFING 

In making plans for the annual golfing tournament 
of the Illinois Carbon Paper & Inked Ribbon Associa- 
tion, the members decided to be somewhat exclusive. 
They wanted to play golf at a place where ladies were 
not allowed. Consequently, the choice was Bob O’Link 
Golf Club, where Harold Quest is a member in good 


“ 








SAND TRAP VISITORS AT THE ILLINOIS CARBON PAPER & 
INKED RIBBON ASSOCIATION GOLF OUTING.—(L to R) 
Gordon Segersten, Quest Mfg. Co.; Fred Neely, Fred W. Neely 
Co., and president of the association; Allen Swenson, Quest 
Mig. Co.; Walter Lennartson, Office Appliances; Len Kenney, 
Leonard D. Kenney Co.; Harold Quest, Quest Mfg. Co.; Art 
Andre, A. W. Andre Co.; Herman Keller, Quest Mfg. Co. 


standing. Harold played the part of the genial host 
to perfection on Wednesday, June 18, where he re- 
ceived a rather small but select crowd. A few arrived 
early enough in the morning to play nine holes before 
lunch. The tournament itself took place in the after- 

















Wake up, America..... 
DAWN /s BREAKING! 


OLD TOWN’S Curlproof DAWN is 


breaking recerds in Sales, Profits 
and Customer Satisfaction .. . 








3 MAGIC WORDS—“DAWN won’t curl!” are 
causing a sensation among carbon dealers .. . 
giving a new concept of clean non-curling car- 
bon reproduction to Secretaries throughout 


America. 


DAWN is no run-of-the-mill part-time non- 
curling carbon paper that stays flat only in nice 
balmy weather. DAWN stays flat under every 
climatic condition—in broiling heat and swel- 
tering humidity, in clammy dampness and frigid 
cold. No prima donna, DAWN withstands terrific 
pounding, delivers gleaming impressions after 


days of hard usage. 


You can be sure of one thing. We are not 
hiding DAWN’S mighty light under a bushel. 
Powerful advertisements in national magazines 
are punching home the story of DAWN — the 
strongest, most convincing selling story of any 
carbon paper on the market. 


Curls are beautiful on the head oflovely Lynn Merrick, Republic 
Pictures star but a nuisance on carbon paper Ask any Secretary. 


Do you want to get in on this extraordinary profit campaign? Then 
what are you waiting tor? Write or wire for details of our franchise 


and we'll show you action the like of which you have never seen! 


Modern offices are standard- 
izing on OLD TOWN PURE 
SILK-aristocrat of the type- 


writer ribbon family. 





OLD TOWN wn, Cond &- Carbons 


C. ‘MAKE A GOOD IMPRESSION” 
— 


— 











750 Pacific Street, Brooklyn, N. Y. 59 East Van Buren Street, Chicago 788 Mission Street, San Francisco 


















You Just Can't do it! 


The FIREFOE TRANSFILE FILE meets all your cus- 
tomers’ objections— you can’t buy another fibre 
board file that will. There is nothing like it... It 
is the only fibre board file which is fire resistive — 
the shell is specially treated fibre board, asbestos 
covered ... It is the only fibre board file with ball 
bearing drawer operation—the heavier the load 
the easier the roll... It has a positive automatic 
drawer stop—steel front—2-Way Interlock fea- 
ture —Steel reinforcement and the entire outside 
shell is finished in olive green. 


If you.sell TRANSFILE FILES you have a real 
“jump” on the market—a field no one else can 
touch. This is a swell opportunity. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


TRADE MARK 








4 


STYLES 


13 


SIZES 
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The REGULAR TRANSFILE, one of the most popular mem- 
bers of the TRANSFILE family. 
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noon over the well kept fairways and beautiful greens 
of Bob O’Link’s famous course. There is not much 
water to disturb the equanimity of golfers but the 
prevalence of sand traps made up for any aqueous 
deficiency. 

Fred Neely earned for himself the sobriquet of 
“Sandy” because he visited every trap on the course 
and added at least two strokes to his score on each 
visit. Some of the other players made their way into 
the traps also, but they could not equal Fred’s record. 

When the evening shadows began to lengthen, the 
weary players were subjected to the invigorating 
stings of shower baths just before indulging in a de- 
lightful dinner. Then Leonard Kenney, as chairman 
of the prize committee, took charge and made the 
following distribution: The first prize, a pen and 
pencil set, to Gordon Segersten, Quest Manufacturing 
Company; second prize, a dozen golf balls, to Harold 
Quest; third prize, an electric clock, to A. W. Andre; 
fourth prize, a dozen golf balls, to Allen Swenson, 
Quest Manufacturing Company, and fifth and sixth 
prizes, mechanical pencils, to Leonard Kenney and 
Walter Lennartson. 

Some of the prizes were paid for out of association 
funds, but most of them were donated by the fol- 
lowing: Best Paper Box Company; Codo Manufactur- 
ing Company; Miller-Bryant-Pierce Company, and 
Dave Neuhaus of H. M. Storms Company. 

Immediately after the distribution of prizes the 
group went out on the porch of the club house to 
listen to the broadcast of the Louis-Conn fight. At 
its conclusion the outing was declared over and all 
participants headed for home with a sense of having 


a genuinely good time. 
o <i 3 


PITNEY-BOWES MEN HOLD ANNUAL SALES PARLEY 

The annual sales convention of Pitney-Bowes Postage 
Meter Company was held last month at Stamford, 
Conn., home office and factory, and at the Oyster Har- 
bors Club, Osterville, (Cape Cod), Mass., under the 
direction of W. R. Greenwood, vice-president and gen- 
eral sales manager. 

This convention was attended by branch managers 
and salesmen from all parts of the United States and 
Canada. Group meetings and business sessions were 
held throughout the general offices and factory, fol- 
lowed by a luncheon in the company-operated restau- 
rant, after which all visiting branch managers and 
salesmen, including officers and the executive staff of 
the home office, departed by special train for the Oyster 
Harbors Club. 

A two-day meeting, consisting of business sessions, 
was held, with afternoons given over to sports, includ- 
ing games, fishing, sailing, golf and tennis. A banquet 
was given in honor of the members of the Sales Leader- 
ship Club, the membership of which comprised the 
salesmen and branch managers who, in 1940, led their 
mates in the company’s record- breaking Sales year. 

_—- 
O. E. DINNER CLUB MEETS 

The Office Equipment Dinner Club of New York 
City met May 21 to hear an interesting address by 
Donald Good, general manager of the Lackawanna 
Leather Company. The meeting was held in the Hotel 
Sheraton and there was a good turnout of the mem- 
bership. 

Following his address on leather Mr. Good gave a 
quiz contest which was thoroughly enjoyed by every- 
one present. He was followed by James Liberty of the 
Tanners Counsel Research, who gave an enlightening 
talk on the many uses of leather in the office furni- 


ture field. 
———_o—= > o————_ 


MILLER ADDRESSES AMERICAN LEGION 
William S. Miller, advertising manager for The Gen- 
eral Fireproofing Company, Youngstown, Ohio, deliv- 
ered the principal address at the Memorial Day 
observance sponsored by several American Legion 

groups at Mount Jackson, Pa., on May 30—AK 
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Carbon 
the trade 











I have just spent a swell week-end in the 
suburbs. It not only freshened my spirit, but 
started the old think-tank off on new tracks of 
speculation. 


EXAMPLE—The country squire and his lady 
were showing me through the grounds...a 
paradise of lawns and ferneries, fish pools and 

flower beds. Naturally, 
\ / most of the blooms 
were strangers to a cit 
PI dweller like tot: 
¢ ~ One flashing poniard 


ba of color drew my atten- 

oe tion, and I asked its 
Ai bhes name. 

“That—”" the man stuttered, ‘That's a— er— 
that’s a—well—it's a flower.” 






Here, of course, my hostess intervened with mild 
sarcasm and glibly named names, her husband pro- 
testing that all flowers looked about the same to 
him, anyway. 


* 

Not all Typewriter Ribbons and Carbon Papers are the 
same, either! As there are shade flowers and desert 
flowers, blossoms that love moisture and blossoms that 
don't . .. . so there are typing accessories planned and 
built with definite “living conditions” in mind. 


It is preposterous to forget or ignore this. 


In the conscientious M&V line, each “variety” anticipates 
certain specific demands. By textures, weights and color- 
ings, the diverse requirements of modern business are met. 
‘Tis as futile to sell your customer the wrong ribbon or 
carbon as it would be to plant sunflowers ‘neath low- 
spreading maple trees. 


Understand this better, by studying more carefully the 
valuable M&V Reference Guide, supplied gratis to inter- 
ested merchants. 


We'll be glad to send you a copy. 


A tu Thawed 
MATCHED PACKAGES 


MITTAG & VOLGER., Inc 


PARK RIDGE NEW JERSEY 
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Actions speak louder than words! 


Don’t just tell your customers that you appre- 
ciate their business; show them your apprecia- 
tion by giving them top value whenever they 


buy! 


Invincible Non- _ 


Hardening Platens 


“ 
Ve 


are unconditionally guaranteed to give satisfac- 
tory service. They will bring more of your cus- 
tomers back to you with their repeat business 
and encourage them to recommend your service 
to their friends! 


ANOTHER BUSINESS BUILDER 


Monarch Adding Machines are selling faster 
than ever before; and, because every Monarch 
\ you sell is a living advertisement of their qual- 
ity, speed and econ- 
omy, dealers are 
finding that Mon- 
arch sales multiply 
fast. If you are not 
already handling 
the profitable Mon- 
arch Dealer Line of 
6 and 7 column ad- 
ding machines, 
write for complete 
information today! 





Rebuilt Remingtons Monarch Adders 
Rough Typewriters Monarch Portables 
Typewriter Parts Invincible Ribbons 
Invincible Platens Invincible Carbon 
Rubberite Stencils Shop Supplies 
Typewriter Tools And Other Items 





AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N.Y 


Est. 1880 
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OFFICE EQUIPMENT DINNER CLUB GOLF OUTING 

The beautiful Elmsford Country Club at Elmsford, 
N. Y., was the locale for the annual golf outing of the 
Office Equipment Dinner Club on June 19. About fifty 
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OFFICE EQUIPMENT DINNER CLUBBERS PLAY GOLF. 
. F. J. Bloempot, Sikes Co.; R. B. Hayward and A. J. Andrasik, Macey- 
Fowler Co., New York City; Clad W. Wood, The Sikes Co. 
R. J. Freeman, manufacturers’ representative; R. J. Berry, Berry. 
Dickie & Stettler. Inc., New York City: R. A. Fowler, Macey-Fowler 
Co., New York City: Charles Stettler, Berry, Dickie & Stettler, Inc. 
I. M. Levy and W. Lampel. Art Steel Co., Inc. 
The group poses for a picture toward evening. 
H. Eisenhardt, G. A. Howland and G. Dittman, All-Steel-Equip Co. 
(Front) H. A. Clemetsen, Office Furniture Warehouse, Inc.; Joe 
Galan, Peerless Steel Equipment Co.; J. G. Schwander, Desks, Inc., 
New York City; George Belzel. Blanchard Bros. & Lane; Mr. Israel, 
Raleigh Upholstery Co. (Rear) Moe Turman, Metwood Office Furni- 
ture Co., New York City; Lou Collins, and Samuel Ehrlich, Ehrlich 
Upholstery Co.; Joe Sabin, Columbia Steel Equipment Co. 


. Dave Fisch and Semon H. Nemlich., Regan Office Furniture Co.:; 


D. H. McCree, Lackawanna Leather Co.; B. H. Nemlich, Kegan Office 
Furniture Co. 


members and their friends were on hand to enjoy the 
deluxe accommodations. Not only golf but swimming 
and tennis, too. It was that kind of a day which invited 
a plunge in the cool waters of the pool after the long 





































Jamestown, New York 
U.S.A. 
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You (an Sell 


THESE 


TIME! 


Right now is your oppor- 


ITEMS DURING 


TRANSFER 











tunity to sell these finest quality necessities. 
Quality-Bilt Filing Jackets and Leatheroid File 
Pockets are in demand by many of the outstanding 


firms in this country. 


Sell your customers these filing containers for 
their grouped letters, contracts, orders, and other 


bulky correspondence. 
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QUALITY-BILT FILE JACKETS 
MADE IN LETTER AND LEGAL SIZES 


with 1”, 112” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 


QUALITY PARK 


General Office & Factory 
Quality Park 
St. Paul, Minnesota 














VERTICAL FILE POCKETS 
MADE IN LETTER AND LEGAL SIZES 


with 134”, 312” and 514” expansion. With double 
fronts and backs, glue welded throughout. 


FEATURE THESE BIG 
SELLERS NOW! 


ENVELOPE CO. 


Chicago Office and 
Warehouse 
11-116 Merchandise Mart 
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trek around eighteen holes—up and down all the way— | 


wickedly trapped in spots and every hole a severe test 
Fancy some of these addicts doing thirty-six holes 
under a sun that sent the mercury rocketing to the 
top. But these boys can take it. And they did. 

Yep, the nineteenth hole had a very busy session 
and plenty of customers. 

As soon as the boys could be rounded up, dinner was 
served—a delightful dinner, too. President B. H. Nem- 
lich, Regan Office Furniture Company, New York City, 
presented the thanks of the Club to their host, I. M. 
Levy, Art Steel Company, Inc. R. A. Fowler, Macey- 
Fowler Company, New York City, with the assistance 
of Moe Turman, Metwood Office Furniture Company, 
New York City, presented the prizes for the day’s 
achievements as follows: 

Best golfer of the day, Jack Hegerman, Desks, Inc., 
New York City. 

Runner up, F. J. Bloempot, Sikes Company. 

Kicker’s handicap, I. M. Levy, Art Steel Company, 
Inc., and Joseph Galan, Peerless Steel Equipment Com- 
pany. 

Most sixes on the card—Monty Lakow, Samuel Lakow 
& Sons, Inc., New York City. 

Most sevens, B. H. Nemlich, Regan Office Furniture 
Company. 

Most eights, William Lampel, Art Steel Company, Inc. 

Most nines, George Belzel, Blanchard Bros. & Lane. 

Highest score, Mr. Isreal, Raleigh Upholstery Com- 
pany. 

Tennis, Jack Schwander, Desks, Inc., and D. J. Mc- 
Knight, Lackawanna Leather Company. 

The sum of twenty-four dollars was raised for the 


U.S.O. just before the boys dispersed for their homes. 
- —_-- 


WILSON TO HEAD EXPORT MANAGERS’ CLUB 

At the recent annual meeting and election of offi- 
cers of the Export Managers Club of New York, two 
members of the office equipment industry were named 
to responsible positions in the organization’s execu- 
tive ranks. 

J. T. Wilson, of the International Business Machines 
Corporation, was elected president, and Oron C. Gal- 
lup, of the Faultless Caster Corporation, was named 
secretary. It is a fact worthy of note that in accept- 
ing the office Mr. Gallup will be serving for the 


eighteenth consecutive term. 
— i 


CINCINNATI STATIONERS ELECT OFFICERS 

At a recent meeting the following men were elected 
officers of the Stationers Club of Cincinnati to serve 
for the year 1941-42: 

President, Harry C. Dick, Redeker & Dick, Inc.; 
vice-president, Carl L. Spitzfaden, Carl L. Spitzfaden, 
Inc.; treasurer, A. F. Lindhorst, The Gibson & Perin 
Company; secretary, James D. Dryden, Redeker & 
Dick, Inc. 

The election was held May 21. 


—>.—_____— 
N. Y. STATIONERS PLAY FIFTH GOLF 
TOURNAMENT 

Members of the New York Stationers Golf Associa- 
tion approached the half-way mark in their schedule 
on June 10 when they played their fifth tournament at 
the Richmond County Country Club. Point winners in 
Class A were R. J. Urmston, R. R. Ballinger and F. D. 
Huber and in Class B were B. T. Sandner, A. J. Pfaff 
and E. T. MacIntyre. 


chains ins 
PAY TRIBUTE TO IRVING LEVY 

On June 10 Irving M. Levy, Art Steel Company, Inc., 
New York City, was the honored guest at a meeting of 
the United Jewish Appeals at the Essex House, Central 
Park South, New York City. The meeting was presided 
over by Bernard Nemlich, Regan Office Furniture 
Company, New York, who turned the gavel over to 
Co-Chairman Moe Turman, Metwood Office Equip- 
ment Corp. 

In speaking of Mr. Levy, Mr. Turman said it had 
been his privilege to be with the honored guest in all 





During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 
COMPANY 


900 E. 95th St. 


Chicago, IIl. 
















































Formula For Success: 


PLEASE YOUR 
CUSTOMERS! 





No. 236112 Wal- 
nut Desk—60” x 
34” x 3012”. This 
series includes 8 
flat top desks, 3 
typewriter desks, 
phone cabinet, 
costumer and 
tables. 


YOU'VE been in business long enough to 
know that the only way you can build steady, 
substantial profits is by giving your custom- 
ers a “plus” measure of satisfaction. 

Throughout America, hundreds of office 
furniture dealers are rolling up new sales 
records this year... because they switched 
to Imperial. 

Every Imperial desk . . . regardless of its 
selling price .. . is styled and built to be an 
outstanding value. 

Take the new No. 2300 Series, for in- 
stance. It’s characterized by a distinctive 
beauty seldom found in moderate-priced of- 
fice furniture. Tops are handsomely mould- 
ed. All corners are well rounded. Drawer 
fronts are of center-matched Half-Round 
Walnut, with massive metal pulls. Legs are 
beautifully turned. 

In all the other grades, too, you'll find 
equally impressive values. Write today for 
full information regarding Imperial’s fast- 


moving, customer-pleasing line. 
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DESH COMPANY 


EVANSVILLE, INDIANA 
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circumstances of life and he could truthfully say that 
the more he observed him in action, the more his 
respect for the gentleman increased. 

It was a fine and generous tribute and the acclama- 
tion with which the words were received indicated it 
to be the opinion of the gathering. 

_—~—e 
CHICO STATIONERS FROLIC 

June 18 was the occasion of a golf outing and dinner 
for the Chico Stationers Club which was held as usual 
at Navajo Fields Country Club near Blue Island, III. 


AT THE CHICO CLUB OUTING. 


1. All Chico.—Seated. left to right: Ernie Lund, Englewood Blue Print 
Company; Tom Flinn, Northern Indiana Stationers; Harold Kle‘n, 
Albany Park Stationers: Cless O. Burras, Cless O. Burras Stationery 
Company, Inc.; Clarence Henkel, Englewood Blue Print Company. 
Standing: Walter Madura, Acme Stationery Company; Morris Rosen- 
thal, Wicker Park Stationers; Ray Kirk, Office Stationery & Equipment 
Company. Inc., president of the Chico Stationers Club; Saul Hurtig. 
Acme Stationery Company: Emil Kolar, E. M. Kolar Stationery Com- 
pany; C. Dresser, Englewood Blue Print Company. 

2. Some Chico Visitors.—Seated: George Cormack, Wilson-Jones Com- 
pany, with Ernie Lund in the act of messing up George's hair; Joe 
Pritchard, Pritchard Stationery Company; Ered Pitt, Wilson-Jones 
Company, not too disheartened by George's plight. Standing: Ernie 
Lund; Duncan Conklin, Boorum & Pease Company; Ben Powell, A. W. 
Faber, Inc.; J. Petrak, Just & Son. 

3. More of the Guests.—Seated: Bill N. Kronin, Ace Fastener Corpora- 
tion; John Ramma, Automatic Pencil Sharpener Company; H. Nelson. 
Just & Son: Tom Gillice, Rockwell-Barnes Company; Harry Pinch, 
University of Chicago Book Store: Hy Linden, Ace Fastener Cor- 
poration. Standing: A. W. Starck, Boorum & Pease Company, H. A. 
Sturdevant, Ace Fastener Corporation; R. H. Achtner, Office Stationery 
& Equipment Company, Inc.; Al Baugher, The Carter's Ink Company: 
Tom Chamberlain, Dandy Supply Company; Ed Conlon, Rockwell- 
Barnes Company; Rudy Hvis mf Wilson-Jones Company. 





The entire afternoon was given over to golf, some 
playing twenty-seven holes for good measure and to 
take advantage of perfect weather. A dinner party 
was the climax of the day’s activities. The president 
of the Chico group, which is composed of stationers 
outside the loop in Chicago and in nearby communi- 
ties, is Ray Kirk of Office Stationery & Equipment 
Company. E. R. Lund of Englewood Blue Print Com- 
pany was in charge of the outing. 

—- — 


N. E. TRAVELER-GOLFERS MEET AT PAWTUCKET 


A good attendance, fine time and excellent dinner 
were the highlights of the New England Travelers golf 
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The case that’s bringing in °64.50 


FYPNAT smart-looking piece of luggage on 

| the right is a typewriter case. And a 
very unusual one. For this case gets cus- 
tomers to shell out $64.50 for a De Luxe 
Royal when they had intended buying a 
cheaper model! 

For this is the airplane luggage case that 
comes with every Royal Quiet De Luxe ma- 
chine. Dealers the country over are saying 
that it’s the hottest merchandising device 
yet for “tradin’ ’em up.” 

No wonder. This distinctive piece of lug- 
gage is covered with an expensive herring- 
bone fabric ... tan-colored to match the new 


tan machine . . . stitchbound with top grain 


leather edges .. . has brass fittings through- 
out... and a brown plastic handle. You 


couldn’t want a better-styled travelling case. 


For we think that the finest Portable de- 


serves the finest case. 





ROYAL 
PORTABLE 


THE Standard Typewriter 
in Portable Size 








Copyright 1941, Royal Typewriter Company, Inc. 
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STEEL LETTER TRAYS 


Made of finest cold rolled furniture steel 
in legal and letter sizes. Can be built up 
to any desired height. In olive green and 


walnut or mahogany finishes. 








STEEL PRIVATE FILE 


Designed to keep private letters, bills and 
important information under lock and key. 
Made of heavy furniture steel electrically 
welded for strength. Equipped with A-Z 
index, lock and 2 keys. ..... $2.20 








STEEL CARD CABINETS 


Single or two drawer units for all standard 
card sizes. Built of a fine grade steel. 
Equipped with rubber feet. Drawer stop 
prevents drawer from falling out. Im- 
proved spring compressor. Pronto build- 
up feature for stacking. Solid brass hard- 
ware. Olive green, grained walnut and 
mahogany finishes. 








STEEL CARD INDEX BOXES 


Electrically welded, best grade furniture steel. Durable 
hinges. Domes on bottoms keep them from marring 
furniture. Capacity 450 cards with index. In 3 x 5— 
4x 6—5 x 8 sizes. 


FAST MOVING 
MONEY MAKING 
STEEL PRODUCTS 


These are a few of the 300 different COLE steel office 
items. All these numbers sell off your shelves every day. 
They are demand items. Made right and priced right 
they turnover quickly and with a minimum of sales effort. 
You can make money with the COLE line. Write today 
for our catalog, prices and complete dealer service infor- 
mation. 
COLE STEEL EQUIPMENT CO., INC. 


DIVISION OF PRONTO FILE CORP. 
349 BROADWAY NEW YORK 





STEEL BOX FILES 


Sturdily made of furniture steel, electrically welded. Dust 
proof. Finished in rich olive green baked enamel. Complete 
with 24 sub-division index, reinforced cloth tabs. ... $1.50 





PRONTO 
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outing on June 11 at the Pawtucket Golf Club, Paw- 
tucket, R. I. Although Ed. Freeman was scheduled to 
be the host he was reported confined to his home with 
a cold and his brother, Dick, and Joe Bonney substi- 
tuted with first-class results. 

There were twenty-four present, four of whom 
emerged victors at the end of the day as follows: Low 
gross, Ed. Arnold, E. L. Freeman Company; kicker’s 
handicap, Court Worth; selected nine, Wallace Lovett. 

The balance of the schedule for 1941 with the sched- 
uled host follows: 

July 9, Pine Brook Valley Country Club, Weston, 
Mass., Sam Narcus. 


July 23, Oxford Golf Club, Chicopee, Mass., Jim 
Feeley. 

August 6, Trapelo Golf Club, Weston, Mass., Chet 
Cummings. 


August 20, Grand View Golf Club, West Boylston, 
Mass., Ted Hargen. 

September 3, Marlborough Golf Club, Marlboro, 
Mass., John Dwyer. 

September 17, Indian Hill Golf Club, Hartford, Conn., 
Tom Stonehouse. 

October 1, Norfolk Golf Club, Westwood, Mass., Jim 
Towhill. 

—_-) | 


SHEPPARD COMPANY CELEBRATES 
41ST ANNIVERSARY 

Marking its forty-first anniversary, the C. E. Shep- 
pard Company, pioneer manufacturer of loose leaf 
equipment and supplies, celebrated the occasion with 
an “open house” luncheon and party at the company 
plant in Long Island City on May 23. Charles E. 
Sheppard, president of the company, was feted on his 
sixty-sixth birthday, which coincides with the found- 
ing of the company. 

Several hundred employees and guests participated 
in the celebration which lasted from early afternoon 
till late evening. The offices were gaily decorated and 
a band of musicians furnished popular dance music 
for the guests’ entertainment. 

Products of the Sheppard Company are marketed 
under the trade-mark “Cesco” and are sold nationally 
through retail trade channels. Sales offices are located 
in Philadelphia, Boston and Newark in addition to 
the main sales office and factory at 4401 Twenty-first 
street, Long Island City. 


—e—>—e —____ 
NEW YORK O.M.D.A. MEETS 


With a fine turnout of the membership for the last 
meeting before the national convention, the Office 
Machine Dealers Association of New York gathered on 
June 12 in the Panel room of the Hotel New Yorker. 

The speaker of the evening was J. W. Galland, man- 
ager of the Liberty Typewriters division of L. C. Smith 
& Corona Typewriters, Inc. He gave a splendid talk 
on present conditions under national defense pressure 
and discussed at length the probability of a scarcity of 
office machines, ending by suggesting to those present 
that dealers build up their stocks to meet whatever 
emergencies may arise. 

————_—= 2 —_—_- ' 
N. O. M. A. MEETS IN BOSTON 


With approximately 500 delegates present, a three- 
day convention of the National Office Management 
Association opened in the Hotel Statler, Boston, on 
June 9. The theme of the convention was “Mobilizing 
the Resources of Office,” a timely subject which aided 
in drawing visitors from practically every part of the 
country. 

L. Clayton McKenney, employment manager of the 
Hood Rubber Company, took for his subject “Personnel 
Problems in a Mobilizing World” and devoted a major 
part of his address to what he termed the “spoiled 
children of the depression.” These, he said, “do not 
know how to go out and do a real day’s work” because 
they had been given a false conception of work by the 
many “alphabetical C. W. A.’s, P. W. A.’s and W. P. A.’s.” 
The speaker also described a new “mechanical secre- 
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SNAPS OUT EASIER... 
SPEEDS WORK 
BECAUSE IT’S 

ONE-HALF INCH LONGER 

THAN ORDINARY KINDS! 


CEN-TR-KOTED 
CARBON PAPER 


Measures 812 In. Wide by 13/2 In. Long 
Instead of Just 8/2 by 13 In.! 


The extra-length of Cen-Tr-Koted Carbon 
Paper saves time and money! And the 
extra-quality of Cen-Tr-Koted assures perm- 


anent carbon copies . . . and more of them! 


Non-curling, too . because uncoated 
along the edges, for cleaner, faster carbon 
copies! Made with special formula ink for 


extra-long-life! Rigid factory inspection! 

















FREE BOOKLET 
Get “Carbon Paper Facts” 
oo! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor- 
tant facts you should know 
about Carbon Paper! 


An Exclusive Agency 
on GRAND PRIZE Rib- 
bons and Carbons in 
your city points the 
way to new profits. 
Write for our dealer 
Proposition booklet 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 
Los Angeles Denver 














Dealers! 
Profits 


will surely be 
yours 





if you get in 
now while the 
opportunity is 
open to you. 
The Govern- 
ment Defense 
Activities af- 
fect every part 


of this country. 


The plants that are making war material 
are engaging thousands of additional drafts- 
men and each draftsman must have a stool. 


Many dealers are sending in sizeable or- 
ders for— 


UHL steet 


High Desk Stools 


and they report that there is no difficulty 
making sales. 











If there is any war material be- 
ing made in your vicinity you will 
surely'get some orders if you go 
after them. 


Ask for 
Catalog 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1722 Hastings St., 
TOLEDO, OHIO 


No. 7206 
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tary” which, he declared, takes all dictation with the 
letters mailed by mechanical device, but added that 
the human secretary has many advantages due to 
her ability to correct “mistakes of the boss.” 

The address was followed by case problems presented 
by S. L. H. Burk on “Job Analysis and Office Salary 
Standardization”; O. J. McMunn on “Vacation Plans 
to Minimize Work Interruption,” and Frank Archard 
on “Training Methods for Office Workers.” 

P. H. Wharton, Philadelphia, president of the asso- 
ciation, gave the address of welcome and greetings 
from the New England chapter were delivered by 
T. U. Fretheim, chapter president. Other speakers were 
K. N. Merritt, New York, and Wilbur Lawson, First 
National Bank, Boston, who spoke on “How to Sell 
Office Management to the Top Executive.” 

On the closing day morning session the speakers 
were H. D. Stillman, Nashua Gummed & Coated Paper 
Company, Nashua, N.H., and C. U. Stapleton, Montreal, 
who represented the Canadian National railways. A. G. 
Denison, Packard Motor Car Company, led a discussion 
following Mr. Stapleton’s address. Dr. Daniel L. Marsh, 
president of Boston University, was the luncheon 
speaker and his subject was “The American Canon,” 
a book on Americanism of his own authorship. 

A tour of inspection of the new Liberty Mutual In- 
surance Company building on Boylston street followed 
the closing day luncheon. 

——>-—__ 





ROCKWELL-BARNES SAMPLE KIT CATALOGUE WHICH IS 
DESCRIBED ON PAGE 10 OF THIS ISSUE. 
RS OO ; 
PACIFIC NORTHWEST NOTES 

The Reliable Typewriter Company, with a large 
stock of typewriters, has recently moved into larger 
and more prominent sales and service quarters at No. 
100 Colman Dock Terminal, Seattle, expanding with 
its splendid array of adding and business machines 
from another location in this ferry terminal. 

. * * 

With the Underwood Elliott Fisher Company spon- 
soring his demonstrations before the business world 
of Bremerton, George L. Hossfield, many times winner 
of the world’s professional typewriting championship, 
made the eyes of young stenographers and typists at 
Bremerton bung out at his great speed. He was previ- 
ously a stellar attraction in the World of Tomorrow 
exhibition at New York. He emphasized finger rhythm 
on the keyboard, as well as proper posture, concentra- 
tion and elimination of all waste motion. 

The will of John W. Graham, late president of the 
large stationery house of that name in Spokane, was 
admitted to probate recently with its value estimated 
as in excess of a half million dollars, inasmuch as he 
owned part of the large building his retail store occu- 
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DEALERS WILL PROFIT BY FEATURING 
THESE DEPENDABLE ‘‘BUSINESS HELPS’’ 
. . . NEEDED IN EVERY OFFICE... . 












‘““ACCESSO”’ 

\' (£010) BEB B) 3). wa. 6—) 
"sb Te Cwm at- bale MMe) ol-dabbale Mae) aue-UOl 
Toho bao Ue (-\-M- bale MH oleh adedaa Wb aat-¥.<-) 
it easy to handle papers. 


tive proposition to dealers. 


mand for this fast-moving merchandise .. . 


and-butter’’ items needed in every office. 


The tremendous expansion of business has resulted in a 
vastly increased market for Globe-Wernicke office acces- 


sories that speed up routine, save time and make work easier. 


Right now is the time to stock up to meet the growing de- 


useful ‘‘bread- 


Write for catalog, prices and information about our attrac- 
















ANGULAR CELLULOID 
TAB GUIDES 


Tabs are set at natural 
rat: Ce bate MmE- bale (SUNN Bal-1-) a o-MmEr- ba 
removable .. . permit un- 
Pb aabhd-toMl-> 4 ol-bat-jlohae 


WOOD CARD 
INDEX TRAYS- 
With or without 
hinged covers for 
3x5, 4x6 and 5x8 
cards. Wood filler 
in front prevents 
tabs of guides 
being mutilated. 





COLUMBIA 
BINDING CASES 
Note, letter and 
cap sizes... also 
prescription cases 

. arch permits 
documents to be 
examined or re- 
moved. 


















AGATE CARD 

INDEX TRAYS 

Sturdily built. 
made of heavy 
binders’ board 
...wood bottom... 
steel follower 
go. Oud 4x6, 
5x 8,6x9Q, and 
check file sizes. 





CLIP BOARDS 
Choice of striped 
wood or Masonite 
board. Clip has 
powerful spring 
for holding papers. 
Note, letter, cap, 
and waybill size. 




















MASONITE 
DESK CHAIR MATS 








EVERYDAY FILES 
Eleven styles...in- 
dexed alphabetic- 
ally, days of week, 
daysofmonth, etc.; 
also metal tabs 
with removable 
inserts. Standard 
and legal sizes. 











BOX FILES 
Meet most every 
filing requirement. 
Available in fif- 
teen different sizes 
with many styies 
of indexing. 









Protects floors and floor 
coverings... . two sizes . 
needed at every desk. 














Service 


Oaleiialar-lemmelae 


For over half a century Globe-Wernicke has been building a reputation for 
merchandise of dependable quality, good service and fair dealing to all. 


Globe-Wernicke 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings 


Special Stee! 





Filing Supplies, 


Stationers’ Products;-Storage. and Visible Record Equipment and Stee! Shelving 
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A MESSAGE 
TO ALERT DEALERS 








HE demand for modern steel seating equip- 

ment has never been greater than it is today. 
Nor has there ever been a better, a more com- 
plete line of modern Harter Steel Chairs avail- 
able to fill this demand. The luxurious, colorful 
Presidents, Harter’s finest ... the smart Comfit 
Line, “everything the name implies’. . . seven 
other complete lines of conventional steel chairs 
... PLUS the trim, ultra-modern new Selfit Line 


of steel posture chairs! 


Wherever there is seated work to be performed 
efficiently, there is a Harter Chair. Every chair 





OFFICE APPLIANCES 


ABOVE: No. 710, Harter 
President Side Arm Chair 





RIGHT: No. E-74R, Selfit 


Executive Posture Chair 


is quality-built— permanently welded, made to 
endure. Back of every chair is Harter’s sixteen 
successful years’ experience in building tubular 
steel chairs and furniture. 


This is why we invite more alert dealers to Line 
Up With Harter. Ask about the Harter profit- 
making line, and about Harter’s dealer co-oper- 
ation. It will pay you well, because Harter means 
business... for you! 


THE HARTER CORPORATION 
STURGIS, MICHIGAN 


Chicago Office: 14 E. Jackson Blvd. New York Office: 354 Fourth Ave. 
Export Dept.: 1120 Chester Ave., Cleveland, Ohio 
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pied at 707 Sprague, Spokane, all the stock in the 
retail and wholesale departments and the beautiful 
family home and grounds. The major part is left in 
trust for his widow and daughter, although many 
bequests are made, including benefits to his gardener 
and maid. The will stipulates, moreover, that every- 
thing shall be classed as community property. The 
trust is with the understanding that the business is 
to continue under the same management as formerly. 

Among special bequests are fifty shares of common 
stock of John W. Graham & Company each to his 
nephews, John B. Graham, manager of the wall paper 
department, and niece, Eleanor Graham Walther, the 
children of his older brother, James T. Graham, whose 
death preceded his own by only two months. Follow- 
ing probate of the will it was announced that Row- 
land A. Waltz, vice-president, and Lee S. Libby, secre- 
tary-treasurer, will guide the destinies of Graham 
& Company, with all the personnel and department 
heads unchanged. Both of these executives have been 
with Graham & Company for about forty years. 

Through courtesy of J. E. McRae, manager of the 
University Book Store, large stationery setup of the 
university district of Seattle, about 785 pounds of 
books for prisoners of war in foreign lands were 
shipped to the National Council YMCA, the books 
being on foreign languages, business courses, music 
and essays. 

* a + 

Just like an ordinary pencil, an innocent writing 
instrument, was the favorite tool of saboteurs which 
was Exhibit A at the recent conference of Puget 
Sound peace officers, sponsored by the FBI at the 
Hotel Olympic, Seattle, recently. This hottest pencil 
in the world, though it resembles completely a lead 
pencil, is a fire pencil that contains incendiary powder 
and an acid, with metal between. When the pencil 
is planted in a ship’s hold or factory making national 
defense material, the acid eats through the metal 
and contacts the powder to start a fire of intense 
heat that will burst into a major conflagration. It 
was recently shown and explained in Seattle by Arthur 
C. Cornelius, Jr., special agent in charge of this 
division. 

* 7” ~ 

D. W. Gill has recently established a new fountain 
pen and pen service shop at 90714 Pine street, Seattle, 
Mr. Gill, who is a veteran fountain pen specialist, 
having repaired pens in practically every nation of 
the world, carries one of the largest fountain pen 
parts stock on the Pacific Coast, being equipped to 
repair all makes and types of fountain pens. 

* * - 

Ben C. Schulte, of John W. Graham & Company, 
Spokane, Wash., on a good-will trip with members of 
the Spokane Chamber of Commerce, visiting towns 
in the Inland Empire, met many friends and ac- 
quaintances in this trading territory, renewing auld 
lang syne everywhere. Mr. Schulte and his confreres 
were welcomed in most communities by members of 
Better Business Bureaus, and they were out to make 
business better this summer. 

A recent feature at the University Book Store, Uni- 
versity Way, Seattle, was the exhibition of films show- 
ing the teaching of typing in the store. Classes at 11 
a.m. and 4 p.m. had been conducted by Miss Florence 
Barry, upstairs in the book store. Ronald Donaldson 
took the films.—CML 

—> 


SAN ANTONIO TRADE ACTIVITIES 

Russell C. Hill, executive vice-president of Maverick- 
Clarke, was awarded a silver loving cup for his good 
work as sales director in the recent membership drive 
by the Chamber of Commerce of this city. 

* ~ * 

J. B. Peatling, popular representative for F. S. Web- 

ster Company in this territory, and G. T. Buchanan, 
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“REPEAT BUSINESS” 


is profitable business. It is 
the result of confidence and 


satisfaction. 


When you sell Columbia 
Steel Office Equipment, you 
sell a line that is correctly 
designed, offers a wide vari- 
ety of choice, is competitive 
in price, and is backed by 


unfailing service. 


The Columbia Line pro- 
motes confidence between 
dealer and consumer and 


encourages repeat business. 


eee 


COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING 





PHILADELPHIA, PA. 
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WHY PASS UP YOUR 


nofit 


FROM SNAD-A: PART Forms 


vi Philco Sales & Sarvibe 











Are you permitting someone else to sell your customers 
Snap-a-part Carbon or Continuous Forms? Let us show 
you how to keep this business under your own imprint 
. . . at a substantial profit to you. 


Set up to provide the service and assistance necessary 
to your success we maintain a complete design, sample 
and quotation service free to all dealers . . . plus an 
easily understood selling manual for each of your men. 


If you are located in a Southern, Mid-western or West- 
ern state our proposal will interest you . . . write to- 
day for full details. 


P| LIP MANO Yoo. 
HOLYOKE. MASS. 
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Buchanan Stationery & Printing Company of Wichita 
Falls, were among those attending the state conven- 
tion of Shriners held here this past month. Both took 
part in the parade. 

* ” * 

And Tom Hanson, National Blank Book Company, 
and R. C. (Dick) Gage, Art Metal Construction Com- 
pany, were in the city calling on the trade. They 
report business as picking up and look for a good 
volume during the latter half of the year. 

” * * 

J. Andrew Smith, head of the J. Andrew Smith Com- 
pany, office furniture and business equipment, was 
elected governor of District A, Lions Clubs of Texas, 
at the recent convention held here. This district is 
comprised of fifty-two towns and cities in South and 
Southwest Texas. Mr. Smith is also president of the 
San Antonio Lions Club.—BCR 


<_< —— 


NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 


August 22 is the tentative date set for the Twin City 
Stationers and Northwest Travelers golf tournament 
to be held at the Southview golf course in South St. 
Paul. The committee as usual is under the able direc- 
tion of worthy First Vice-President Karl Castle, assisted 
by those dynamic divot diggers Stanislaus Lawrence 
Griebel and Charles Regan, the big stationer and 
printer of South St. Paul. Further details covering this 
tournament will appear in the August issue of this 


| publication. 


* ” * 

That great angler, better known as Lucky Mortimer, 
is reported to have caught the full limit on a recent 
fishing trip, as did Isaac Walton Talty, the famed 
hunter and sportsman of the Twin City stationers. 

+ * ~ 

Herb Fall is all set for his West Coast trip to visit his 

daughter and son-in-law—and his grandchild. 
. * * 

Archie Hoffman appeared at the office in early June 
with as fine a coat of sunburn as it has been our pleas- 
ure to see this season. Was his face red? 

7 * - 

Eddie Burton, the Okiboji sailorman, is spending his 

vacation with the white pants set at Lake Okiboji, 


sailing, fishing, swimming and dancing. 


* * * 

August Hunn and Kar! Keisel are spending their va- 
cations at their summer homes at Balsam Lake, Wis., 
and the tall tales of fishing prowess of these two esti- 
mable gentlemen will fill the air from August 15 to the 
beginning of the football season. 

* hol ~ 

Bill Jarchow of H. H. West Company will vacation at 
Pine Lake of the Clover Leaf chain near Shawano, Wis., 
from July 2 to 16. Bill, too, is quite a fisherman and an 
admirer of Indian hfe and will spend a lot of time in 
the Indian settlements of that section during his vaca- 
tion. Bill also enjoyed the purchasing agents’ outing 
at Waukesha on June 20. 

*—- © 


GUIDE FOR ARMY AND NAVY CALLING CARDS 

A timely and useful booklet of interest to the sta- 
tioner who may receive orders for visiting cards for 
officers of the Army, Navy or Marine Corps has re- 
cently been published by The Engravers Bulletin, 509 
Madison avenue, New York City, and is priced at fifty 
cents. The booklet, containing thirty-eight pages with 
illustrations of cards for practically every rank in the 
three branches of armed service, is entitled “Engrav- 
ing Cards for the Army, Navy and Marine Corps.” In 
addition to giving the proper form for the various 
cards it also explains in detail when, why and how 
different styles may be properly used to meet unusual 
conditions. 
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EVERY DEMONSTRATION YOU MAKE 
WITH THE CARDINEER ROTARY FILE 


IS WORTH $36.50 TO YOU-- 


1h ACTUAL SALES’ / 







- 









You offer these 


wMiodern Business WANTS 5 BIG ADVANTAGES 
This Modern Diebold Business tool to your Customers with 


¢ 








Placing active card records on a wheel offers so THE 
many obvious advantages that the CARDINEER 
Rotary File almost sells itself! Experience proves 
that every complete demonstration you make of this 
remarkable DIEBOLD Business Tool is worth $36.50 
in actual sales volume. 


Reduces cost-per-record to the 
minimum. 


- Increases output per operator 
Today, more than ever, business needs and wants 
this better, speedier Business Tool because ‘‘keeping 
the records’’ has become a major problem. When you 
sell the CARDINEER, you are selling more than a 
“file’. You are selling increased efficiency... 


lower cost per record . . . more work in less time. 


» Saves valuable space 


Permits quick division of work 






Provides instantaneous transfer 
of records 


MmhwhN — 








The CARDINEER Rotary File is made in various 
sizes, each handling from 1500 to 6000 records. 
Models available for either electrical or manual opera- 
tion. Write us today for the complete profit-story. 


tory Of sisNew DIEBOLD Mat Service 
COPY OF THIS NEW t 

Large, newspaper size folder illustrates complete ads and cuts available to help you sell 
more DIEBOLD Business Tools. Ads cover the following products: Cardineer, Reveldex 
File, Visible Files, Reference Panels, Safes, Chests and Vault Doors . . . a complete line 
of equipment to house and protect records and wealth. In addition, the DIEBOLD dealer 
program includes business-getting direct mail campaigns, salesmen’s training assistance 
and complete factory cooperation. Write NOW for complete details. 


DIEBOLD SAFE & LOCK COMPANY «- CANTON, OHIO 


p RECORD SYSTEMS EQUIP- 
v MENT, SAFES, MONEY 
P CHESTS, BANK VAULTS. 

EXPERT REPAIR SERVICE 
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PASS QO AWAY 


H. W. MARTIN 


Hobart W. Martin, for twenty-six years associate 
editor of OFFICE APPLIANCES and later a special cor- 
respondent to this journal in southern California, died 
June 19 in the Hawthorne hospital, Hawthorne, Calif. 
Mr. Martin would have reached his seventieth birth- 
day on July 1. 

“Hobe,” as Mr. Martin was affectionately known to 
hundreds of stationers all over the United States, 





= — 
THE LATE HOBART W. MARTIN 


joined the staff of Orrice APPLIANCES in February, 
1909, and in that year covered the National Stationers 
Association convention in Toledo, Ohio. It was a job 
he and his camera did so well that both were destined 
to become a byword at subsequent NSA gatherings. 

He believed himself to be the first person to use a 
camera for miscellaneous convention pictures and the 
idea instantly took hold with the result that Mr. 
Martin reported and pictured annual meetings of the 
association in Baltimore, Omaha, Springfield, Mass., 
Philadelphia, Atlanta, Chicago, St. Louis, Atlantic 
City, Des Moines, Cincinnati, Grand Rapids, Washing- 
ton, Boston, West Baden, Montreal, Detroit and New 
Orleans. 

Mr. Martin was a talented writer from whose pen 
streamed an apparently endless flow of phraseology, 
charming in its construction and impressive in its 
simplicity, and often the envy of his fellow-workers. 
He possessed a rare sense of humor which on occasion 
he would inject into his writings but which was for- 
ever on his lips and was, indeed, a definite part of his 
makeup and his daily life as he lived it. He was a 
man of fine standards and sentiments, possessing a 
scholarly mind that was a storehouse of good things. 
From his personality radiated a good will for all 
persons. 

Born on a farm near Rockford, Ul., on July 1, 1871, 
Mr. Martin was still an infant in arms when his 
parents moved to Denver, Colo., and after only a 
short stay, they journeyed on to Cheyenne, Wyo. In 
1876 the family moved to a ranch which his father 
had secured some thirty-two miles east of Cheyenne. 
Often in telling of his earlier days Mr. Martin de- 
scribed the location of the ranch as being “on a small 
but reliable creek called the Muddy.” 


The family at that time consisted of the mother and 
father (Amanda and Alonzo Martin), a daughter, 
Belle and the son, Hobart. Mr. Martin attended grade 
school in Cheyenne and graduated from high school 
in 1891 and then took a job teaching school. 

School palled and after the first term Mr. Martin 
returned to Cheyenne where he took the first job 
offered, that of watchman in a coalyard where, in- 
stead of merely “watching” he found “I was to spend 
my spare time loading wagons with a coal scoop.” 
One or two more minor jobs followed and then, in 
1892, he went to Chicago and enrolled in the Union 
College of Law ‘now the Northwestern University 


Feature and Display ACE Standard, 
Pilot and Cadet Stapling Machines 


To win new and hold your old stapling equipment customers sell 
them the best — Ace Staplers, Ace Staples and Ace Staple Remover. 
Ace Staplers are made with watch-like precision, of finest quality 
materials. They never jam or clog and give the biggest actual value 
and satisfaction the stapler dollar ever bought. Guaranteed for a 
lifetime. Display them, demonstrate them, and watch your sales jump. 


Always suggest Ace Staple Remover with STAPLE REMOVER 
every stapler sold—two profits instead of one, 
and, a well-pleased customer. Send for new 
folder on the complete Ace line. 


ACE FASTENER CORPORATION 


3415 NO. ASHLAND AVE., CHICAGO 
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STAPLING MACHINES 


FOR EVERY PURSE AND PURPOSE 
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VICTOR 


CERTIFIED 


SAFES 





Open these doors 
to greater sales 


and profits 


Sold only through dealers 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 
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Law School) and in June, 1895, graduated with honors 
and was admitted to the bar. 

Law work being slow at the time Mr. Martin made 
a move which was to keep him from the courtroom 
for all time. He took up trade paper writing and in 
1897 became Chicago correspondent for the American 
Stationer and the Paper Trade Journal, the latter a 
Lockwood publication. Before joining OFFICE APPLI- 
ANCES he was editor of The Apparel Gazette, a Chi- 
cago publication; Men’s Wear, a New York magazine, 
and, from 1906 to 1907, “Sound Waves.” 

In 1935 Mr. Martin decided to retire from active 
service with this journal and moved from Chicago 
to California where he took up residence with a 
daughter, Mrs. Herbert B. Copeland, Jr., her husband 
and their two children, Jo Ann and Herbert Cope- 
land, III. 

But even the balmy breezes and the sunshine of 
Southern California could not dispel a desire to be at 
his typewriter and a short time later Mr. Martin cre- 
ated a column entitled “Seen and Heard in Southern 
California” and began a self-imposed task which in- 
volved a twenty-five mile electric train ride to Los 
Angeles several times a week. This column appeared 
in OFFICE APPLIANCES monthly for nearly five more 
years before failing health necessitated Mr. Martin 
going into complete retirement insofar as working 
was concerned. 

In addition to his daughter and his two grand- 
children with whom he lived, Mr. Martin is survived 
by a sister, Mrs. George Gilland, of Cheyenne, Wyo.; 
two nieces, Mrs. Robert C. Shanklin, of Chicago and 
Mrs. Galen Fox of Cheyenne, and a nephew, George 
Gilland, Jr. of Chicago. 


ys ob 
H. H. JONES 
Hastings H. (“Hasty”) Jones, formerly connected 


with the Art Metal Construction Company but at the 
time of his passing a captain in the 110th U. S. Infan- 
try Regiment, died last month from injuries suffered 
when his automobile collided with a passenger bus 
near Jonestown, Pa. 

Captain Jones, whose record in the office equipment 
field included five or six years with Art Metal, had 
been a resident of Corry, Pa., for twenty years, going 
there as a director for Community Service, an organ- 
ization which handles community-wide recreational 
activities. In addition to that he had in recent years 
traveled the state in a sales capacity for several com- 
panies although continuing to make his home in 
Corry. At the time of his death he was serving a one- 
year training period with the twenty-eighth division. 

In addition to his widow Captain Jones is survived 
by two sisters, Mrs. T. R. Roberts, Bennington, Vt., 
and Mrs. Thomas Llewellyn, Bethlehem, Pa.; one 
brother, William Jones, Asheley, Pa., and a brother-in- 
law, Harry Williams, Poultney, Vt. He was greatly 
active in fraternal work and was a member of the 
Elks and the Masonic order, the Veterans of Foreign 
Wars and the Corry Country Club. 

Among the mourners who attended the military 
funeral for Captain Jones was R. C. Anderson, vice- 
president in charge of sales of the Corry-Jamestown 
Manufacturing Company, a lifelong friend. 

+ ok 
J. C. LUKENS 

James C. Lukens, president of the Philadelphia sta- 
tionery firm of Yeo & Lukens and a veteran building 
and loan official, died June 14 in Crozier Hospital, Up- 
land, Pa. He was in his seventy-sixth year. 

Born in Philadelphia, Mr. Lukens was co-founder 
of the stationery company at 11 North Thirteenth 
street and 719 Walnut street, that city, and had been 
a director for fifty years of the Sepviva Building and 
Loan Association 

Mr. Lukens was a cycling enthusiast in his younger 
days and traveled all over the United States and Can- 
ada by bicycle. He was a member of the old Century 
Wheelmen. He was a resident of the Prospect Park 
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616"”x 3%" in size, this Junior 
catalog contains 101 different 
items that are immediately 
available, plus latest designs 
by Count Sakhnoffsky. It will 
help you sell Gunlocke Chairs. 


mmediately Available 





Gunlocke Chairs 


Here it is! A new pocket-size catalog of Gunlocke Chairs. 


When you sell from this new catalog, you can give prompt delivery on 
every chair listed. Prompt delivery turns booked orders into actual billings 
--transforms future possible profits into today’s tangible profits, because 
today the dealer who can deliver the goods is the dealer who gets the 


business. That’s why this catalog is so important to you. 


Your assurance of prompt delivery is Gunlocke’s stock of 27,000 chairs 


and ample inventories of raw materials. 


So, if you have not already received your sample copy of the new pocket- 


size catalog, send for it today. Use the coupon below. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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W. H. Gunvocke Carr Company 
Wayland, New York 

Please send me a sample of your new 
Pocket-Size Junior Catalog and coms 
plete details on “Prompt Delivery.” 
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OFFICE APPLIANCES 


“HERE'S HOW YOU CAN 
INCREASE YOUR PROFITS’ 


““—r you want greater sales and profits, dis- 
play and demonstrate ‘Y and E’” Accesso Steel 
Desk Trays. Their patented design, with open 
spaces on all four sides, makes the removal of 
papers convenient and easy; eliminates dig- 
ging for correspondence, prevents scratches 
and broken fingernails—that’s why they have 
won the approval of thousands of secretaries 
and stenographers like myself.” 

“Y and E” Accesso Desk Trays are made 
entirely of steel, in letter and legal sizes, and 
are equipped with rubber capped feet to pre- 
vent the scratching of desk tops. May be had 
in original Neutra-Tone Gray, the beautiful 
new finish that harmonizes with all desk fin- 
ishes and office interiors. Also available in 
Mahogany, Walnut, Olive Green and Oak 


crinkled finishes as well as flat Olive Green. 


No other tray on the market offers all these 
advantages—and at such a reasonable price, 
too. Write today for complete information on 
prices, sales literature, display material and 
newspaper advertising mats. Sell “Y and E” 
Accesso Steel Desk Trays and watch your 


tray business and profits grow. 


Only ACCESSO Desk Trays have this Exclusive Feature 











Accesso Desk Trays are 
the only trays available 
that can be bridged 









Various combinations 
may be worked out for 
mail sorting and distri- 
bution racks. There is 


laterally in this fashion. 
Firm, rigid spans, three STRONG no limit to the height 
and four trays wide : =) or width to which a 
may be erected with II battery of “'Y and E 
the use of unique inter- INTERLOCKER ; Steel Accesso lrays 
locking units. may be built. 

& . 





Than Sixty Years” 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET -« 


ROCHESTER, N. Y. 





JULY, 1941 


section of Philadelphia and was a vestryman of St. 
James’ Episcopal Church there. 

Surviving are two sons, Charles W. and James C. 
Lukens, Jr., and two daughters, Helen and Mrs. Carle- 
ton Linscott, of Ore’s Island, Me.—BJ 

+; & 
N. W. KING 

Nelson W. King, assistant treasurer of L. C. Smith & 
Corona Typewriters Inc., who had spent forty-five 
years in the employ of the Smith brothers died in 
Syracuse on Thursday, May 22. He was with the 











THE LATE N. W. KING | 


Smiths in the Smith Premier Company and later with 
L. C. Smith & Bros. Typewriter Company, and L. C. 
Smith & Corona Typewriters Inc. At one time he was 
office manager of the company but later became as- 
sistant treasurer. Mr. King was deservedly popular 
among a large circle of acquaintances and friends. 
The funeral services were held Saturday, May 24. 


ots ole ys 
H. F. SHEETS 


The sudden and untimely death of Homer F. Sheets, 
who passed away in his sleep on May 28 at the Palmer 
House in Chicago, was a severe shock to his associates 
in the Victor Safe & Equipment Company and to his 
many dealer friends in Illinois and the vicinity. 

Mr. Sheets was only forty-three years old and had 
been in apparently good health, calling on his trade 
right up to the time of his passing. 

Mr. Sheets was born in Virginia but moved to Illinois 
with his family early in life where he resided at the 
time of his death. During the World War he served 
his country overseas with distinction as an artillery- 
man and afterward was active in both the Veterans of 
Foreign Wars and the American Legion. 

In October, 1937, he joined Victor as district sales 
manager in which capacity he served most successfully, 
centering his activities in and around Chicago and the 
state of Illinois. 

Mr. Sheets was an enthusiastic and indefatigable 
worker who will be doubly missed by his dealers and 
his Victor associates alike—both for his business 
knowledge, ability and helpfulness and for his genial 
personality that made a friend of everyone with whom 
he came in contact. 

Mr. Sheets is survived by his widow, Mrs. Evelyn 
Nordgreen Sheets, a brother and a sister 


+ + + 
G. T. PARRY 


George T. Parry, president of Stewart’s, Inc., one of 
the oldest book and stationery houses in Indianapolis, 
died June 10 while on a vacation at French Lick. He 
was in his forty-second year and was taking his holi- 
day with his mother, Mrs. St. Clair Parry, when the 
end came. 

In 1933 Mr. Parry purchased the W. K. Stewart Com- 
pany, a firm which is now in its 10lst year. Prior to 
that he had been connected with the Indiana Trust 
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THE ARISTOCRAT of ADDING MACHINES 
“Precisioned by Monotype” 








10-Key Barrett Electric 


FIGURING-LISTING MACHINE in 





MODEL B29E 


Photog aph by John Roderick Wells 


FULLY AUTOMATIC FEATURES 


AUTOMATIC ELECTRIC SHIFT AND MULTIPLY KEY 
AUTOMATIC ELECTRIC TOTALS 

AUTOMATIC ELECTRIC SUB-TOTALS 

AUTOMATIC ELECTRIC CORRECTION KEY 
VISIBLE ADDING DIALS 

GREAT SPEED WITH CAPACITY —$9,999,999.99 


HHH HH 


A delightful surprise will be yours when you operate this 
NEWEST OF ADDING MACHINES—smooth and quiet action with 
100% AUTOMATIC CONTROL KEYS. 

ELECTRIC AUTOMATIC SHIFT AND MULTIPLY KEY—A brand-new 
and EXCLUSIVE Barrett feature that sets a new standard for 
adding and listing machine efficiency. This key eliminates 
shifting from one column to another in multiplication. It is 
automatic in both shifting and electric operation. 

The ultimate in modern streamlining, finished in the beauti- 
ful Barrett Graytone Styling, this machine presents a most 
pleasing appearance. Small in size, weighing only 15 pounds, 
it is easily carried with one hand. 


Barrett Adding Machine Division 


LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, 24th at Locust Street, Philadelphia, Penna. 
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WITH 


IL-KLATIE 


THE SCIENTIFIC TYPEWRITER PAD 





UIETER, easier typing is what your customers want 
. and they can get it with the KIL-KLATTER Typewriter 
Pad. That’s why you'll find that selling KIL-KLATTER is 
more profitable . . . that’s why this low-priced typewriter 
pad outsells all others. 
KIL-KLATTER is made of famous OZITE ALL-HAIR 
Felt for more efficient sound deadening and more effective 
cushioning against typing shock. Treated top keeps type- 


writer legs from digging in . . . non-skid bottom prevents 





slipping. Size 11 x 13 in. fits all typewriters and many 
other business machines. 
as : - Sab on Welcome 
In addition, KIL-KLATTER is at- 
. pile nial N. T. O. M. D. A. 
tractively packed in individual car- 
Chicago 


tons for eye-catching counter or 


July 21st-23rd 








window display and increased sales! 









SMARTLY PACKAGED 
FOR COUNTER DISPLAY 
: FITS ALL 
FREE DISPLAY CARDS: With orders TYPEWRITERS 
dozen or more pads we'll send you FREE a i ‘ 
colorful display card and a quantity of RETAILS AT 
2-color mail enclosures imprinted with your 

AMERICAN HAIR & FELT COMPANY 

Dept. D7, Merchandise Mart, Chicago. 

Send FREE sample of KIL-KLATTER Typewriter pad and information 


about prices and discounts. 


for a 


name. 
FREE SAMPLE PAD FOR DEALERS ONLY 
will be sent, if the coupon below is attached 
to your letterhead. 














FIRM NAME 


ADDRESS 





cITY STATE 














OFFICE APPLIANCES 


Company in Indianapolis: and the Illinois Merchants 
Trust Company of Chicago. He had also spent some 
time as a manufacturer of fabrics. 

Mr. Parry was a member of the Second Presbyterian 
church and the Calvin Prather Lodge, F. & A. M. He 
was a thirty-second degree Mason, a member of the 
Murat Shrine and the Woodstock Club. He also be- 
longed to the Contemporary Club, the Columbia Club, 
the Indianapolis Athletic Club, the Sons of the Ameri- 
can Revolution, Sigma Chi fraternity, the Dramatic 
Club, the Civic theater and the Indianapolis Mer- 
chants Association. He received his education at 
Shortridge high school, Staunton Military Academy, 
Washington and Lee University and Indiana Uni- 
versity. 

Besides his mother, Mr. Parry is survived by his 
widow, Mrs. Marcella Disney Parry, and a daughter, 


Ann. 
- -/ 


E. N. WHITE 

Edward N. White, partner in the firm of White & 
Wyckoff, Holyoke, Mass., stationery producers, died 
May 21 at his home in Holyoke. 

A native of Claremont, N. H., Mr. White went to 
Holyoke as a young man and established the White 
& Wyckoff firm with J. L. Wyckoff in 1891. The busi- 
ness grew rapidly until it became nationally known 
for its stationery. 

Besides his business interests, Mr. White was elected 
to the Holyoke City Council in 1894 and to the school 
board there in 1897. Later he served in Holyoke as 
a member of the planning board. 

Mr. White was a director of the Palmer Navigation 
Company, which operates coastal vessels; a director 
of the Holyoke Chamber of Commerce, a director of 
the Morris Plan Bank, a trustee of the Holyoke 
Y.M.C.A., a member of the Mount Tom Golf club and 
the Holyoke Canoe club. 

He was first married in 1889 to Alice L. Webber and 
the couple had one child, Dorothy, now Mrs. William 
H. Hubbard of Holyoke. His second marriage was to 
Letitia Smyth. He also leaves another daughter, Mrs. 
Constance Glover of Holyoke, and a son, Edward, a 
member of the Holyoke Board of Aldermen.—BJ 


+; + & 
A. W. N9EWTH 

Prominent in the office appliance field for many 
years, Arthur W. Newth died recently in the U. S. 
Veterans hospital at Portland, Ore., at the age of 61 
years. He had been engaged in the office machine 
business for many years in the Puget Sound com- 
munity before illness overtook him three years ago, 
having lived in Seattle since 1926. He was a past 
president of the Office Appliance Club of Seattle, as 
well as a World War veteran and member of Seattle 
Post No. 1 of the American Legion. He was also an 
avid philatelist, and was a member of the Seattle 
Philatelic Club for many years. He is survived by his 
widow, Mrs. Grace Newth, at the family home, 115 
Olympic place, Seattle, and two daughters, Mrs. George 
A. Hutchison of Los Angeles, Calif. and Miss Grace 

Newth of Beaumont, Tex.—CML 


AJ 


+ ok + 
MR. AND MRS. G. J. BRAMWOOD 

Garner J. Bramwood, president of the Bramwood 
Press, Indianapolis, Ind., died May 31 in a Madison, 
Ind., hospital from burns suffered when an explosion 
occurred aboard his yacht. He was in his forty-fifth 
year and was one of the best known men in the 
stationery and office equipment field. Mrs. Bramwood, 
who also sustained severe burns, died three days later 
in the same hospital. 

The tragic accident occurred while the boat, the 
Palo Roho, was anchored at the mouth of the Indiana- 
Kentucky creek, eight miles from Madison. 

Mr. Bramwood was the son of Mr. and Mrs. J. W. 
Bramwood, who located in Indianapolis in 1896. Later 
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Vital to the success of the progressive dealer, is a 
loyal group of customers who think instantly of 
him when an office need arises. To develop such a 
clientele in your territory demands much more than 
a single-sale item. It demands a full and complete 
line of office furniture—desks, files, storage cabi- 
nets, and shelving — Modern in Design, Built on 
Proven Engineering Principles—Of Inherent Qual- 
ity—Priced to suit individual budgets and meet 
competition. .. That the Security Line satisfies these 
requirements, is evidenced by a rapidly growing list 


of dealers who have found that here indeed is... 


A LINE TO BUILD ON 
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PRINT REPRODUCTION OF P.T.M. DRAWING 
Note Solid Background 






Letters by the Thousand say: 


“THE BLUE PRINTS ARE MORE CONTRASTY” 
“P.T.M. MAKES CLEANER BACKGROUND POSITIVE PRINTS” 
“IT TAKES LESS TIME—MAKES BETTER PRINTS” 

“A BETTER PENCIL DRAWING SURFACE” 


— that’s only part of the P.T.M. story 





VELLUM DRAWING 
Note Mottled Background 


P.T.M. is one of today’s best Profit Items because of liberal discounts, 
a popular resale price and a policy that assures your profit on every sale. 


More than that, it’s a steady repeater because it produces cleaner, more 


contrasty “‘prints’’ and produces them faster . . . It has a drawing surface 
that takes ink-like lines from hard pencil . . . a maximum transparency 
that won't transfer . . . a glossy back that means cleaner drawings and no 


“dust clouds”’ in the blue prints. 


P.T.M. is tough, long-lived — doesn’t weaken or discolor . . . files in 
is available in “best seller’ sizes, both in 





less space with less friction .. . 
rolls and flat sheets, attractively priced and discounted. 






BOND DRAWING 
Note Mottled Background 









Every roll of P.T.M. you sell shows 
you a substantial profit and starts a 
satisfied customer on a series of ‘’re- 


Write or wire your initial order (subject to your sat- es . . . 
peats that build into important 

isfaction with price, product and discount) to THE business for you, because P.T.M. is 

FREDERICK POST CO., BOX 803, Chicago. regularly maintained in price. 
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the father founded the Bramwood Press and his son 
became associated in it with him, and upon the 
former’s death took over management of the business. 
Mr. Bramwood was a member of the Masonic Blue 
Lodge, Scottish Rite, Shrine and Sahara Grotto. He 
was also a member of the American Business Club 
and had served as president of the Indianapolis chap- 
ter of that organization. 
Mr. Bramwood is survived by his mother who is 
treasurer of the company. 
+; - & 
MRS. M. PODESTA 
Mrs. Mary Podesta Taylor, wife of Starnes T. Taylor, 
president of A. R. Taylor, office supply firm, S. Second 
street, Memphis, died May 29, at her home. She had 
resided in Memphis her entire life and was educated 
there. Mrs. Taylor was active in club, civic and church 
circles and was a talented musician. Her husband, 
daughter and two brothers survive-—CG 
y jf of 
R. L. WISNER 
Roy Lester Wisner, for the past six years a salesman 
with Harbord-Rogers Company, Portland, Ore., passed 
away at his home June 2 after a short illness. He was 
formerly with the J. K. Gill Company of Portland as 
salesman, and before that was with Ira Judd of Long- 
view, Wash., in the same capacity. He is survived by 
his widow and his father—BBC 
+ i 
W. SHIPLEY 
William Shipley, well-known in the Chicago area 
through his long connection with the Reliable Type- 
writer & Adding Machine Corporation, died May 15. 
Last rites were held at the Fairbrothers funeral home, 
4447 Irving Park boulevard, Chicago, on Saturday, 
May 17. 
jy of of 


PHILIP N. SEA 

Philip N. Sea, national sales representative of the 
Underwood Elliott Fisher Company in Chicago, died 
Tuesday, June 24, at the age of 63. Mr. Sea was a son 
of the late Sidney W. Sea, early Chicago hotel owner, 
and a brother of the late S. Guy Sea, once business 
manager of the old New York World. 

At one time Mr. Sea was a sales manager of the 
Sundstrand Adding Machine Company, holding that 
position until Sundstrand was purchased by the Elliott 
Fisher Company. Following the purchase he was Chi- 
cago sales agent of the Sundstrand division of the 
General Office Equipment Corporation. Later when 
the Underwood Typewriter Company was merged with 
the General Office Equipment Corporation to form 
the Underwood Elliott Fisher Company, Mr. Sea was 
appointed a national sales representative, a position 
he held until his death. 
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GEROLD JOINS MILO HARDING 


Due to increasing expansion throughout the coun- 
try, the Milo Harding Company of Los Angeles and 
Pittsburgh announces the appointment of J. Randolph 
Gerold as midwestern representative. 

Mr. Gerold is now associated with the Los Angeles 
office and the promotion was a reward based on the 
company’s merit system. 

Having had considerable experience in the field of 
duplicating equipment and supplies, Mr. Gerold will 
be able to render valuable service to the trade in that 
territory, which includes Illinois, Indiana, Michigan, 
Minnesota and Wisconsin. 

He will make his headquarters in Chicago commenc- 
ing July 1. 

The Milo Harding Company manufactures the 
Tempo brand of stencils, including the new Film sten- 
cil, Tempo inks and other duplicating supplies at its 
factory in Los Angeles. 
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Integrity for Sale 


A business man builds his reputation for 
integrity. An office can give the impression 
in a moment by its furnishings. 

Sloane’s executive suites are authentic in 
design. The woods that go into them are top- 
grade. Construction, in or out of sight, is 
careful, sound, substantial. These qualities 


make silent salesmen for integrity. 





Amazingly, prices for Sloane’s nine execu- 





tive suites are no more than for furniture that 





merely serves, not sells. For full details on 





our dealer franchise drop us a card, won't you? 





From Sloane's William and Mary walnut group. Permo- Weld tops and 
panels give age- and weather-proof surfaces. Beautifully finished in 


two tones, with ant qued brass hardware. 


Wholesale Office Furniture Division 


WaJI SLOANE 


AVENUE +> NEW YORK 
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For Profitable BUYING and SELLING of 


OFFICE PAPERS 
AND PAPER SPECIALTIES 


Stationers will welcome this new ‘“‘Sample-Kit’’ Catalog 
which contains a complete line of office papers—a 
“tab-indexed”’ guide to their office paper requirements. 
All these papers are *“-BOXWRAPT”’. Included in this 
catalog are many profitable paper specialties with 
outstanding features for which patent applications 
have been made. ~ 

Rockwell-Barnes papers are made exclusively for 
the stationery trade to enable dealers to meet com- 
petitive demand in quality and price, yet build a 
more profitable business on a brand they can 
promote as their own. 

Learn of the many advantages offered by the R-B 
franchise, which enables stationers to order their office 
papers from one source and maintain an adequate 
supply at all times without over-stocking or paying 
a premium. Write for complete details. Get your free 
copy of catalog now! Today! 


MIMEO and DUPLICATOR PAPER CATALOG 
Another Sample-Kit to increase SALES 


Contains samples of papers 
for MIMEOGRAPH and 
other OFFICE DUPLICA- 
TORS. Over 75 items in a 
wide variety of weights and 
colors, which also come 
*" BOXWRAPT”. A handy 
sales kit to help your sales- 
men develop more new 
business. 


Per Speciality Bl tthe Statoner 
AOCKWELL:BARNES COMPANY 


. CHICAGO 






*PATENTED 
PACKAGE 








1511 WEST 38TH STREET - 
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NEW DIXON COLOR CHARTS ARE SALES HELPS 

The Joseph Dixon Crucible Company, makers of 
“Best,” “Thinex” and “Anadel” colored pencils, has 
announced the printing of a series of color charts of 
“Thinex” and “Anadel” lines. These have been issued 
as a direct result of enthusiasm evinced for a similar 
folder of the “Best” line. Folders of all three lines 
are now available for dealers’ imprints. 

On the “Thinex” charts every one of the thirty-six 
“Thinex” colors is shown exactly as it comes from the 
pencil. The same applies to the twenty-four colors of 
the “Anadel” line (the “Anadel” chart shows dry and 
wet colors). So that the dealer is never at a loss to 
give his customer exactly what he wants, and the cus- 
tomer is assured of buying the exact shade he has 
in mind. 

The new color charts are typical of the stream of 
merchandising helps supplied by the company to Dixon 
dealers, and planned to tie in with a recent highlight 
in the Dixon merchandising program, the prize-win- 
ning display cases for the three lines of colored pencils. 
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YOUNG DELIVERY TRUCK GETS ITS FACE LIFTED.—About 
six months ago, Elmer Young of the Young Office Machines 
Company, Chicago, bought a new International delivery truck 
with a Metro body design. Deliveries were immediately 
facilitated, but Mr. Young felt that he wasn’t getting full value 
out of his investment. After due thought, he had the truck 
placed in a paint shop and had the whole outside done over 
in a deep, rich red and a tan. An artist was employed to paint 
office machines on the side panels. The eventual result is 
pictured above. The remarkable fidelity with which the ma- 
chines were pictured cannot be fully appreciated in this 
reproduction. Perfect in color and line, they seem almost as 
if they could be picked off the side of the truck and put into 
service. The illustrations are identical on both sides of the 
truck with the exception of the adding machine which is sub- 
stituted for the calculator as shown above. A chrome steel 
guard rail on each side of the truck protects the body from 
bumps and the art work from being marred. On the inside 
the body is equipped with shelving on brackets which permit 
swinging the shelves out of the way when heavier equipment 
is to be placed on the floor. All the shelves are equipped with 
sponge rubber mats which prevent the machines from slipping, 
and thus eliminate the necessity for clamps. The art work and 
special designing for the truck cost money, but Mr. Young 
is confident that it is money well invested. 
*—> — 
NEW ENGLAND TRAVELERS NOTES 

Ed Churnick is still receiving congratulations on the 
arrival of a baby son born to Mrs. Churnick on May 
11, and it is rumored, ready to sprout teeth and maybe 
walk by this time. 

* * * 

Every once in a while something happens to con- 
stitute real news and the “something” about to be 
related concerns Bill Driscoll of The Carter’s Ink Com- 
pany. Bill, be it known, received a letter asking him 
to go to Portland to attend a combined sales meeting 
of Loring, Short & Harmon and the Berry Paper Com- 
pany. He was faintly surprised on his arrival to find 
S. D. Wonders, Carter’s general manager on hand, 
but still didn’t realize what it was all about until he 
got to Cascade Lodge where the meeting was to be 
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Advertise Solid Comfort 
with feature displays of 


GASPER CHAIR CO. 
Leather Upholstered Chairs 








As an 
important 


aid for 


rod 

Pp 0 uction The problem of defense is a problem of leadership. With wisdom and 
" accurately informed, resolute leadership to guide a united, determined 

executives people, the problem will be solved. In the process, a tremendous respon- 


sibility is put upon management. Every production executive will have a 
load of detail and decision to master. Best possible equipment, most 
convenient and comfortable environment will be essential, and that is 
where you and we come in. Comfort is the protector of thought concen- 
tration, and comfort is ever present in JASPER CHAIR CO. leather uphol- 
stered office chairs. Put them on display for effective and convincing dem- 
onstration. Get our catalog and compare the many excellent values. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mgr 

S. H. MacDonald, (West) R. J. Freeman, (Eastern E. W. Thomas, (Southwest) W. H. Brown (Chicago-Midwest) James S. Fowls, (Southern) 
405 Orpheum Bldg 383 Madison Ave. Box 3493 Peninsula Station 6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd 
Seattle, Wash. New York, N. Y. Daytona Beach, Florida Phone ROGers Park 3644) Cleveland, Ohio 
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held. Then four things happened in rapid succession: 
(1) Bill found his portrait on the cover of the menu. 
(2) He discovered on an inside page a grand tribute 
to himself. (3) He was presented with a parchment 
suitably inscribed and (4) given a handsome leather 
case containing seven matched Kaywoodie pipes. 

* * * 

The D. J. Casey Paper Company, Haverhill, has given 
another sign of continued prosperity by moving into 
a newer and much larger store at 27 Washington 
Square. 

om *~ * 

Your editor takes a vacation! There will be no more 
issues of the N. E. T. Club News until September 1. 
The interim, incidentally, should offer members and 
officers alike a capital opportunity to hunt up and 
make contact with new sources of news and paste re- 
minders in their hats to send ’em in for each issue. 

me * * 

The club takes a bow on the fact that no less than 
eleven members attended the Wholesale convention in 
Rochester, N. Y. This constitutes a good showing for 
our organization. 

8 * + 

It is a Sincere pleasure to announce that Errington 
Brigham, G. C. Prince & Son, Lowell, Mass., and our 
old friend, Joseph F. Cook, 244 Milk street, Boston, 
are recovering from serious illnesses and plan to be 
back on their respective jobs at an early date. 

* * * 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 
England Travelers Club. 


2 




















McCARTY TAKES SMITH-CORONA TERRITORY.—Joseph J. 

McCarty last month was appointed home office field repre- 

sentative in the Corona division of L. C. Smith & Corona 

Typewriters, Inc. He takes a territory consisting of Columbus, 

Cincinnati, Pittsburgh and Buffalo, which was formerly covered 

by Harold Rodecker, who has entered the United States army. 
a 


G-E BUILDS DE LUXE AIR CONDITIONING 
PRESENTATION ON FIELD EXPERIENCE 


A new packaged sales presentation book for the 
“packaged” cooling line has been recently issued by 
the General Electric air conditioning and commercial 
refrigeration department, Bloomfield, N. J., for its 
dealers and distributor salesmen. 

The 80-page book, printed in three colors and bound 
in a red zipper case, has many unusual features. “It 
is the only presentation we know of that does these 
three things,” states Glenn Gundell, advertising and 
sales promotion manager. “First, it forces the pros- 
pect to select the proper unit to meet his needs. 
Second, it demands that the salesman ask for the 
order. Third, it has a survey form, which when signed 
becomes the sales contract.” 

The new presentation book is the result of years of 
field work with salesmen, sales supervisors, sales man- 
agers, distributors and dealers in an endeavor to 
develop a better sales technique. In it are integrated 


ALL-PURPOSE BINDERS 


The Very Best Modern Way 





to Present, 
Protect and 
Preserve 
Photographs, 
Papers, etc. 


Sales Presentations Specifications 

Reports and Records Estimates 

Committee Meeting Bulletins 
Minutes S 

Loose Leaf Catalogs amples 

Clippings Testimonials 


Collections of Photographs, Letters, Stamps, etc. 


AMFILE Binders show contents to best advan- 
tage, because they stay flat when open. Easy 
to fill or change pages. 


GLORIFY SALES STORIES, 
EXHIBITS and PRESENTATIONS 


Add life and luster to even the most common- 
place page. Transparent acetate mount covers 
give protection against dirt, dust, moisture and 
finger prints and are durable to stand the gaff 
of constant use. 


Made of serviceable latex impregnated mate- 
rial, neatly embossed. Choice of red, blue, 
— green, brown or black. 


Overall size 
93/,” x 11%,” x | ae 


Binder with 12 black, 12 
white mounts and 12 ace- 


$3-25 


tate covers..___: 





Our Advertising Featuring the AMFILE All- 
Purpose Binder Directs Buyers to Stores. 


If you do not now handle this profitable line, 
let us submit a binder for your inspection. 


AMBERG FILE & INDEX CO. 


Quality Products Since 1868 
1610 Duane Blvd. Kankakee, III. 














No. 9066B 66x36” 
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AN EXECUTIVE DESK especially de- 


signed to appeal to Professional men 


FURTHER PROOF of Michigan Desk 
Superiority ... Genuine Walnut 
exterior ... Matched Butt Walnut fronts 
. .. Drawers stained and finished... 
Equipped with wood extension drawer 
runs ... Drawers are interchangeable 
. . » All wood interior . . . Steel cross 
file trays available . . . Guardsman 


finish . . . Can be had in Mahogany. 


Other Patterns and Many Sizes Avail- 
able. Ask Us for Price List and Folder. 


Michigan Desk Cn. 


GRAND RAPIDS, MICHIGAN 
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the methods and presentations of the organization’s 
most successful salesmen. The book is not a complete 
presentation in itself, but rather an outline. With it, 
however, is a “How To Use” book for the salesmen, 
which suggests a complete story and the technique 
of using the book. Thus, after a few days of study 
and a couple of practice sessions with his sales man- 
ager, even a green salesman is prepared to go out and 
make an orderly, effective sales presentation. And 
seasoned salesmen have welcomed the book as an ideal 
visual aid to accompany their regular story. 

The material is so organized that after covering 
the benefits and features of unit conditioners, the 
salesman, with the help of the prospect, must make 
a quick, accurate survey of the premises and select 
the proper unit to do the job. The survey sheet on 
which all calculations are made in the presence of 
the prospect becomes a sales contract when signed, 
thus forcing the salesman to ask for the order at a 
definite point in the presentation. This survey sheet, 
or sales contract on a special double page, remains in 
sight as the salesman continues his story through 
supplementary sales material, if this course is 
necessary. 

Produced in just as elaborate form as was a similar 
presentation last year on automatic heating, the new 
book may be included in the same zipper case, if 
desired. 


—<_- 





A VISIBLE RECORDS FILING AID.—Installation of Tra-Dex 
sectional visible ledger trays recently sold and installed by 
Thomas Groom & Company, Boston, Mass., to a large eastern 
manufacturing confectioner. Tra-Dex is a product of the Visible 
Records Equipment Company, 1432 West Altgeld street, Chi- 
cago, which also manufacturers Flex-Site visible loose leaf 
equipment. 
—- 
KEIFFER NEW SENGBUSCH REPRESENTATIVE 
Lloyd B. Keiffer, well-known in Pacific Coast terri- 
tory from his former connection with a fountain pen 
manufacturer, has been appointed representative in 
California, Nevada and Arizona for the Sengbusch 
Self-Closing Inkstand Company. He spent some time 
at the company’s offices in Milwaukee early in June 
and now is actively selling Sengbusch products in the 
western states. He makes his headquarters at 1901 
San Marcus street, Compton, Calif. 
*—- See 
JOHNSON TO HEAD N. Y. S. M. CLUB 
J. William Johnson, sales manager of the Dennison 
Manufacturing Company, has been elected secretary 
of the New York Sales Managers’ Club for the coming 





year. 
William G. Arnold, general sales manager of the 

Underwood Elliott isher Company, was re-elected 

president of the association for a second term.—AK 
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_SHOW NEVA-CLOGs FIRST 


Pen Se et 
eS Ore Eek iat » 


YOU BUILD A BETTER BUSINESS AND A 
BIGGER BUSINESS for your Stapling Machine 
department when you show NEVA-CLOGs first. 


Your business is better because you have made 
more satisfied customers, who are pleased because 
you have shown them how to “fasten things 
together’’ with greater ease and economy. Once 
they use NEVA-CLOG Stapling Pliers they realize 
how much more VALUE you have given them, for 
they can do more stapling operations with these 


inachines. They save time on vertical stapling in 








MODEL S-100 STAPLING PLIER $4.50 
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the files, and desks are more orderly because they 
kept NEVA-CLOGs either in the desk drawer or 
other convenient place. 


You make more money and build a bigger busi- 
ness because you have a higher average unit of 
sales, and a new customer for more genuine 
NEVA-CLOG Staples. 


Show and demonstrate NEVA-CLOGs first and 
you will join the muny dealers who are finding it 
often means as much as 20% increase in dollar 








volume. 

And by using eid ve 
NEVA-CLOG oe. ene we 
free display lp. OF NS ote 
cards in show (\.. 9 0/ EA NaN 
windows and/_-&_ 26s Y¢ \ 
on the counter, —”_4) xii yd OL. 
as well as —— 
NEVA-CLOG ea) | 
imprinted circu. qe ee 
lars, you main 
tain a_ steady GENUINE NEVA-CLOG 


flow of orders. STAPLES 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 





MODEL B-100 STAPLING PLIER $5.00 
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DARNELL ¢'cints 


oor protection 


d durable 


r satis- 


The Darnell line of fle 
products offer maxim 
Their high quality an 
service guarantee awe << 
faction. Write today for sp 


Darnell dealer proposition 


WRITE FOR DARNELL MANUAL 





Darnell Corp., Ltd. 


A 
LONG BEACH, CALIF OREO 
36 N. CLINTON Ss Cc “wes 
60 WALKER sT., N 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


UMMER Let-Up on Portables—With school on the 

verge of closing for the summer vacation as this 
is written boys and girls from tots to teens are think- 
ing more about the beach and the mountains than 
about anything else. Most typewriter dealers here 
give this as the reason for the let-up in demand for 
portable typewriters, not a complete let-up nor a drop 
in demand that is startling or painful, but a drop 
below May figures. This is expected, dealers say. 
Volume in standard machines is satisfactory. Most 
dealers report a shortage of exchange machines. This 
means an increase in repair work and servicing de- 
partments are busy. In the matter of deliveries most 
dealers say things are getting through from the fac- 
tories but everything is a bit slow. Naturally articles 
made of steel are coming through with more delays 
than things made of wood. However, no one is suffer- 
ing to the point where it hurts. That seems to be a 
fair summary. 

+ * * 

Glass in Santa Ana—A. F. Glass, well-known type- 
writer salesman who originated in Milwaukee and 
who until recently was conducting a typewriter ex- 
change in San Diego, has now joined the force of the 
Underwood Elliott Fisher Company in Orange county 
with headquarters in Santa Ana. 

* * * 

Moyer Has Vacation—Paul H. Moyer, bookkeeper for 
the American Writing Machine Company, used up a 
nice piece of the month of June in a vacation trip. 
He spent most of the time in San Francisco and 


other points north. 
* * * 


April and May Were Big Months—April and May 
were exceptionally big months for the American 
Writing Machine Company both in adding machines 
and typewriters, according to the branch manager 
in Los Angeles. June was not quite so good but the 
slight slump is seasonal and anticipated. 

om * 7 

Agnew and Hunt Still Recuperating—Jack Agnew 
and Leigh Hunt, salesmen for L. C. Smith & Corona 
Typewriters, Inc., both reported ill in these notes last 
month, are still off duty at this writing but both are 
improving. Bill Luff, another well-known salesman 
on the force, is contacting dealers in the absence of 
Mr. Agnew. 

* - * 

Prill Comes to California—Arthur Prill, formerly 
connected with the L. C. Smith & Corona Typewriters, 
Inc., branch at Peoria, Ill., has arrived in Los Angeles, 
and is covering a portion of the city for this same 
company. 

* * 7” 

New Underwood Salesmen—Max Rager and Logan 
Wells are the names of two young men put into train- 
ing by Underwood Elliott Fisher Conipany this month 
with the thought of their joining the sales force in 
Los Angeles. These young men will go to San Fran- 
cisco for the training school work in July before 
getting actively into the field here. 

~ * * 

Men Added, Growth Reported—The Southern Cali- 
fornia Adding Machine Company, 947 South Broad- 
way, Los Angeles, has added several new men to its 
staff. Fred Barth and Clarence Redberg have been 
added to the servi’e force. The former was formerly 
with Underwood Elliott Fisher Company in Chicago, 













from the Shops of MASTER-CRAFT Comes 
a Sensational New Series of Binders Finished 
in Lustrous, Durable, Modern cn 




















These binders have gone modern. The result is the most colorful, most 
practical, most salable group of binders that you've seen in a long time. 
















eS SS ULE COC 





Here, truly, is “eye appeal” and “buy appeal.” Display these binders in 
your window or on your counter and they will create much comment — 
open the way to additional sales. 





This new plastic binding is not only strikingly handsome, but highly 
practical as well. It is sanitary, smooth, pleasant to the touch. It is readily 
cleaned. It won't stain, won't scuff, won't fade. And — it is moderately priced. 


- Available on all popular sizes of sectional post binders, with choice of end 
lock or top lock. Colors — Bronze Pearl or Black Pearl, illustrated. 
These binders are now in stock, available for immediate shipment. Order 


your samples today. “Show ’em and you'll sell ’em.” 


HAW-WALKER 3880" 


KALAMAZOO, MICH. 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. It affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File— it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 


6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 


7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 


8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 


9. Its finish, while normally wrinkle 
green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use. a 


= 


Write The Mosler Safe Co. (Dept. D) Ham- 
ilton, Ohio, for catalog and prices on In- 
sulated Record Containers, as also our 
other lines of Fire and Burglary-Resistive 
Equipment. 





THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults in the World 


320 FIFTH AVE.. FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 
Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 


Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 


Colombia, S. A. Hawaii— Manilla — Panama 
Tokyo—-Venezuela, S. A. 


Havana Puerto Rico 


Shanghai 
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and the latter with the Security and First National 
Bank of Los Angeles, and also previously with the 
Burroughs Adding Machine Company in Los Angeles. 
Gene Oates, formerly office manager for the Type- 
writer Inspection Company, Los Angeles, has been 
added to the sales force. An unusual circumstance 
in this company now is the fact that four men who 
started work together in the adding machine business 
back in Minneapolis in 1918 through the peculiarities 
of fate find themselves working together again in 
this company’s shops in Los Angeles. The four are 
Paul King, Gordon Miller, Jerry Barrett, and Clarence 
Redberg. Business has doubled for this company in the 
last five months, Mr. King reports. Success, he says, 
is due largely to the fact that no employee has had 
less than fifteen years experience, a big factor in the 
servicing of adding machines. 

* « * 

Ryan Visits Los Angeles—E. P. (“Pat’’) Ryan, spe- 
cial representative from the home office of Under- 
wood Elliott Fisher Company, was in Los Angeles a 
couple of weeks early in June and went from here on 
to San Francisco. He expects to go on up the Coast 
from there. 

“- e 

Kemper Now Major—C. T. Kemper, salesman for 
the Grimes-Stassforth Stationery Company, reported 
in these notes last month as having entered the army 
with the rank of captain, has now been promoted to 
the rank of major, according to word received by 
Mr. Grimes. 


* * x 

Sales Show Big Increases—The Grimes-Stassforth 
Stationery Company reports gains in steel equipment 
sales over corresponding months of last year in figures 
representing from 68 to 121 per cent. Needless to say 
business is considered plenty good. 

x * * 

Reach Quotas in Half Month—Quotas set for all 
divisions in the Los Angeles branch of the Under- 
wood Elliott Fisher Company for the month of June 
had been reached by the middle of the month, a 
record not to be sneezed at, division heads think. 


x * * 


Samuelson Visits Los Angeles—E. G. Samuelson, 
vice-president and general sales manager of Felt & 
Tarrant Manufacturing Company, Chicago, spent the 
first part of June in Los Angeles visiting the local 
branch and looking in on the local school. John M. 
Flowers, local manager, says business is good. 

x - * 

Miss Roberts Retiring—Miss Genevieve Roberts who 
has been secretary to Blake Lockard, secretary of the 
Stationers Association of California, for the last few 
years, took a vacation in June which she spent in the 
mountains and points north. Miss Roberts is resigning 
her position with the association effective later in 
the fall. 

Miller on Rotary Program—Herman F. Miller, head 
of the Stenotype Company of California, spent part 
of June in Denver, where he attended a convention 
of Rotary. Mr. Miller had a part on the program. 

Men Taking Stenotype Courses—The Certified School 
of the Stenotype conducted by the Stenotype Com- 
pany of California has the largest class under in- 
struction that it has had in its history. Due to the 
demand fur male help with this training in govern- 
ment service for ‘he first time the class is made up 
nalf of men. 

Wilger in East—C. A. Wilger, Los Angeles branch 
manager of The General Fireproofing Company, spent 
part of June in Youngstown, Ohio, the headquarters 
of the firm. 


* * * 


Mrs. Knapp Passes—Mrs. W. A. Knapp, wife of W. A. 














OFFICE APPLIANCES 


104 


2OOO applicants a DAY 
Handled BY 3 PEOPLE. 





In this State Employment Service office SUPER-VISIBLE is used for the 


record of all registered applicants for jobs. Speed is of paramount importance 
in the handling of over 2000 persons daily. Before the SUPER-VISIBLE Sys- 


tem was used, seven clerks were constantly needed, but now only three serve 


the applicants with dispatch. 

The great card capacity and high speed of this new vertical visible equipment 
is responsible for the remarkable improvement in this system and it will pro- 
duce profitable results for your customers when applied to their active records. 


Some of the outstanding features of SUPER-VISIBLE are enormous capacity, 


low space cost, high speed reference, and a wide range in styles and sizes to 


meet varying conditions. 
SUPER-VISIBLE is the proper answer to many of your customers’ record 


needs, whether the record is large or small. 
The SUPER-VISIBLE Catalog is clear and concise. Ask for your copy and 


ask about Acme’s simple dealer plan. 


VISIBLE RECORDS, Inc. 


122 South Michigan Avenue - Chicago 
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Knapp, manager of the Los Angeles Stamp & Sta- 
tionery Company, died late in May after a long illness. 
Besides her husband she leaves one daughter who 
resides at home. 

New Desk for Foremen—The General Office Furni- 
ture Company, Eleventh and Los Angeles streets, is 
showing a new type of all metal foreman’s desk for 
use for the most part in airplane factories. The desk 
is made the proper height for working standing up 
and has shelving and spacing below adapted for the 
job for which it is intended. A. L. Segal, manager, 
states that this desk is meeting a real need and is 
moving fast. 

x ~ * 

Creswell in New Job—Raymond Creswell, well-Known 
office furniture salesman in Los Angeles, formerly 
with the Shealy Safe Company and the Western 
Office Furniture Company, has joined the sales force 
of the General Office Furniture Company. Mr. Cress- 
wel] has been on the job in Los Angeles for twenty- 
six years. 

* ~ x 

Bookbinders’ Corporation Busy—Some idea of the 
immensity of the development in the airplane industry 
can be gleaned from an order received by the Book- 
binders’ Corporation, 1041 South Los Angeles street. 
This comes from one factory and involves 150,000 
covers for office forms. This is one of many special 
orders. according to F. George who is in charge of 


sales and promotion. 
oe 9 
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SENGBUSCH SALES HELPER.—This window display of the 
Sengbusch Self-Closing Inkstand Company, 775 Sengbusch 
building, Milwaukee, has been made available to dealers who 
want to increase sales on the Sengbusch Handi-Pen, Adapto, 
and Gee-Jay desk sets. In addition to picturing all three units 
the display uses large type to tell the merits of each one in 
an arresting manner. 
*—-¢ 


STEEL EQUIPMENT SALES CONTINUE ON INCREASE 

A report recently issued by the United States De- 
partment of Commerce shows that the sale of steel 
office furniture, steel shelving and steel lockers is 
continuing to increase. This is indicated by figures 
which show the total sales of the three lines for the 
month of April of 1940 and 1941, as given: Steel office 
furniture sales for 1940 and 1941 respectively were 
$2,219,303 and $3,889,227. Steel shelving sales were 
$494,104 and $1,346,062. Steel locker sales were $234,247 
and $661,011. 
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A THOUSAND OPPORTUNITIES 
FOR PLUS SALES 


Jimmy may not really be a prospect for a Miami Auto- 
graphic Register but there are hundreds of small 
business men in your community who would find busi- 
ness operations easier and more efficient if they used 
this sales equipment. The Miami Mite is designed 
especially for these tradesmen to use and especially 
for YOU to sell. It is efficient, compact and priced 
within reach of the smallest business man. Here’s the 
ideal specialty item with form orders repeating regu- 
larly for every one of your salesmen to get behind 


and boost store sales. 


Write for catalog and valuable sales kit of 


forms available. 


BOOK-PAC REGISTER 
FITS THE POCKET 


WRITE FOR YOUR COST 
and Minimum Selling 
Price. 









The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 
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Here is the most reliable source 
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Co) every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
oy.¥. [e] a) 3 
MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 


Fest elbte-Voibt ase) Meith e)tlor-tatele mete) is) 


enables us to offer you the finest 
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. Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 
cellent results at a minimum of cost. 
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All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO. INC. 
525 S. LAFLIN STREET: . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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TRADE-MARK REGISTRATION GRANTED ON 
SPURGIN SIX-IN-ONE COIN WRAPPER 

The Spurgin Manufacturing Company, Inc., 7011- 
7019 Vincennes avenue, Chicago, has received a trade- 
mark registration for the well-known Spurgin window 
coin wrapper, which is officially designated as Spur- 
gin’s Six-In-One coin wrapper. The registered trade- 
mark, as described by Robert Spurgin, president of 
the company, “consists of six twice repeated, open, 
decimal numbers and coin denominations, all in un- 
alterable positions on solid black bases.” All Spurgin 
window coin wrappers and the cartons in which they 
are packed now carry the usual legal registration 


notice. 
= alge 





THREE UNDERWOOD EL- 
LIOTT FISHER 1941 ALL 
STAR CLUB WINNERS.— 
These early birds won early 
membership by exceeding 
their year quota in four 
months. (left) A. W. Johnson, 
New York. (Lower, L to R) 
D. W. Strange, Louisville. 


and D. O. Bassett, San Fran- 
cisco. 











°*—2e 


CHICAGO REGISTER PARTS COMPANY 
OPENS NEW YORK BRANCH 


The Chicago Cash Register Parts Company, 2810 
Addison street, Chicago, last month announced the 
opening of a branch in New York City which will 
operate under the name of the New York Cash Regis- 
ter Parts Company, and will be located at 146 East 
Thirty-fourth street. 

According to officials of the Chicago organization 
the new branch will supply standard catalogue items 
to fourteen states, thereby taking some of the load 
off the parent company. The states to be covered by 


the branch are: Connecticut, Maine, Maryland, Massa- 
chusetts, New Hampshire, New Jersey, New York, 
North Carolina, Pennsylvania, Rhode Island, South 
Carolina, Vermont, Virginia, West Virginia. 


The remainder of the country will be served by the 
home office. 
*—- 


INCREASING MACHINE LINES 


James Doyle, manager and co-owner of the Doyle 
Typewriter and Supply Company, 197 Monroe avenue, 
Memphis, Tenn., has announced the addition of the 
Allen Wales line of adding machines and Friden cal- 
culating machines. The firm has remodeled its Mem- 
phis store, installing new fixtures and making some 
increase of floor space ——CG 


DOYLE 
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HY NOT CASH IN ON THE FACT THAT EVERYBODY 


WHY CARRY 
TWO STOCKS 


WHEN 


¢ SHEAFFER'S ¢ THE FINEST « 
GIVES YOU TOP VOLUME DISCOUNT? 


Since Sheaffer's leads fit all pencils... since Sheaffer's SKRIP meets 
all writing needs... Why take up space and throw away top volume 
discount by dividing stocks between Sheaffer's, the finest, and a less 
popular line? 











More than that, see how Sheaffer's strong reminder displays SELL 
MORE, and make your store ‘‘Writing Headquarters.’’ Remember: 
Very few lines that you stock can sell to every age and sex bracket, 
at every season — while Sheaffer, the leader, sells to all, always be- 
cause everyone must write! 


Sheaffer's, the Finest 
Leads, Erasers and Writ- 
ing Fluid, Meet Every 
Home, School and Busi- 


ness Writing Need... . 
rh ¢ / LF F it R'S — 


Stock Sheaffer, and profit daily! Inquire! ...W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa. 








OFFICE APPLIANCES 


108 


THE PATENTED TRI-GUARD (3-ROD) 
FILING PRINCIPLE IS AVAILABLE 
ONLY IN GLOBE-WERNICKE FILES 











ga 























NEW TRI-GUARD WAY 
Guides slide on 3 rods which act as a ‘‘sway- 
check.’ Contents cannot slump, and indexing 
is always visible .. . ‘‘V’’ shaped filing pocket 
is formed by touch of the fingers 





Compare this new, different, better Tri-Guard (3 rod) filing principle 
with any other file. Note how it makes possible speedy filing and finding 
without frequent adjustments of the follower block. 


Customers like Tri-Guard files because they save time, help prevent 
errors and make work easier . . . the outstanding filing development in 
years. The Tri-Guard principle is available in steel or wood files at no 


extra cost. 


+a, 
~ 
a 






Investigate this revolutionary improvement in filing, and learn how the 
Globe-Wernicke dealer is assured of al] the supply business. Write for 
details of our attractive proposition. 


Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public pen PB Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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GOLDEN STATE TRAVELERS NOTES 





By Joe D. Hale, Correspondent 
There was a good turnout for the regular monthly 
meeting and luncheon of the Golden State Travelers 
Club, held in the Alexandria hotel, Los Angeles, on 
June 2. Those present voted to discontinue these 
gatherings during the months of July and August, 
but agreed to carry on the monthly golf “get-to- 
gethers.” 





* . * 


Copies of the new membership roster have been 
distributed to the members and will be sent to every 
stationer in the state of California. 


* ~ * 


The May golf tournament and supper was held at 
the Altadena Golf Club and resulted in a particularly 
large crowd going out for the game. Included among 
the guests were the following: Lloyd Rogers; Al Troup, 
Smith Printing & Stationery Company; Joe Savel, 
Savel Commercial Stationery Company; Art Millen, 
Schwabacher-Frey Company; Wilson Turner, Los 
Angeles News Company; Carl Grimes, Grimes-Stass- 
forth Stationery Company, and Frank Hawley, Schwa- 
bacher-Frey Company. 

<-> 














STEPHENS JOINS ROCKWELL-BARNES.—Hollis J. Stephens 
has recently joined the sales department of the Rockwell- 
Barnes Company, 1511 West Thirty-eighth street, Chicago, and 
will travel a northwestern territory consisting of North and 
South Dakota, Minnesota, Wisconsin, upper Michigan and 
Iowa. In announcing the appointment officials of the company 
said: “Because of his previous connections Mr. Stephens needs 
no introduction to the stationery industry and he is already 
well-known to most of this company’s established accounts.” 


oo <i 3 


FEIGLE-HOBBS ROUNDS OUT FIRST YEAR 

The Feigle-Hobbs Company, dealers in typewriters 
and other office machines at 2807 Fannin street, 
Houston, Tex., last month celebrated its first anni- 
versary, although its two owners boast a total of fifty 
years in the office equipment industry. 

The firm was started twelve months ago by Edwin 
T. Feigle and Lewis B. Hobbs, both of whom have 
numbers of friends throughout the country as a result 
of their former connections. 

Mr. Feigle sold Woodstock typewriters for six years, 
and then transferred his activities to Remington Rand 
Inc., remaining with that firm for eight years before 
deciding to go into business for himself. 

Mr. Hobbs spent twenty-nine years with Remington 
and, like his partner, is thoroughly acquainted with 
the typewriter industry. 

>< 
COLTON ESTABLISHES CHICAGO BUSINESS 

George A. Colton, well-known in the office equip- 
ment industry in Chicago for many years, has estab- 
lished his own business at 111 West Jackson boulevard 
under the name of George A. Colton, Inc. The new 
organization carries complete stocks of modern office 
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Copy RIGHT CoPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 


FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
w 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes. BACK TO WORK! 


Backache, Time MONEY! 


Today's unusual conditions and 
the enlargement of office personne! 
have created an urgent need for 
CopyRIGHT Copy-Work Holders in 
every office where typewritten mate- 
rial is vital. 

CopyRIGHT advances the "Back 
to Work Movement" to a ‘Better 
Work Program." 

Dealers can do a constructive sell- 
ing job of distinct benefit to their 
customers and with attractive 
PROFIT for themselves by handling 
the '‘World's Leading Copyholder." 


Why not order a few for stock 
or demonstration now? 


COPY RIGHT MFG. CORPORATIO! 


PARK PLACE * 











IMMEDIATE. DELIVERY 
BY FAIR 


In spite of the difficulty in 
obtaining raw materials, 


we are able to furnish 
PROMPT DELIVERY on all 
numbers in our line of 


COSTUMERS 
CHAIR CUSHIONS 
DESK PADS 
TYPEWRITER TABLES 


Write for complete catalogue and price list. 


FAIR FURNITURE COMPANY 


NEWARK, NEW JERSEY 








laa 


fairer nel ar Sc 


2 RAIN 
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furniture and institutional equipment and the firm is 


* l e 
in a position to supply every possible need of an office 
The American i up for or group of offices in metal or wood furniture, stock, 


special or built-to-order equipment and accessories of 


Better Profi ts—E Z E ée N 4 all descriptions. 


VIG 


SAN ANTONIO NEWS NOTES 


A. M. Haak Company, typewriters and business ma- 


- an ee. 4 is a little chines, has an interesting display of typewriters, all of 
er cree neny pane . . which are twenty-five years old or more. The display 
little things, too. That’s P ) : : ‘ : 2 

includes a Hammond, a Franklin that is approximately 


why so many. stationers me : ; a 
PRODUCTS, Ine. forty-three years old, a Remington Junior, a Reming- 





\ 





q{ ae 




















be 


L. S. WEBSTER, manager of the Underwood Elliott Fisher Com- 

pany’s Pittsburgh office, was recently feted at a surprise dinner 

given in honor of his twenty-fifth anniversary with the UEF 

organization. The event was held June 3 in Pittsburgh's 
Roosevelt hotel. 


—><-- 


HUI 

















have found it profitable to 

ush EZEON —a better ton Six, a Manhattan, and a Stoewer. The latter is of 

: 7 39th Ave. & 24th St 

clip — made by the origi- 59th Ave. st. German make and was taken during the last World 

I . . i . 

nators and pioneers in the Long Island City, N. Y. War. The arrangement not only makes an effective 

field. | display, but is of great help in demonstrating the 
| many improvements that have been made on type- 
writers during the intervening years. 





* * * 


[' A H I] c Russell C. Hill, executive vice-president of Maverick- 
Clarke, has been named a member of a committee of 


San Antonio business men who will make a survey of 


the housing situation in this city so as to prepare for 
[; [ | I] E a large group of defense workers who will be brought 
here later in the summer. 
* + * 
3 The Clegg Company complimented its staff with a 
I [] iF I] E H o dinner in the Milam cafeteria on the night of May 30 
in appreciation of the good work turned out by the 


various departments during this month. 
* * + 








Mrs. E. M. Alexander, secretary to Mr. F. C. Hall, 


Complete Stocks branch manager for Underwood Elliott Fisher Com- 


pany, has returned from a vacation. 
* * 


+ e 
Prompt Lelivery M. R. Allen, Central Typewriter Company, and fam- 
' ily, and Ralph Stone, Beauvais Ribbon & Typewriter 


Company, and family, have returned from a fishing 


* * * ~ * trip to the Gulf Coast. 
+ + * 
W R | T b t Oo R Employees of Maverick-Clarke enjoyed a picnic held 
in Landa park (20 miles from San Antonio) on the 


afternoon and evening of June 21. Games and enter- 
tainment were enjoyed, topped off with dancing in 
the evening, and with refreshments for all. The 
chairmen of the committees in charge of arrange- 
ments were: Mrs. Ruby Teller, entertainment; J. H. 
Keenan, food; Henry Hoeper, location; and L. Dugger, 
transportation.—_BCR 


CATALOG 





°*—- © — 

HOPKO OPENS OWN BUSINESS 
R. M. Hopko has opened a stationery and office 
equipment store at 120 West Mifflin street, Madison, 
Wis., under the name of Badger Office Supplies. The 
new organization will carry complete stocks of sta- 
tionery items, equipment and furniture, and will fea- 
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NOW AVAILABLE WITH 
THE NEW BASSICK 


“BACOSOL’” 


ALL PURPOSE WHEEL 











BACOSOL ... the name of the new glazed 


tread cushion wheel that operates properly 
on and protects all types of floors. 

The dealers who sell the Bassick line offer 
the finest in casters and floor protection 


equipment. 





THE BASSICK COMPANY =: Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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FULL PROGRESSIVE BALL 
BEARING SUSPENSION 








all 








EASY OPERATING 
COMPRESSOR 


ar 








ATTRACTIVE HARDWARE 


- 
L* 








TWO, THREE, FOUR AND 
FIVE DRAWER STYLES 








OPTIONAL DRAWER 
INSERTS 


wo & 








MATCHING COUNTER 
HIGH CABINETS 


aeew 
™ 
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The 5400 Line is popular on any sales floor. Unusually well 


made and rigidly constructed, its attractive price is boosting sales for dealers 


everywhere. For those who prefer a 26!1/2'’ Deep C Grade file—the companion 















500 Line offers many quality features at reasonable cost. 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Pennsylvania 
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ture Sheaffer pens and pencils, Gibson greeting cards, 
Mashek leather goods, Bentson’s steel products, Fritz- 
Cross posture chairs and other lines. The store is 
equipped throughout with Faries fluorescent lighting 
fixtures. 





PHILIP HANO’S NEW SALES MANUAL.—Shown here is the 
cover of the new sales manual recently prepared for his com- 
pany by N. L. Hanna, sales promotion manager of the Philip 
Hano Company, Inc., Holyoke, Mass., and fully described in 
the June issue of Office Appliances. 
— ——<-- 


HUSTON GOES TO HONOLULU 


W. G. “Bill” Huston has become assistant to the 
president of Alexander Brothers, Limited, 180 Mer- 
chant street, Honolulu, distributors of office appliances 
including Underwood typewriters, Sundstrand adding 
machines, and others. A knowledge of business in the 
Islands and his past experience in the ribbon and 
carbon field provide an ideal background for his new 
tasks. He has a reputation of being a salesman with 
unusual ability. He should do well in his present 
surroundings which are not exactly new since Hawaii 
long was part of his territory in an earlier connection. 

Oe 
GREAT LAKES TRAVELERS MOVE HEADQUARTERS 


After about a year of meetings held on Fridays at 
the Brevoort hotel, the Great Lakes Travelers Club de- 
cided at the meeting held on June 13 to move head- 
quarters to the Blue room of the Sherman hotel. The 
first gathering at the new location was on June 20, 
as this issue was being prepared for presses. 

Out-of-town visitors at the June 13 assembly were 
Jack Kennedy of the Trussell Manufacturing Company, 
and Gene Mitchell, a member of the club, who repre- 
sents a number of manufacturers in the field and op- 
erates from headquarters in St. Louis. 
> —- + 


CHARLES TAKES TERRITORY FOR BENTSON 


F. C. Charles last month joined the sales organiza- 
tion of the Bentson Manufacturing Company, Aurora, 
Ill., and was appointed to represent the firm in a west- 
ern territory. Mr. Charles will maintain headquarters 
at 3409 Largo avenue, Los Angeles, Calif., and will 
cover the following states: Arizona, California, Colo- 
rado, Idaho, Montana, Nevada, New Mexico, Oregon, 
Utah, Washington and Wyoming. 

— 


“FLUORESCENT LIGHT AND ITS APPLICATIONS” 


“Fluorescent Light and Its Applications” is the title 
of a new, 256-page book by H. C. Dake and Jack De 
Ment, which has just been published by the Chemical 
Publishing Company, Brooklyn, N. Y. It is priced at 
$3.00. 

Described in a foreword as being of unique interest 
not only to professional scientists but also to those 
without any technical training whatsoever, the book 
represents the minds and hands of many who for the 
past century have dealt with the mysteries of lumi- 
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POSTURE CHAIRS 
/ 





No. 2425 
Side Arm Chair 


No. 2800 
Arm Swivel Chair 


TWO OF EIGHT NEW POPULAR PRICED CHAIRS 
Square Tubular Steel Construction 


Smart e@ Colorful e@ Modern 


Write for 1941 Catalog 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 


Comfortable e 











V FIRST in Sales! 
Vv FIRST in Profits! 
ASH-AWAY <= 


= 
SMOKERS J @ 
ay 











The 
SERVATRAY 


Removable Tray with liq- 
uor & burn proof finish. 


ASH-AWAY 
SMOKERS 
are Nationally 
Advertised in 
Good 
Housekeeping 
American Home 


FIRST IN SALES because 
they are smart in design, 
beautiful in finish, loaded 
with eye-appeal. And be- 
cause they are equipped with 
the exclusive Ash-Away dis- 
penser that whisks stubs and 
ashes into an air-tight econ- 
tainer with the slightest pres- 
sure of a finger. National 
advertising has built a tre 
mendous public acceptance 
for Ash-Away. 

FIRST IN PROFITS because 
Ash-Away Smokers are priced 
to sell with a generous prof- 





Esquire it margin for dealers. fas 
Combined Circulation THE ar cna 
5.02( 1.03 6 2811 N. Ashland Ave., Chicage 


Displays 
1126 Amer. Furn. Mart, Chicago 
15115 Merchdse. Mart, Chicago 
1405 N. Y. Furn. Exch., N. Y. 
742 8S. Hill St., Rm. 904, L. A. 





WRITE TODAY 


Send for the complete Ash- 
fway catalog with prices 


“WORLD'S LARGEST SMOKER MANUFACTURERS” 
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KeRak for |0 keys $1.00 
KeRak for 20 keys $1.75 
(complete with tags) 


“Find the key you want instantly” 
"CADO" KeRaks and Key Cabinets 


Compact, visible and easily accessible 


KeRaks—S t appearance. 

Chrome plated base. Pe Ta 

Ideal for Home or Office. Hi win 
BBs 
Key Cabinets—of welded steel. mn a 
Finished in olive PTR BRT 
green — equipped Te ee 
k and 100 Twas 


KeTags 





Key Cabinet for 100 keys $13.50 
Size 30x15x3 


Boards and Key Cabinets for any number of keys can be furnished. 


Cushman & Denison Mfg., Co. 135 W. 23 St., New York 














MORE THAN... 
Gust LEATHER 


Deft treatment and careful con- 








Write for fully 







i t . ° ° 
ie struction constitute much to Ehrlich 
© fine leather pieces—making Ehrlich 






furniture fine dependable sales 
making merchandise—styled with 


all the sales factors “built-in.” 







EHRLICH Upholstery WORKS 


520 West 43rd St., New York, N. Y. 












OFFICE APPLIANCES 


nescence. As the foreword also explains, a voluminous 
bibliography is included to enable the reader to ob- 
tain additional and detailed data in specific fields 
from original sources. 

Indicative of the wide scope covered by the book are 
the sub-headings of the eleven chapters in its make- 
up. They are: 

Historical aspects of luminescence, radiation-color- 
perception, theory of luminescence, methods of exami- 
nation and technic, sources of ultraviolet radiations, 
the fluorescent minerals, the radio-active minerals, 
luminescence of gems, some notable fluorescent collec- 
tions, uses of ultraviolet light. 

o— ee 




















L TO R.—W. G. Hurdle and C. F. Leydig, Chicago and San 
Francisco branch managers for Mittag & Volger, Inc., respec- 
tively. The appointment of Messrs. Hurdle and Leydig was 
| announced in the June issue of Office Appliances at which 
time the above photographs were not available. 








—_—__.—>e— 


NATIONAL LETTER WRITING WEEK DATE 
ANNOUNCED 

The fourth national promotion of letter writing will 
take place October 5 to 11. Each of the national letter 
writing weeks in the preceding three years has by its 
success called for a continuation of such promotion. 

In advance of the dates, October 5 to 11, 1941, 
twenty manufacturers of stationery will supply to 
retailers usable materials for store windows and show 
case displays so as to bring the letter writing idea to 
the public. Many thousands of posters will be dis- 
tributed from coast to coast, with the slogan, Don’t 
Let Friendships Fade—Write Those Letters Today. 
Plans are under way for broad publicity to support 
the dealers’ own campaign work. Again there will be 
prizes for window displays—details of the prize offer 
will follow in a subsequent release. 

The Paper Stationery & Tablet Manufacturers As- 
sociation, Inc., 527 Fifth avenue, New York, N. Y., is 
the campaign office. The following manufacturers are 
sponsors of the campaign: 

American Papeterie Company, Albany, N. Y.; J. C. 
Blair Company, Huntingdon, Pa.; Eaton Paper Cor- 
poration, Pittsfield, Mass.; Geo. W. Fox Paper Com- 
pany, Philadelphia, Penn.; Kalamazoo Stationery 
Company, Kalamazoo, Mich.; Lakeside Central Com- 
pany, Chicago, Ill.; Mid West Paper & Envelope 
Company, Marion, Indiana; Montag Brothers, Inc., 
Atlanta, Ga.; Novelart Manufacturing Company, Long 
Island City, N. Y.; Puritan Stationery Company, 
Philadelphia, Penn.; Sangamon Company, Taylorville, 
Ill.; Southern Central Company, Memphis, Tenn.; 
Springfield Photomount Company, Holyoke, Mass.; 
Southwest Tablet Mfg. Company, Dallas, Texas; United 
States Envelope Company., P. P. Kellogg & Company 
Div., Springfield, Mass.; Marcus Ward, Inc., Albany, 
N. Y.; Wesley & Winter, Inc., Linden, N. J.; Western 
Tablet & Stationery Company St. Joseph, Mo.; White 


& Wycoff Mfg. Company, Holyoke, Mass.; Arthur E. 


Wilson & Company, New York, N. Y. 
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CAPITALIZE 


SELLIN 











4 AURORA FILING EQUIPMENT 
NOW on THese BIG 


G FEATURES! 


You can meet any filing equipment need with the 
A-S-E Aurora Line. There are 58 profit-building fea- 
tures in this great “Balanced-Design” Line. There’s no 
one feature which must be “sold” to cover up defects 


of other parts. Below are illustrated a few—just a few— 


of these powerful selling features. Hun- 
dreds of dealers are “‘going to town”’ with 
this fast-moving, popular-priced line. See 
how it’s piling up new sales records the 
country over. Learn how you, too, can 
have new profit and sales records . . . by 
selling the A-S-E Aurora Line of filing 


equipment. 


Mail the coupon today for the big, 
new, illustrated catalog. It’s yours with- 


out any obligation. 








Solid, sturdy construc- 


tion . . . reinforced 
sides . . . advanced 
design . . . operates 


freely and fits accu- 
rately. 


Troubleproof follower 
engages positively in 
the channels at top of 
sides. Unlocks with 
the slightest pressure 
on lever. 





Illustrates bottom of 
7000 Line drawer . . 

note channel built to 
accommodate tabs of 
indexes. Stiffens and 
strengthens drawer 
bottom. See how 
drawer front turns 
back and is welded to 


bottom, 


Close-up view of torque 
plate . . . welded to 
case frame and drawer 
shelf on both sides of 
each drawer opening. 
Tie rod cross-bracing 
gives extra rigidity. 





And 54 Other Potent Selling Features! 


kat aad 


All-Steel-Equipment Company, In 
607 John Street irora, | 





Please send me the new strated A-S-E Aurora 
Catalog with 

Name 

Address 

City State 
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WE'LL HELP YOU 
SHARE THESE 


PROFITS 


Dear Friend Dealer: 








Make your N.T.O.M.D.A. Convention trip to Chicago pay extra 
dividends by visiting the International Typewriter Exchange. Remember 
when you're here—exit on the Monroe side of the Palmer House and walk 








five short blocks west on Monroe St. until you reach our offices. See for 
yourself how we anticipated the shortage of rebuilt machines. See too 








how our Custom* Rebuilt typewriters emerge from the factory spic and 
span, each one reflecting GUARANTEED QUALITY for which this company 
has been known for over 30 years. Above all see how a modern, high 
pressure TYPEWRITER LAUNDRY functions. Whether you're interested in 
lama 1 or 1000 machines, you'll find them here in every make and model. Here 
a is an opportunity for YOU to make some real money. 


\ W Zs (bill) Clausing 








WELLS ST 








LASALLE ST. 





P. S. If you can’t attend the convention, be sure to write for our profit story. 











ctLarnm sT. 





MAOMROE CT, 





DEARBORN ST 


























s$Tare GST. 


es) 
EBB patwer nse. 











INTERNATIONAL TYPEWRITER EXCHANGE 
W. F. (Bill) Clausing 


GENERAL OFFICE, WAREHOUSE AND FACTORY 
231 WEST MONROE ST 


Southeast Corner Franklin & Monroe Sts. CHICAGO, U.S.A. 


*Rebuilt throughout by the same mechanic 
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“ASK FOR A DEMONSTRATION” 


Squarely on the firing line, and well aimed at cus- 
tomers (they surely aim to please) are the last-minute 
sales clinchers or spectacular “dealer helps,” whether 
for pencil sharpeners, fountain pens, new business 
machines or novelties, which are the best possible 
persuaders at the point of sale. 

Leveled at prospects—at eye-level, of course—these 
valuable dealer helps drive home arguments of the 
well-trained stationery house salesman by virtue of 
deft demonstrations from time to time. Selling enters 
its last lap as the pencil sharpener has a pencil point 
inserted in its point of entry and the handle goes 
round ’n round—or similarly, other articles are dem- 
onstrated. 

All such dealers’ helps, well planned by manufac- 
turers in this best of all industries, work for the mer- 
chant—but may be made to work for him more—to 
earn their keep or rental space on counters occupied. 
To win their way in the sales argument, they must be 
more than colorful cardboard backgrounds or fore- 
grounds with pretty designs, or fancy pieces of lithog- 
raphy. Designed to sell, dealer helps have to be en- 
dowed in style and finish with that punch or “oomph” 
which pushes the sale to its final conclusion. 

Too, one of the best ways of getting the dealer’s help 
to work for the stationery or office equipment mer- 
chant is to place over such counter displays or par- 
ticular article, fastened thereon, the words “Ask for 
a Demonstration.” Such a sign or heading—such a 
friendly hint or suggestion—makes the dealer’s help 
really “help.” From mute, inarticulate evidence it 
swings into a selling stride. It becomes galvanized 
into action, as it were, “o nrequest.”—CML 

ee 
SMITH TO AID VICTOR’S WESTERN SALES 
MANAGER 


Following out its policy of offering more concen- 
trated aid to dealers, the Victor Adding Machine Com- 
pany, Chicago, last month appointed Sam Smith as- 
sistant to Western regional Sales Manager J. A. 
Proven. Mr. Smith is to maintain headquarters in San 
Francisco and will assist Mr. Proven by handling the 
northern section of the large western territory. 





cincinnati 
ERIKSEN NOW CORRY-JAMESTOWN DEALER 

The Eriksen Stationery & Office Supply Company, of 
Bend, Ore., has been appointed exclusive agent for the 
Corry-Jamestown Manufacturing Company in the 
firm’s territory. Albert Eriksen, owner of the business 
was formerly part owner of the City Drug Company in 
Bend and recently sold his interest. 

— 2 
DELAWARE ASSURED OF FAIR TRADE ACT 

Both branches of the Delaware Legislature have 
passed a fair trade act, authorizing minimum resale 
price contracts between manufacturers and retailers, 
and at this writing the measure required only Governor 
Walter W. Bacon’s signature to become law. 

The bill was passed by the Delaware Senate April 
10, following previous approval by the House, in which 
it was introduced by Representative Abner Woodward. 

Such legislation has previously been placed on the 
Statute books of forty-four states. A bill to add Ver- 
mont to the list of states with such laws was defeated 
earlier this year in the lower branch of that State’s 
legislature, while similar measures also have been cur- 
rent year issues in Texas and Missouri. 

One of the provisions of the measure given approval 
by the Delaware Legislature states: 

“Wilfully and knowingly advertising, offering for sale 
or selling any commodity at less than the price stip- 
ulated in any contract entered into pursuant to the 
provisions of this act, whether the person so advertis- 
ing, offering for sale or selling is or is not a party to 
such contract, is unfair competition and is actionable 
at the suit of any person damaged thereby.”—BJ 





GOOD BUSINESS! 


In these days of increased demand for office equip- 
ment due to ind E 





strial activity, the St. Johns line 
of office tables is moving more rapidly than ever 
before. Dealers recognize the importance of St 
Johns quality and construction and the fact that 
St. Johns has rigidly adhered to its high standards. 
The No. 28 table pictured above is a typical exam- 
ple of St. Johns superlative value. It is made of 
specially selected Plain Oak in Office Golden and 
School Brown finish. Its companion table No. 29 
is made of Solid Northern Michigan Maple in 
Walnut or Mahogany finish 

Write now for the new St. Johns catalog showing 
this and the other distinctive tables in the St 
Johns line 











Description. 

l'4 inches thick 

nderneath to pre 
3 nches 


Plank edge top 





with extra frame \ 
‘ 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 


BRIGHT 


U pholstered 


Office Chairs 








COMFORT 
BEAUTY 
SER VAC SE 


No. 28RC 





The outstanding quality 
of BRIGHT Chairs assures 
genuine satisfaction. This 
lifetime quality carries on 
after all other details of 
the purchase are forgot- 
ten—gives you entree to 
the finest executive of- 

fices. 
Display BRIGHT Chairs 
. . use the BRIGHT 
catalog .... take advan- 
tage of our custom de- 

No. : , 

28ac Signing offer. 


BRIGHT CHAIR CO. 


INCORPORATED 
127-133 Bleecker St. 





New York, N. Y. 
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7 Yom CARY! Amazing 


Dealer Opportunity 





NLY the enormous Shaw-Walker dealer franchise 
embodies all six of these profit-making features. 

(1) Eleven complete lines in a single franchise 
made up of 8,000 office items. Some in as many as 
seven grades to overcome all types of price competition. 

(2) The best known trade-mark in the office equip 
ment field. 

(3) The Orrice Guipe, a 436-page Junior Salesman 
that simplifies your selling job. 

(4) Enormous franchise includes Fire-Files, The 
New Low Desk and other fast-selling repeat items 
available only from the exclusive Shaw-Walker dealer. 

(5) A constant flow of resultful sales helps, bul 
letins, window displays, etc. 
more 


(6) Simplified inventories—less office work 


quantity discounts. 








SGHAW-WALKER 


| 


Muskegon, Michigan 
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“SUNRUCO” 


AIRFOAM 
CHAIR CUSHIONS 




















PRESIDENT STYLE 


The Ultimate in Comfort 
Write for Catalog and Price List 


THE SUN RUBBER COMPANY 


BARBERTON OHIO US A 
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THE PRIORITIES SYSTEM 

Note.—The following article on the Priorities System 
was published as Circular No. 2 by the Director of 
rvriorities, Office of Production Management, New 
Social Security building, Washington, D. C. Further 
information on this subject will be supplied on request 
to the address given above. 

The priorities system is intended primarily to im- 
plement the purchasing and production of defense 
material. Certain important civilian projects and for- 
eign orders may be given priority aid, where speed is 
essential, and civilian needs will have to be carefully 
balanced with defense needs at all times. 

The principal administrative mechanism in the 
operation of this system is the “Preference Rating 
Certificate” which is the notice to a supplier that the 
production of certain material is to be given prefer- 
ential treatment, if necessary to meet delivery dates. 
This is to be done without prejudice to contracts and 
orders bearing equal or superior ratings, but by with- 
holding or deferring deliveries on other contracts and 
orders. 

In order to preserve its effectiveness, the Preference 
Rating Certificate will be used only when an alterna- 
tive solution is not readily available. Therefore, the 
Priorities Division will attempt to obviate the use of 
priorities, wherever possible, by working in close col- 
laboration with the Division of Production and the 


| Division of Purchases, with a view to finding alterna- 


tive solutions. 

In exceptional cases, where special circumstances 
warrant, blanket preference ratings may be issued to 
cover the defense requirements of a particular pro- 
ducer for specifically designated types of material. 
This will be done by means of a general preference 
order which may be photostated by the user and 
given to the supplier concerned. The producer given 
the benefit of such an order will be required to keep a 
careful record and report the amount and type of 
material purchased under such general preference 
orders. 

In addition to the Preference Rating Certificate, cer- 
tain scarce raw material will be placed under industry- 
wide priority control and allocation. In such cases, 
specific orders from the Priorities Division which 
modify the effect of the preference ratings previously 
issued will supersede the ratings. 


Ratings and Orders of Preference 

The order of preference is indicated by the follow- 
ing symbols in order of precedence: AA, which is re- 
served for emergencies of an exceptional nature; 
A-l-a, A-l-b, A-l-c, ...A-1j; A-2, A-3,...A-10. As 
between contracts and orders in the same sub-division 
(as A-l-c), except as otherwise specifically directed 
by the Director of Priorities, the date of delivery con- 
tracted for will determine the order or precedence. 
When delaying orders due to priority requirements, 


| suppliers should adjust them in inverse ranking—first, 
| those with no rating, then those with lowest rating, 


| etc. 


Plan of Organization 
The Army and Navy Munitions Board pursuant to 
direction from the Army and Navy Joint Board will 
determine the relative importance of military items, 
such as guns, tanks, airplanes, ammunition, etc. On 
the basis of this determination, the contracting offi- 
cers of the Army and Navy, coordinated by the Army 


_ and Navy Munitions Board, will administer the assign- 


ment of preference ratings to prime U. S. Army and 


| Navy contracts for a selected list of critical items. 


This selected list, called the “Priorities Critical 
List,” is made up primarily of military items and parts 
necessary to complete such items which usually have 
no direct counterpart in commercial production. It 
also includes certain raw materials. The contracting 
officers will also authenticate the extension to sub- 
contracts of preference ratings assigned to prime 
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A FAMOUS SKY-LINE WELCOMES 
THE N.T.0.M.0.A. CONVENTION 


CHICAGO — PALMER HOUSE — JULY 21-23 


To the Office Machine Dealers who attend the N.T.O.M.D.A. Con- 
vention in Chicago, July 21-23, Speed-O-Print Corporation extends 
a cordial welcome. 


It will be a pleasure to greet our many friends again and as the 
years pass, we come to count more and more on these occasions 
that bring us together. The bond between us has grown ever 
stronger and we look to this opportunity to personally express our 
thanks for your loyalty and patronage. 


With justifiable pride, we point to our mutual successes of the past 
and pledge to you as our dealers, their faithful continuance in the 
future. 


SPEED-O-PRINT CORPORATION, 153 N. MICHIGAN AVE., CHICAGO 
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GEARED TO DEFEND 
PRESENT DAY 
RECORDS 


x x 
Mt 


THE ORIGINAL 
CHAIN POST BINDER 


FLEXI-POosT 


REG. U.S. PAT. OF F. 












PRACTIBILT 
GRADE A 


...... does not tear sheets . ' 
° f stock 
at punching...... ove 
p § should include.... 


--2 inches of finger space is sesinaiiniaiiia#-ieaiaioteenne: 
always available for removal PRACTIBILT GRADE S 


and insertion of sheets.... PRACTIBILT GRADES-B 


CHECK YOUR STOCK NOW TO BE SURE 
YOU HAVE THESE ITEMS AVAILABLE 


STATIONERS LOOSE LEAF CO. 


524 N. Broadway, MILWAUKEE NEW YORK, 237 Lafayette St. 

















THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—Iit Means More Business—Repeat Business—To You 








C L x A hy G R j p CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
C A R E Oo p Pp Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines Sarnia 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for 
users Cameo Burroughs Posting American 
Clesn trip combines all the desirable feat s of ] — Reliance 
Aeangrip cc € a ’ 1 a sirable tea ures or gooc American Register Rolls 
carbon papers plus the highly important special features a Tally Rolls Ribbons for Address- 
possessed by no others. : ; ; Reliance Teletype Carbonised ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls Speedaumat 
and holds it against competition. weights and | Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write finishes Addressing Machines | Dupligraph, etc., etc. 
for samples and prices. Special Rolls 























H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 

















JULY, 1941 

















ee f 
Styleotype .. . STENCILS ... Red Feather 
WRITE FOR DEALER OFFER AND CATALOG NO. 41, TODAY 


Distributors of “Styleotype” and “Red The Red Feather Stencil is a commercial, 
Feather” Stencils enjoy certain very definite competitive product that is giving entirely 
advantages—in quality, in price and in pack- satisfactory service under all conditions and 
aging. Red Feather products create their own in all climates. Its low unit cost places the 
repeat demand. dealer in a position to meet all competition, 

Styleotype brand is packed in a new type, and to bid on private or government con- 
attractive, slip-sleeve, end-opening box, par- tracts of any size. 
affin coated on inside. This preserves con- YOUR TERRITORY MAY BE OPEN— 


tents indefinitely. send for details and catalog today. 


RED FEATHER PRODUCTS MAKE A GOOD IMPRESSION 


RED FEATHER PRODUCTS LTD. 


Manufacturers and Distributors, 431 BUSH ST. 
Wholesale only. SAN FRANCISCO, CAL. 

















YOUR CUSTOMERS ARE GOING 
TO BUY ERROR-NO WHEN YOU 
SHOW THEM ITS NEW SPACE 


SELECTOR! yes, sir.iTS NEW 
AND EXCLUSIVE WITH ERROR-NO 





IN CHICAGO 


N.T.0.M.D.A. CONVENTION 


AMES CHICAGO OFFICE 


nh Mana jer 


YOUR HEADQUARTERS 





Ames Supply Company 


The Dawn Manufacturing Corn. 564 W. Randolph St., Chicago 
DIVISION OF THE 37 Murray St., 583 Market St., 


HALL-WELTER co, INC. New York AGENCIES San Francisco 


IN 
12 CHAMPENEY TER. ROCHESTER, N. Y. Delos PA oth 





206 Lane St., PRINCIPAL CITIES 11 Pryor St., 


































The Spring in "Fixed 
Floating Seat” Works 


BACKWARD t 


























The new type spring tension 
in all Silkes posture chairs 
is the REVERSE of the usual 
action. It holds the chair 
back snugly against you, 
providing support at the 
right time. And when you 
lean back, the tension 
lessens instead of building 
up ... . permitting true 


relaxation. 


Investigate this sensa- 
tional Sikes improvement. 
Send for sample chairs. 


THE TKES COMPANY wc 


BUSINESS CHAIR MANUFACTURERS, BUFFALO 


A Complete Story — 


in a few words! 











MIDCO the PERFECTLITE clamp-On model 1006. Available in a 
choice of two shades of sprayed wrinkie at sis SO list and Old English 
Bronze or Cadmium plated at $21.50 list. 


Fully adjustable, horizontal and vertical, with 30 inch extension 
providing up to 80 foot candles of light, if needed, at any point 
on a standard executive size desk!! 

Try selling lighting values, not just fixtures--and your sales 
will increase. Let us help you, send for detailed information 


MIDWEST NATU RLITE CO., 


440 N. WELLS ST. CHICAGO, ILL. 
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Army or Navy contracts, for items on the Priorities 
Critical List. 

The Priorities Committee, Army and Navy Munitions 
Board, Washington, D. C., may similarly assign prefer- 
ence ratings to prime or subcontract of certain other 
governmental agencies for items on the Priorities 
Critical List, using Form PD-4. Such agencies now in- 
clude the Maritime Commission, Coast and Geodetic 
Survey, Coast Guard and the National Advisory Com- 
mittee for Aeronautics. 

The Priorities Division of the Office of Production 
Management, in addition to administering requests 
for preference ratings on civilian requirements, will be 
responsible for the determination of preference rat- 
ings on all items not on the Priorities Critical List 
and all allocations of raw materials which have been 
subjected to industry-wide priority control. All prefer- 
ence rating certificates and priority orders will be 
issued over the signature of the Director of Priorities, 
but the Army and Navy Munitions Board will be sup- 
plied with preference rating certificates signed in 
blank to be issued to the Army and Navy contracting 
officers for authentication by them in accordance with 
the general policy outlined above. Carbon copies of 
the completed certificate will be returned to the Prior- 
ities Division, for supervision, and to the Army and 
Navy Munitions Board. 

The administration of priorities by the Priorities 
Division is organized in five sections, each under a 
group chairman, namely: 1. Minerals and Metals, 
2. Chemicals, 3. Commercial Aircraft, 4. Tools and 
Equipment, 5. General Products. 

Each of the five groups of the division is advised 
by one or more Priority Committee; made up, typi- 
cally, of the group chairman of the section and repre- 
sentatives of the Army and Navy, the producing in- 
dustry, the industrial users and labor. Representa- 
tives of the Divisions of Production and Purchases will 
act as Committee experts and contact points with 
those divisions. Advisers on Price, Consumer and Agri- 
cultural matter also will be available to the com- 
mittees. 


Procedure in Making Application for Priority 
Certificates Prime Army or Navy Contracts 

Ratings will be assigned by the Army or Navy con- 
tracting officers with respect to direct Army and Navy 
procurement. If a priority rating has not been ob- 
tained at any time by a government supplier and he 
believes that a rating is necessary, he may request 
that a certificate (Form PD-3) be issued by the con- 
tracting officer or inspector with whom he is in con- 
tact. 

If the prime contractor wishes that this rating be 
extended to his subcontractors, he should ask the 
Army or Navy inspectors, procurement district offi- 
cials, or contracting officers to complete a Preference 
Rating Certificate. The Army or Navy official will only 
authenticate such an extension if the item purchased 
is covered by the “Priorities Critical List.” 

All Other Domestic Contracts and Orders 

Before making application for a priority rating on 
items not on the Priorities Critical List, every effort 
should be made to arrange for delivery of materials 
and equipment on the required dates through the use 
of commercial channels. Readjusting schedules, mak- 
ing full use of machinery, subcontracting, substitute 
materials and processes are also urged. If these means 
fail, applications should be made to the Director of 
Priorities on form PD-1 and PD-1A. These forms may 
be obtained from all Federal Reserve Bank offices and 
from Army and Navy field procurement and inspec- 
tion officers or from the Director of Priorities, New 
Social Security Building, Washington, D. C. 

The application form requires that the applicant 
substantiate his claim for preference rating to avoid 
harm to other parts of the defense program. When 
the application is received by the office of the Direc- 
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PATIENT: Doctor, | am bothered by spots before my eyes. 
DOCTOR: Hmmm ... what kind of spots? 

PATIENT: Red spots, Doctor. They flash on and off. 
DOCTOR: My dear man, those red spots are the "'red lights’ they 


flash at you every time you go after a large volume ribbon and carbon 
account. Your manufacturer, unfortunately, is sometimes your com- 
petitor, too. If you try to get some of those big accounts you get 
the "'red light". 

PATIENT: What should | do? 

DOCTOR: Switch to PEERLESS-IMPERIAL. They play the game your 
way. No “cutting in" on your territory. And when you go after the 
big profit carbon business PEERLESS-IMPERIAL flashes a ‘green light"’ 
and helps you land it. 


PATIENT: Thanks, Doctor. I'm wiring them for a franchise today. 


Here's Ss how t to open doors with Rubber Keys! 


It's simple—just show a set of PEERLESS Rubber Typewriter 
Keys to that steno whose boss is always “busy"—put them on 
her typewriter for a week's trial—and you've opened the door 
to another account with rubber keys! 






The girl behind the typewriter likes PEERLESS Typewriter 
Keys because they save wear and tear on nerves and finger- 
nails. Her boss likes them because they speed up office pro- 
duction and efficiency. And your sales~en will like them 
because they're part of PEERLESS-IMP.:RIAL'S salesmen's 


extra bonus system. 





ON THE KEYs, 


PEERLESS Tuchtype Keyboard gives “eyes to the typist's fingers. 
Scientifically designed, unconditionally proven in offices throughout the 
country. 


Write today for details of PEERLESS merchandising plan. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 
General Office and Factory: 409 Mulberry Street, Newark, N. 2 


Y 
p 
NEW YORK CITY CHICAGO LOS ANGELES SERIE Ss a yBee™ 
321 Broadway 179 W. Washington Blvd. 828 S. Spring Street 
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LIFELONG STEEL CHAIRS 


COMPLETE EQUIPMENT PROGRAMS 
ARE MORE READILY PLANNED AND SOLD 


The new EASYREST Chairs, as a complementary sales factor 
to the complete and outstanding line of STEELCASE Desks, 
Files, Cabinets, Counters, ete., make it easier to plan and sell 
a larger number of office equipment installations. STEEL- 
CASE Dealers everywhere are experiencing increased busi- 
ness and greater net profits. In many situations, combination 
orders for chairs, desks and other related STEELCASE Equip- 
ment are being consistently secured in the face of strong 


competition from individual unit suppliers. 


Every STEELCASE Dealer Can Profit 


The unbroken year after year success record of the 
STEELCASE Line is being enjoyed by a steadily increasing 
group of progressive office equipment dealers. These pros- 
perous dealers recognize the STEELCASE Franchise as one 
of the most valuable assets obtainable. Why not let STEEL- 
CASE point the way to increased business for you? Your in- 
quiry today may mean the beginning of an extended profitable 


association. Write. 








C-88 





| ‘STEELCASE 


... found where business succeeds |.Susizess Equipment. 





METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 
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tor of Priorities, it will be administered by the Group 
chairman in charge of the particular material and 
checked with the Purchase and Production Divisions 
for alternative solutions. The decision of all group 
chairmen will be routed through the central office of 
the Priorities Division to insure codrdination. Prefer- 
ence Rating Certificates will be issued by the Director 
of Priorities. 
Contracts of Foreign Governments 


Preference ratings will be assigned to the contracts 
for the production of material for certain foreign gov- 
ernments, by the Army and Navy Munitions Board 
(Form PD-5). Contractors desiring help or informa- 
tion in this area should contact the foreign govern- 
ment official who signed the order concerned. 

The Priorities Division will seek to avoid the imposi- 
tion of priorities wherever such imposition would 
needlessly conflict with civil and private activity, and, 
insofar as possible, action will be withheld until an 
actual shortage in connection with defense require- 
ments is imminent. 

When it is necessary to delay delivery on any order 
as a result of a preference rating, the customer 
affected should be notified as soon as the delay be- 
comes apparent. 

Only a duly signed and authenticated preference 
rating certificate should be considered binding upon a 
manufacturer, but contracting officers should encour- 
age manufacturers to indicate to their subcontractors 
and suppliers what rating would be extended to the 
work if a formal preference rating certificate were 
requested. This will enable the subcontractors to plan 
their work in such a way as to ease the readjustment 
which might come if and when a preference rating 
certificate is issued. 

All departments and bureaus of the Federal Gov- 
ernment have agreed to the request of the President 
that if delivery of a government contract carrying a 
penalty clause is delayed in execution by reason of 
the application of priorities in favor of another con- 
tract, extension in time of such time of delivery may 
be authorized upon request of the contractor to the 
contracting officer. 


DEFENBAUGH COMPANY IN NEW LOCATION 


Because of increasing business demanding more 
stock, display, and office space the Ray Defenbaugh 
Company, Peoria, Ill., on February 1 moved into new 
and modern quarters at 311 South Jefferson avenue. 
The new display and office rooms are designed to at- 
tract the public and emphasize the most up-to-date 
and best in office appliances and equipment. A large 
display window, a decor of warm brown and blended 
shades of tan, fluorescent lighting, and General Fire- 
proofing office equipment make its new home one of 
the most inviting office equipment firms in the Peoria 
territory. 

Being specialists in steel office outfitting, the com- 
pany has chosen for selling purposes equipment of the 
highest merit and performance. They are exclusive 
dealers in Peoria and vicinity for General Fireproof- 
ing office furniture and equipment, Allen Wales adding 
and bookkeeping machines, and A. B. Dick Mimeo- 
graphs. 

The president of the corporation is Ray Defenbaugh, 
who after many successful years of managing Bur- 
roughs agencies in middlewestern cities, established 
his own office equipment business in 1930 in a suite 
of three offices in the Commercial Merchants Bank 
building, shared with his brother Roy, who sells auto- 
graphic registers. Associated with Mr. Defenbaugh for 
the past six years, Lloyd Pflederer, now secretary of 
the company, has had much to do with the rapid rise 
of the firm as a leading office concern. As the fine 
salesmanship and personal integrity of Mr. Defen- 
baugh created a constantly growing clientele, the 
company has moved four times until now it has a new 
home which is the equal of the best in the Peoria 
area. 





SAFE e PORTABLE 
RIGID e COMPACT 


ideal Stands do the job right. They support business 
machines properly and safely, in a minimum of space, 
and with quick, safe portability instantly available. 


Ideal Stands supplied for standard, wide carriage and 
portable typewriters, adding machines, calculators, etc. 
Your customers need Ideals now; they’ll want more later. 





Safe, rigid, compact 
and portable — Ideal 
Stands are standard 
equipment in modern 
offices everywhere. 
23-A (illustrated) is 
ideal leader. Drop 
shelves interchange, 
right or left. Note 
distinctive raising and 
lowering device. 











Many other Ideals 
available. Write to- 
day for Price List 6, 
Catalog 840 and 
dealer discounts. 








through 
dealers 
only 


SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 
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MAPTACKS 
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Vitalize maps and charts for 
Production Control — Police Departments — 
Sales — Fire Departments — 
Health Departments — 
and many other forms of centralized control. Bril- 
liant colors, uniform heads, needle points. 


Write us for details. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
LTE 
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The simplest and most economical 
permanent binding method known. 


Liberty Permanent Storage Binders are a boon to the 
office manager who has been racking his brain to find a 
binding method that is economical, easy, efficient, and 
space-saving. 


Liberties are made from Masonite presdwood with strong 
fabrikoid hinges, and patented, fool proof, telescoping 
posts that lock with mere thumb pressure. 


You will thank us for asking you to write for 


all details about Liberties—Catalog, Prices, our 
liberal trade discount and FREE Sample. No 


BANKERS BOX COMPANY 


536 South Clark Street Chicago, Illinois 
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Pecan 
Walnut Finish 
Leather or 


Imitation 


When you need to match a style or finish, you 
will invariably find the right chair in the 
Murphy line. 

Specializing as we do in better office chairs, 
we have an advantageous position in the manu- 
facturing field of producing the highest quality 
chairs, with perfect styling and superior comfort 
at a minimum cost. 


Let the Murphy line work for you. 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 
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THIRD REGIONAL MEETING 
(Continued from page 50) 


long profit. But above all, Mr. Bayless expressed his 
belief that all must strive to keep the men and brains 
they now have. 

Defense industries are offering opportunities which 
the dealer is finding difficulty in matching. The draft 
is taking good men into the army. These challenges 
must be met by management, said the speaker. But 
he urged dealers to regard these developments as 
opportunities to enlarge this sphere of action. As de- 
mands by defense grow and regular goods are hard to 
acquire, dealers must find other lines to substitute. 
It is essential that each dealer do more advertising 
in his own community to encourage the public to trade 
at his store. Impress the customers with the fact that 
nationally advertised products are on sale at the sta- 
tionery store. Get sales ideas from the magazines you 
read. This is a good time to plow back into the busi- 
ness some of the extra money you will make, he con- 
tinued. He recalled how salesmen get in the habit of 
selling what they think their customers ought to buy 
instead of permitting their customers to choose. “Sell 
up,” he charged, “build your business by selling better 
merchandise.” Remember our government can only 
get the money for defense from business. If we don’t 
make a profit it will be impossible, was his closing 
charge. 

Hayes on Visible Equipment 


George R. Hayes, Thomas Groom & Company, Bos- 
ton, Mass., presented his enlightening talk on “Visible 

Its Growing Importance.” Mr. Hayes reviewed the 
present day management situation to prove business 
is confronted with increased record demands with less 
men working less hours. This, the speaker claimed, 
was the opportunity for visible record equipment and 
the opportunity for the dealer to sell visible. In the 
endeavor to demonstrate how easy and simple it is to 
sell and understand visible forms, Mr. Hayes reviewed 
the five basic records — Stock Inventory — Personnel 
and Pay Rolls—- Purchases — Sales — Production and 
Costs. Mr. Hayes told how some concerns had profited 
by the use of visible records and their need for them. 
Mr. Hayes believes that the dealer’s timidity and lack 
of general knowledge has been the draw back in sell- 
ing visible. 

Henry A. Cox, Thomas H. Cox & Son, president of 
Stationers Association of Northern New Jersey, told 
how he was unable to determine whether a dealer 
the size of his organization could profit with a per- 
petual inventory, so he evolved “A Simplified System 
of Controlling Purchases.” The basis of the idea re- 
volved around sales. Ninety per cent of the preceding 
month’s sales was a quota set up for the present 
month’s purchases. Obviously the theoretical result 
would be a net saving of ten per cent which Mr. Cox 
said was money in the bank and not inventory. 
Naturally, he admitted that experience would dictate 
changes from this standard rule as some months’ 
sales are heavier than others, but having had the 
plan in operation for nine months he is convinced 
of its practicability. 

The next feature on the program was a panel ses- 
sion in which the following presented their views on 
current problems: 

E. Russell Ashley, Ashley-McCormick Company, 
Bridgeton, N. J.; Tom Stagg, Hoskin Company, Phila- 
delphia, and Dan Smith, Jr., Smith Printing Company, 
Williamsport, Pa. The men represented respectively 
a small town stationer, a big town stationer and a 
medium-size town stationer. 

The original question put to these gentlemen, whose 
answers were identical though in individual phrase, 
was: “How does a war condition affect our business 
and what is our problem?” The panel was unanimous 
in their expression that the present condition with 
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WELL-TYPE TRA-DEX 
POSTING UNIT 









TRA-DEX Visible for Machine Posting 


Increase the scope of your visible rec- 
ord activities by selling Tra-Dex, the visi- 
ble equipment designed specially for ma- 
chine posted records. 


Tra-Dex is made in three distinct styles: 
Sectional—Duplex and Well-Type, each 
in a wide range of capacities and accom- 
modating card sizes from 3 x 5” to 12 x 12” 
or larger. 


Tra-Dex is another world’s first . . . and 
is a product of the makers of Flex-Site... 
the world’s first loose-leaf visible binder. 


Enjoy the protection of an exclusive 
franchise for both Tra-Dex and Flex-Site 
in your territory. 


Catalog No. 41T is now ready. Write 
for your copy. 


VISIBLE RECORDS EQUIPMENT COMPANY 


1432 ALTGELD ST. 


CHICAGO, ILL., U. S. A. 






















@ Non-stip Holder 


Sturdy Steel 
Construction 


Single, Double or 
Triple Spacing 


4) Firm, Non-Skid Base 
5] Adjustable Guide Bar 
@ Black Satin Finish 


Fingertip Line-Guide 
Control 


TELEPHONE BRACKETS @ COPYHOLDERS 





These 7 Features Make 
THIS BURNS COPYHOLDER 


A Profitable Item fo Sell 


Selling equipment to speed up office work is 
now more profitable than ever because to- 
day’s conditions call for speed in the office 


as well as in the factory. 


Burns Copyholders save hours of steno- 
graphic and typing time each week—and 
carry a profit-margin that you will like. The 
model shown has all seven important copy- 
holder features, yet sells for the low price of 


$15.00: other models for as low as $3.00. 


Write today for details and 
discounts. 





OFFICE SPECIALTIES 


American Automatic Electric Sales Company 


1033 W. Van Buren St., Chicago, Ill. 


GOOSENECK LAMPS @ 


CHAIR AND DESK PADS 
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BALANCED ACTION 
CK CHAIR IRONS 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASGSAGCHRASZETTS, Ss Ss. As 
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its aggravations of dwindling stocks offered an ideal 
time to do creative work in their respective territories 
to consolidate their position with their customers. 
They cautioned dealers in the meeting against hoard- 
ing the profits without sharing with employees, but 
suggested that the distribution of the profits be made 
annually. 

Governor Gill appointed the following as a nom- 
inating committee: Dan Smith, Jr.,. Smith Printing 
Company, Williamsport, Penna.; F. Burton Brewster, 
Boorum & Pease Company; Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, Va., and W. E. 
Stockett, Jr., Stockett-Fiske Company, Washing- 
ton, D. C. 

Quiz Session Goes Over 

The Penn-Mar-Va Quiz Session started the ball 
rolling for the Saturday morning meeting. Aided and 
abetted by the grotesquely attired Professor Diz (our 
general manager, to you) dealers showed their 
familiarity with their businesses by answering ques- 
tions. For correctly answered questions the ‘“Professor’”’ 
paid off in dollar bills. The big winner in this session 
was a Kiwanis Club charity to which most of the 
dealers gave their dollars. President Bayless was en- 
trusted with the fund to turn over to the proper 
authorities. 

J. S. Sprott, president of The Globe-Wernicke Co., 
then discussed the subject of ‘“Priorities.”’ Mr. Sprott 
said that he had been asked to present as roseate a 
picture as possible. His belief was that it wasn’t a 
question whether the facts were favorable or unfavor- 
able, but a question of knowing the facts—and know- 
ing the facts, it was a question whether we have 
the stuff to meet them—reminding that our best work 
is done under pressure. There never were greater 
opportunities than at present, he stated. 

To begin with, Mr. Sprott advised everyone to get 
a copy of the booklet on Priorities from the National 
Association headquarters. He went on to explain that 
O.P.M. represents the machinery necessary to assure 
war industries the first call on everything needed for 
our defense effort. Priorities, he reminded, are not 
only restricted to raw materials, leading into the 
assertion that there are a number of things in the 
stationery store which dealers may only be able to 
distribute on priority order. That doesn’t mean that 
the sale may be restricted exclusively to the govern- 
ment nor a concern directly in defense work, but also 
those indirectly connected with defense work. Our 
first job, is, of course, to contribute in any way we 
can to furthering the defense effort. We can and we 
will do a real job in this direction, but in doing so 
we must be ever mindful to do our best for our 
customers, too. 

Sprott Sounds Warning 

Sounding a warning, Mr. Sprott said a very definite 
shipping problem is apt to develop within the next 
sixty days—when the country’s crops require cars to 
take the produce to market. There is no danger of 
hoarding in raw materials in our business for the rate 
of increase in manufacture has been so rapid manu- 
facturers just could not build up inventories. Mr. 
Sprott cautioned manufacturers to keep dealers fully 
informed on the situation—and urged dealers to be 
tolerant in their demands. In short, he suggested that 
manufacturers and dealers must recognize each 
others’ problems. Manufacturers, dealers and consum- 
ers must learn to accept substitutes gratefully. 

Above all, don’t forget your customers and don’t let 
them forget you, charged Mr. Sprott. “This industry,” 
he insisted, “is one of the most essential industries, for 
without its products—the tools of business—the de- 
fense effort just will not proceed.” Everyone in the 
industry should be selling this idea to everyone he 
meets. “We have a job to do,” closed Mr. Sprott, “and 
we have got to do it.” 

Henry P. Fowler, Chamber of Commerce of the 
United States, and Mr. Garvin presented in dialogue 
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fashion the highlights of “What’s Going On in Wash- 
ington.” The American business man deserves much 
honor for his contribution to the defense effort. Leav- 
ing lucrative jobs to assume posts at a “dollar-a- 
year,” they have made and are making an invaluable 
contribution to the defense effort. One of the impor- 
tant voluntary undertakings at the moment is the 
simplification of styles, colors and models to reduce to 
the minimum the need for raw materials and opera- 
tions undertaken by individual industries. It was em- 
phasized that it is patriotic to make a profit inasmuch 
as it is from profits that the money for this defense 
effort will be obtained—and to preserve the national 
economy so as to be able to cushion the fall when this 
defense program is over. This is the time when organ- 
izations of business men must work intensively. The 
present associations and organizations are now doing 
a remarkable job for the government. The govern- 
ment will be forced to turn to these organizations 
more and more as the fountain heads of information. 
In event of going into war the government will use a 
system of controls which in all probability will con- 
tinue after the war is over. Retailers definitely will 
be affected by transportation facilities, methods of 
operation and raw materials. These things can be 
done by every dealer to alleviate the present and build 
for the future: 1—Use discretion in ordering so as to 
conflict as little as possible with defense. 2—Carry 
stock which will not conflict. 3—Require your person- 
nel to explain to your customers why shortages exist. 

Caution was advised in the persuance of any group 
action unless upon invitation of the government, 
which is even more energetic than ever against busi- 
ness combination. If war industry committees are set 
up by the government, such committees are considered 
as acting for the government, but when set up with- 
out government request are open to action. Appar- 
ently, the government officials are becoming more 
convinced the business man wants to cooperate and 
the feeling that business should be given more leeway 
seems to be gaining. Price ceiling was defined by these 
two gentlemen as the maximum price a purchaser can 
pay and seller can receive for a product. Closing the 
dialogue with an observation on the labor situation, 
it was thought likely that the vigorous action had 
been decided upon by the government and that in all 
probability the peak of the labor situation had been 
reached. 

Patterson Becomes Governor 

At this point Governor Gill asked for the report of 
the nominating committee, whose chairman, Dan 
Smith, Jr., Smith Printing Company, placed in nomi- 
nation W. H. Patterson, Johnstown Office Supply Com- 
pany, Johnstown, Pa. The nomination was received 
with enthusiasm and in less time than it takes to tell 
it Mr. Patterson was unanimously elected governor of 
the third regional district for the coming year. In 
acceptance Mr. Patterson expressed his appreciation 
for the honor and pledged his “all” to a successful 
year with the help of everybody. 

The afternoon session, confined to all dealers pres- 
ent, began with the same enthusiasm as the first. 
With the general manager in the chair, W. P. Rein- 
hardt, A. Pomerantz & Company, Philadelphia, Pa., 
was the first speaker who presented an illuminating 
discourse to show the relationship between net profit 
and price cutting or selling at discounts. By means of 
well prepared charts Mr. Reinhardt showed how prof- 
its were dissipated by selling at discounts from the 
list price. 

O. M. Marquis, The Ankeney Company, Cumberland, 
Md., gave a brief address on “Exclusive Agencies.’ 
Reviewing briefly merchandising methods, the speaker 
reminded his audience that in the sale of equipment, 
machines and devices there was little profit made 
from the original sale. The dealer’s real profit was 


derived from the sale of supplies for the machine. 
Therefore, argued Mr. Marquis, handling a line which 
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every dealer can sell reduces the opportunity for profit 
on these supplies. Each manufacturer makes his line 


just a little different from the other—each product 
has certain exclusive features. Once a line is estab- 
lished in a user’s office, competition has a difficult 


time convincing the user of the necessity for change. 
Thus a dealer selling an “exclusive” line has a distinct 
advantage. 

Another factor of prime importance at the moment 
is the fact that when merchandise for one reason or 
another is difficult to get the manufacturers can and 
do work to better advantage with exclusive agents. 


Then, too, the speaker reminded the dealers, it was 
much easier to train men on one line so they can 
make an intelligent canvass. So, concluded the 


speaker, the exclusive agency is a very desirable fran- 
chise for every dealer. 

Dan Smith, Jr. gave a very interesting though brief 
talk which he was pleased to call “Tom, Dick and 
Harry.” He opened his remarks with some poignant 
facts relative to the value of newspaper advertising 
for the stationer, urging particularly the use of reverse 
plates. Swinging into his subject, Mr. Smith said that 
the “T” in Tom stood for “Tiny’—those Toms who buy 
those tiny amounts over your counter for which you 
obtain the full list price. Encourage the Toms, he said, 
for the “over the counter” sales give you the big mar- 
gin of profit. The “D” in Dick stood for “Discounts,” 
which steal away profits if they are not watched care- 
fully. With merchandise hard to get dealers would be 
wise to learn to turn down big orders at questionable 
profit, contended the speaker. And the “H” of Harry 
stood for the customer who is here now—buying every 


day—having bought from you yesterday and if prop- 
erly nurtured will be buying from you tomorrow. Take 
care of the Harrys—the good old customers—don’t 
neglect them. 
There Was Some Fun, Too 
“All work and no play makes Jack a dull boy’”—you 


know the old adage and so did the planners of this 
convention. With the elements in anything but a co- 
operative mood, most of the fun was confined to in- 
doors. The golfers did get their rounds in at that. 
The Penn-Mar-Va Club was on hand with “Open 
House” on Thursday, June 12, the night before the 
convention opened and if the various sounds (some 
weird—some harmonious) emanating from the Bin- 
nacle room of the Claridge were any indication, the 
get-together was a success. It was, too. Here the boys 
and ladies, too, got together and swapped experiences 
and stories, reminding us of the crack the honorable 


general manager was heard to make to the ladies, “We 
boys clean up our stories before we tell them.” Of 
course! But it was all in good fun. 

Friday night was Penn-Mar-Va Ranch Nite and 
once again the Binnacle room resounded to the good 
cheer of the gathered conventionites. Aided and 


abetted by liquid refreshment, ten gallon hats and 
Kerchiefs, the informality of the group who gathered 
to watch a “Western Show” of footlight cowboys and 
girls and enjoy themselves, was complete and refresh- 
ing. So great was the stress that Ned Baynon, Eber- 
hard Faber Pencil Company, was converted into a 
melodious soprano in short order. With Herb Hooks, 
Moore Push Pin Company, tickling the ivories, and 
Joe Strauss, Automatic Pencil Sharpener Division of 
Spengler Loomis Manufacturing Company, strumming 
the banjo the group sang and danced long into the 
night. 

Saturday afternoon the ladies tried their hands at a 
deadly game of bridge while the manufacturers and 
their salesmen hied out to the golf course. We hear 
Old Man Par still proved supreme even after the de- 
termined effort of this crowd of go-getters. 

Came Saturday night and the final banquet. Sure, 
everybody was there, and with their appetites. Charm- 
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Millions of students, 
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ing in to dealers for sturdy brief cases for the next school year. 
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ing Billie Lipman, daughter of Charles Lipman, George 
B. Graff Company, was honored from the chair, and 
it being her birthday was greeted by the assembly 
with “Happy Birthday to You.” Al Holmes, Seattle 
Office Supply Company, Seattle, Wash., and George 
Simmons, Eberhard Faber Pencil Company, from the 
same territory, were recognized by the toastmaster. 

Dinner over, Mr. Garvin presided as toastmaster, 
introducing leading lights at the head table. Governor 
Gill in his “Swan Song” expressed his sincere thanks 
for the cooperation of all in the preparation and 
operation of this convention. It was his expressed 
opinion that the meetings were the finest he had ever 
attended. He closed with the expression of apprecia- 
tion for the opportunity of presiding as governor of 
the district. 

Governor-Elect Patterson upon introduction ex- 


| pressed his appreciation of the honor the convention 


had accorded him. He assured the group he would 
carry on the work to the best of his ability and asked 
for the cooperation of all. 

So, with a few finely-phrased sentences Mr. Garvin 
officially closed the convention with a sincere wish for 
the continued success, progress and happiness of the 
group. But you can’t stop youth there. No, sir! There 
was an orchestra and a dance floor available. 

You guessed it. We “youngish” people kept at it 
until the orchestra wrapped up their instruments and 


| departed. 


And so closed an exceedingly successful convention 
—one replete with valuable information for everyone 
and in which most took active part and one in which 
the social gatherings were delightfully friendly and 
informal. Give these boys and girls on the committees 
a hand. They did a swell job under the general super- 
vision of the convention committee, which was com- 
posed of A. W. Gill, Mr. Garvin and Rose Cushman. 
The chairmen of the entertainment, program, ladies’ 
and golf committees were, respectively, J. F. Emhardt, 
E. Russell Ashley, Mrs. E. Russell Ashley and Richard 
Pomerantz. 

Baynon to Head Penn-Mar-Va Club 

Thursday afternoon, June 12, the annual meeting of 
the Penn-Mar-Va Travelers Club was called to order 
by President F. Burton Brewster, Boorum & Pease 
Company, in the Binnacle room of Hotel Claridge, 
Atlantic City, N. J. After minutes of last annual meet- 
ing were read and approved the club stood in silent 
reflection as a tribute to their departed friend, Bob 
Thomas, Lucas Bros., Baltimore, Md. 

The chair asked for and received reports from the 
various standing committees. A gain of eight new 
members was reported—the total 126. 

Charles P. Garvin, general manager of N.S.A., then 
addressed the club informally, opening with a declara- 
tion that manufacturers will do themselves and the 
industry a distinct service by keeping their men on 
the road. Then he went on to relate how Priorities 
are gradually creeping into our field. The situation 
today is something to think about, and although some 
minds believe everything should be entirely subordi- 
nate to defense, who is going to foot the bill if busi- 
ness is not continued, he asked. Our business has in- 
creased because we have the men who can and will do 
a job of selling and developing uses for our products. 
The job would be impossible without traveling men, 
yet the spotlight is now being focused on each indi- 
vidual traveler to a higher degree than ever. Mr. 
Garvin suggested that the club prepare a series of 
dramatized sales stories—about two hours of sales 
material—and go into town after town and give it 
before dealers’ salesmen. Mr. Garvin expressed the 
belief such an effort would find whole-hearted coop- 
eration of dealers for it would give all a chance to ask 
questions and will encourage dealers to lean more and 
more on the traveler. He expressed the hope that no 
manufacturer would get in the position where they 
feel they can get along without salesmen, for after 
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this defense effort subsides these manufacturers will 
have to resell their markets—to sell people who have 
gone somewhere else to buy. The best insurance the 
travelers could devise would be to carry on a codpera- 
tive sales educational program as was outlined, was 
his closing expression. 

N.S.A. President Owen G. Bayless, Lowman & Han- 
ford Company, Seattle, Wash., was given a noisy wel- 
come as he stepped to the speakers’ stand. Mr. Bayless 
gave it as his opinion that this business will require 
the traveling man more than ever before. There never 
was a time when there was more constructive work to 
be done by fewer peopie. All stationers are losing men 
to the draft and defense industries—good men who 
can only be replaced by men after a long education 
which can’t be found in a book. This industry has to 
make its men, and here is the job for the traveler. 
It is Mr. Bayless’ belief that the traveler should make 
it his business to impart his knowledge to every one in 
the dealer’s business. Dealers’ sales organizations must 
be strengthened to the highest degree possible to pro- 
vide a cushion for the decline after the defense effort 
subsides. This, closed Mr. Bayless, is the most impor- 
tant job the traveler has to do. 

President Bayless was honored by the club by being 
elected to an honorary membership. 

A. W. Gill, A. W. Gill Company, Trenton, N. J., was 
recognized from the chair and spoke in appreciation 
of the fine assistance received from the club members. 

By unanimous acclaim the following officers were 
elected for the ensuing year: 

E. E. Baynon, Eberhard Faber Pencil Company, 
president; David Price, Eagle Pencil Company, first 
vice-president; Jack F. Emhardt, Columbia Steel 
Equipment Company, second vice-president; Charles 
P. Garvin, treasurer; W. H. Cravens Walcott-Taylor 
Company, Washington, D. C., secretary. 

E. E. Baynon (Ned to most of us) accepted the gavel 
with the declaration that he was indeed proud to have 
been chosen as president. He said he had derived 
more benefit from Penn-Mar-Va than any organiza- 
tion to which he ever belonged. Closing with the well- 
known declaration that in club operation individuals 
receive in proportion as they give, he charged all to 
Strive diligently. The new president adjourned the 
meeting. 


The Golf Game Winners 


First low net, L. Warwick, Eberhard Faber Pencil 
Company. 

First low gross, David Price, Eagle Pencil Company. 

Second low net, Carl F. Finck, Eberhard Faber 
Pencil Company. 

Second low gross, C. J. Wilcox, Modern Stationery 
& Printing Company, Baltimore, Md. 

Third low net, R. A. Williams, Acco Products, Inc. 

Third low gross, J. H. Griffith, Art Metal Construc- 
tion Company. 

Fourth low net, George Runz, L. E. Waterman Com- 
pany. 

Fourth low gross, F. H. Caswell, F. S. Webster Com- 
pany. 

Fifth low net, I. M. Levy, Art Steel Company, Inc. 

Fifth low gross, S. Woodruff, Weis Manufacturing 
Company. 

Sixth low net, J. W. McCormick, Jr., Ashley-McCor- 
mick Company, Bridgeton, N. J. 

Low score blind hole, J. G. Lungren, F. S. Webster 
Company. 

High score blind hole, F. E. Horner, National Blank 
Book Company. 

Kickers handicap (lst), J. J. Macek, National Blank 
Book Company. 

Kickers handicap (2nd), Walter T. Ridgeway, Ester- 
brook Steel Pen Company. 














LOOK AT fttis 
Summer Seller! 


PRECISE TRIMMERS 








Patent. No. 
2,185,985 


Assure yourself a worthwhile profit by selling the finest 
line of paper cutters. Right thru the hot days of summer, 
the cold cash profits will tinkle in your cash register. 

The many outstanding patented features of the Precise 
Trimmer make it easy to demonstrate and easier to sell. 
Push this line NOW! 


We'll be glad to send complete details, along with 
price list and dealers’ discount—no obligation, 
of course. 


AMERICAN PHOTO LABORATORIES, INC. 
28 N. Loomis St., Chicago, III. 





TYPEWRITER 
O-—" _—s RIBBONS 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
upon. 


Codo makes carbon paper for every copying purpose and 
guarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE on MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 
Factory, Coraopolis, Penna. 








CELLULOID INDEX STRIPS 
at NEW LOW PRICES! 





remmccounr| SEVEN 
COLORS 

















ie \ Yellow, Orange,Green, 


Ca) Pink, Red, Blue, Clear 
My * 
* 


A new addition to the complete CESCO line— 
“CESCO-DEX” Celluloid Insertable Index Strips— 


Made in seven popular colors. 


Three tab widths; 4", %8”, and 42”. Packed—Two 
6-inch strips in an envelope, 25 feet in box. Each 
envelope complete with paper inserts for titling. 


New manufacturing methods plus volume raw ma- 
terial purchasing allow us to offer this fast-selling line 
of staple dealer items—at lower than usual prices. 


Send for samples and our Net QUANTITY RATES. 





a 


Cem 4407-21st STREET LL. 1. C., NEW YORK 


sue THE C. E. SHEPPARD CO. 





SMOOTH SELLING—PROFIT TELLING 





SAMSON TABLES have Samson Features— 
the qualities that busi 

ness men find impressive Painstaking construction 
—the features that may 

be pointed to and inter @ Practical styling. 


preted in the light of . . 
essential office require e Wide variety woods— 


ments. That's why deal finishes 

ers find SAMSON «<« f- : 

itable. line to bande. @ Full range standard sizes 
. Why Not Join This Large 


Group? Write for Catalog—Full Details. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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Chi sailail, 3000 Grade 
pp 


JACKSON DESK 


No. F3066 





with the selling force of 
Pleasing Dignity 


Many Executives have found pleasure and satisfac- 
tion in the impressive appearance and the modern 
equipment and facilities of this fine desk. Genuine 
walnut quartered pencil striped veneers, cast brass 
antique drawer pulls and attractive dull rubbed fin- 
ish give quality and character to the effect. Interiors 
are finished to match exterior of desks, and are 
arranged for modern convenience in reference and 
filing. For full details, see the Jackson catalog. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 








WARSHAW Index Cards 


Wrapped in protective Cellophane, 
WARSHAW Index Cards are al- 
ways clean and fresh—just the kind 
of merchandise your customers like 
to get. All four sides are rotary cut 
—no fuzzy edges. Margins and rul- 
ings are always perfect. The stock 
is crisp and a pleasure to use. Full 
automatic machinery guarantees 
this uniformity. Now is the time to 











° start with WARSHAW. Write or 
ROLL LABELS wire for samples and prices. 
GUIDES 
INDEX CARDS THE 
REINFORCED 
FOL aaee WARSHAW MFG. CO., INC. 
PROTEX 1 MAIN STREET, BROOKLYN, NEW YORK 
STICKONS 
MENDING TAPE 
GUMMED 
INDEX TABS 
e 
=. 
— 
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MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. :00 cener px, Rochester, N. Y. 











NEARLY EVERY DOOR OPENS 
TO A ROYALCHROME SALESMAN 


Every time your salesman enters a restaurant, hotel, factory, 
school, hospital or office, he has before him the possibility of 
a Royalchrome sale. Because it fits into every kind of picture 
to advantage—reception room, lounge, lobby, rest room, 


recreation room, plant cafeteria, etc. 


The 84-page Royalchrome catalog depicts a wealth of interest- 
ing items, with profit to the dealer in every one. Send for it 


today and inquire about our attractive dealer plan. 


ROYAL METAL MFG. COMPANY 
187 N. Michigan Ave., Dept. A, Chicago 
New York Los Angeles Toronto 
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GUARANTEE 
HEADQUARTERS for OFFICE MACHINES 


We Buy—Sell—Trade—Repair 





Mimeographs Multigraph Machines 
Multiliths Addressing Machines 
Folding Machines Dictating Machines 
Sealing Machines Multigraph Duplicators 


Supplies for all Machines 
HIGHEST POSSIBLE DISCOUNTS TO DEALERS 


Write for Prices—New Catalog Ready Soon 


Be sure and visit us when in Chicago for the N.T.O.M.D.A. 
Convention 


| “MISTER DEALER 


Send us a list of your used OFFICE MACHINES. 
We BUY and PAY Highest Prices. 


Established 1908 




















210 W. Adams St. Chicago, Ill. 
Dept. H. Telephone CENtral 0525 








POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 













HEAVY PAPER P . 
—_ AO” “OFFICIAL 

A CORPORATE SEAL \ om 

POCKET SIZE Pa = ao. 





FURNISHED IN 3 Sizes “XC 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 











ace te ae 
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OFFICE APPLIANCES 





Improved ! 


Watch for the new 
monogram, the en- 
circled DE, if you 


| nb = want to be sure of 





the latest model 
: the most 
uniformly preci- 
sion made cylinder 
for super-effi- 
ciency in dictation. 


Vlow D E STANDARD CYLINDERS FOR 
DICTATING MACHINES 


Satisfied users of the regular “Standard Cylinders” 
will be surprised that these already fine products of 
the world’s largest and oldest independent cylinder 
makers have been refined to a point where they are 
now scientifically more accurate and uniform than 
before. Installation of the latest modern, precision 
controlled equipment has made this possible. Write 
for samples of the new DE cylinder. 


STANDARD 
RECORD COMPANY 


104 SOUTH FOURTH ST., BROOKLYN, N. Y. 
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ie e pl ee of Lowest Ultimate Cit 


CARBON lonoc ce 
PAPERS ——S— 


TYPEWRITER, 


CARBO! 


INKED PAPER 


SEIDICH FROCESS 
erreewecs eiuiers renee cows 


“QUALITY” “ECONOMY” “SERVICE” 


THE NEIDICH LINE 


A trial of Neidich Carbon Papers 
and Typewriter Ribbons will be 
more convincing than a thousand 
words describing their points of 


excellence. 








T 
























Wnite for full details. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER CO 


BURLINGTON, N. J. NEW YORK, N. Y. 
ST. LOUIS, MO. SAN FRANCISCO, CAL. 


* 
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HOTCHKISS... 


An American Institution 


Jeveloped by New England ingenuity, Hotchkiss 


Lov 
and staples were produced in a little one-room 


ilding in Norwalk, Connecticut nearly fifty years ago. 
mpromising desire for mechanical perfection 

has made Yankee ma and manufacturers the 
the world, has characterized all Hotchkiss proa- 

+ hki nsistence quality and customer satis- 

n i tT tne nuge r rn factory that occupies 


yinal site and i n for Hotchkiss leadership 


iahout tne world. 


The Hotchkiss guarantee protects you and your customers 


-* 


HOTCHKISS 
NORWALK, CONN., Dept. O 


Pioneers in all that’s best in Stapling 


¥ * * * HR HK KH KH HK * 

















| TUBULAR Coin WRAPPERS 


Stationers! It's your Line. Exclusively! 


“Steel-Strong’ Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 
Bill Straps Seal Presses 


Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters 

Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 





941 CLARK ST. 


THE C.L.DOWNEY CO. -cincinnario 
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OFFICE APPLIANCE DEALERS AND THE NATIONAL 

WAGE AND HOUR LAW 

(Continued from page 15) 
systems, dictating machines, adding and calculating 
machines, filing cabinets, office desks, and similar 
types of commercial office equipment or supplies, are 
not considered retail items. Goods of this nature are 
sold almost exclusively to institutional, industrial, or 
commercial consumers, and such sales cannot be con- 
sidered as retail sales for the purpose of establishing 
the exemption. 

Printing Plant Employees Not Exempt 


Office appliance distributors often operate printing 
plants which also handle such jobs as engraving, 
bookbinding, die-stamping, ruling, and lithographing. 
Interpretative Bulletin No. 6 states that “such print- 
ing plants obviously cannot be considered retail estab- 
lishments for purposes of the retail exemption, al- 
though the selling or distribution portion of the busi- 
ness, if segregated, might be exempt as a retail estab- 
lishment. Hence, employees working in such printing 
plants are not exempt. Moreover, delivery boys, office 
employees, and maintenance employees, and other 
employees whose work relates both to the retail estab- 
lishment and to the printing establishment are not 
exempt under Section 13(a)(2).” Section 13(a) (2) is 
the section of the Fair Labor Standards Act exempting 
“any employee engaged in any retail or service estab- 
lishment, the greater part of whose Selling or servicing 
is in intrastate commere..... 1 

It is the opinion of the Wage and Hour Division that 
the greater part of the selling or servicing of any par- 
ticular establishment will be considered in intrastate 
commerce and so exempt from the provisions of the 
law, if more than fifty per cent of the total gross re- 
ceipts of the establishment is derived from intrastate 
sales or services. Selling or servicing is in intrastate 
commerce if no element of the particular transaction 
takes place outside the state in which the establish- 
ment is located. Thus, a sale of desk blotters or loose 
leaf binders, for instance, delivered outside the state, 
is a sale in interstate commerce. But if a purchaser 
comes in, buys the goods, and takes delivery himself 
and then carries the goods out of the state, the sale 
is an intrastate transaction whether or not the equip- 
ment dealer knew that the goods were destined to 
leave the state. 

While General Fleming, administrator of the Wage 
and Hour Division, frequently has emphasized his 
wish to enforce the Wage and Hour Law on a coopera- 
tive, friendly basis—and this he is definitely doing— 
there are teeth in the statute. The Act itself provides 
penalties for willful violations, ranging from fines up 
to $10,000 to imprisonment up to six months or a fine 
or both for second or subsequent offenses. In addition, 
provision is made for “employee suits,” in which any 
employee of a violating employer may sue. The courts 
are empowered to award the full amount of back 
wages due, plus an equal amount as liquidated dam- 
ages, plus also an allowance for court costs and rea- 
sonable attorney’s fees. The courts may enjoin a con- 
cern from further violations and may bar the inter- 
state shipment of goods produced or handled contrary 
to the Act. 

Compliance with the Wage and Hour Law is good 
insurance against loss of business, prestige, and good- 
will. 

Minimum Wage Rates 

The Act specifies that by 1945 industries must be 
paying at least forty cents an hour to all covered em- 
ployees unless a wage order specifies a lower rate upon 
the recommendation of a special industry committee, 
appointed by the Wage-Hour Administrator in accord- 
law. The administrator, on recom- 


ance with the 

mendation of such committees, already has set mini- 
mum wage rates ranging from thirty-two and one- 
half to forty cents an hour in a score of industries 
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RELI .» RELIABLE 


or HARGAINS fF 
Kough oul Rebuilt 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 

MACHINES 

CHECK WRITERS 

MIMEOGRAPHS 

EDIPHONES 
MULTIGRAPHS 
DICTAPHONES 


Write for latest price lists 


RELIABLE Typewriter 
& Adding Machine Corp. 


303 W. Monroe St. . Chicago, Ill. 























HIM SAY... EACH DAY 
We) -3 am -) 0) -] @ a - FO 
JUSTRITE MARKING 
DEVICES THANANY 
OTHER BRAND 





LOUIS MELIND CO ... CHICAGO... . NEW YORK CITY... SAN FRANCISCO 























| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
OErT. = 
11-13-15 Vamdewater St., 
New York, N. Y. 























New.. . Improved . .. Mederm! 
DIP-LESS WRITING SET 


8 numbered point styles (easily replaceable 
and low in cost) to suit many writing styles 
and tasks! 

Leak-proof, visible ink-supply held at correct 
level at all times! 

Single and Double Sets of Durez in black and 
colors. Nationally advertised ! 


eeeeeeeoeurn 


GIVE THIS DIP-LESS WRITING SET 
A 10-DAY TRIAL ON YOUR COUNTER 
THE ESTERBROOK PEN COMPANY, 86 COOPER ST., CAMDEN, N. J. 


steuly 








OFFICE APPLIANCES 


including pulp and primary paper, textiles, shoes, 
leather, apparel. Industry committees represent em- 
ployers, employees, and the public in equal number 
and their recommendations for these higher minima 
are further proof of the fundamental soundness and 
democratic operation of the law. 

With so much emphasis today on increased produc- 
tion, some people have questioned the wisdom of the 
basic forty-hour week. Would not longer hours pro- 
duce more goods? they ask. 

General Fleming points out that there are several 
things to consider here. In the first place, he empha- 
sizes, the Wage and Hour Law sets absolutely no limit 
to the number of hours an employee may work— 
provided “overtime begins at forty.” The aim of the 
law in this respect is to spread employment—to cause 
the employer to draw additional help from the res- 
ervoir of more than 6,000,000 unemployed workers and 
give them jobs, rather than to pay higher overtime 
rates. 

The nation’s huge defense and armament program 
requires billions of man-hours and hundreds of thou- 
sands of additional workers. These employees must 
be trained or re-trained, taught new skills and new 
processes. Our vast accumulation of unused man- 
power must be put to work—not by stretching hours 
for those already employed, but by a carefully planned 
and continuous effort to enlarge the current working 
force. 

This is an essential purpose of the Wage and Hour 
Law. Both industry and government are hard at work 
on this vital problem. Plans are going forward to 
teach and train a whole new army of needed workers. 
Industry is speeding up production by adding extra 
shifts, by better distributing its skilled craftsmen. 

———— oie — 





NEW WELDON ROBERTS DEALER HELP.—This new counter 
display (the No. 640) has been made available to the dealer 
by the Weldon Roberts Rubber Company, Newark, N. J., as a 
means of showing a representative display of the firm’s prod- 
ucts. It consists of an assortment of seven numbers packed 
in a display box with a transparent celluloid top and the 

erasers shown are kept dust free but in full sight. 

—- 
ARMY QUARTERMASTER DEPOT BEING 
ESTABLISHED AT SEATTLE 

The establishment of an Army Quartermaster Depot 
at Seattle, Wash., is causing widespread interest 
among the members of the trade, and business men in 
general, in Seattle and the Pacific Northwest. 

The office machine and stationery business in Seat- 
tle has been greatly stimulated by the defense pro- 
gram for the city is the hub of a circle, in a business 
way, which extends from Fort Lewis on the south to 
the northernmost point in the Alaskan defense plans. 
A recent statement by the Seattle Rotary Club said 
that the defense contracts for the state are almost 
equal to the assessed property value of the state and 
of this amount Seattle has almost seventy per cent. 
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The QUALITY 
LINE of SUPPLIES 
W4 That Is Absolutely 
Complete 


Stencils, duplica- 
tor ink, slip sheet- 
ers, scope—every- 
thing your cus- 
tomer needs to get 
perfect duplicator 
results. Write for 
catalog. 


























HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 








Better Because It LICKS THEM ALL... 





(Letters Pat. No. 2-016-216—Design Pat. No. 93,734) 


=<) PIKE s~< 
. * 
“BETTER MOISTENER” 


Check these features 
Moistens 1 or a dozen envelopes at a time. 
Perfect for moistening large kraft envelopes. 
Quickly moistens every shape, size and type of label. 
Unexcelled for counting currency or sorting papers. 
No moving parts .. . self cleaning. 
3” or 6” (wide) adjustable brush 
RETAILS No. 3-3” Porcelain $2.75. No. 3C-3” metal 
vitreous enamelled $3.25. No. 6-6” Solid Bronze $7.50. 
Send your order now for this patented “Better Mois- 
tener” that has received U. S. Government awards for 
the past 8 years. 


E. W. PIKE & COMPANY 


Manufacturers P. O. BOX 4, ELIZABETH, N. J. 


<<«<<<< 
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Your Customers 
are 


“POSTURE 
CONSCIOUS” 


————_ o> - 


Here's A Sales 
Opportunity 





No. 8214 


High Point’s 8214 posture chair will fill the 
need for a popular priced and efficiently oper- 
ating posture chair. It’s durable construction 
and “built-in” comfort features will make 


profitable sales for you. Write for prices. 


HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina 



















Blue Prints Are as Important to 
Production as Letters Are to Sales— 
Demonstrate the BENTSON Cabinets 


— pen 





Better 
Service 






Features 





A Smooth 
drawer opera- 
tion on four 
rollers. 








A Weight 
flaps and hood 
protectors in 
every drawer. 










A Nine stand- 
ard sizes. 






A Choice of 
drawer com- 
binations and 
compartments. 


A Special sizes 
and combina- 
tions to meet 
any require- 
ment. 

















The BENTSON 1800 LINE offers a size and combination of 
drawers suitable to the requirements of every one of your 
customers and prospects 


Write for the BENTSON Catalog, 


Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 
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Every Gustomer is a Prospect for this 


Technygrape: Lettering Kit! 


MAKE YOUR OwN 





POstTEeas 
<= PRE Tacs 
2 Bucerines 
MOTICEs 
age & 6 LETTE Ric, 
councross” sg 
as 
ORAS TsHeEw MOMS Ete 
PROTOCE Artis, & 
aeTnts € 
LAYOUT men 
LITHOGRAPH ERS 
| SHO 


| Covecnes 


ceee 
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Dealers and users everywhere are voicing _ 
eloquent approval of our mew MASTER (LESHNYGRADH 
PRINTER with orders and _ re-orders! _ 


@ THE MASTER PRINTER KIT, illustrated above 
consists of an adjustable drawing board, self-locking 
T-Square, large bottle Master Printer Black Drawing 
Ink, Lettering Guide, and Pen. 


@ THE MASTER PRINTER KIT is a set of many 
uses. Its 60 different lettering guides offer styles suitable 
for making PRICE TAGS, SHOW CARDS, AN- 
NOUNCEMENTS, DIPLOMAS, STAMP PAGE LET- 
TERING, NEGATIVE TITLES, BLUE PRINT TITLES, 
MOVIE FILM TITLES, LAYOUTS, MASTER COPIES 
FOR MULTIGRAPH DUPLICATOR, etc., etc. 


DEALERS: Write today for supply of 
descriptive circulars, and discount sheet. 











| The Technygrarate, TECHN, ILL. 
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Will there he 
Hubber for Platens? 


Newspaper headlines and loose talk 
about the rubber situation have 
brought up the question of ‘Will there 


be rubber for platens?” 


The answer is “Yes!” The Ameri- 
can Writing Machine Company will 
continue to give prompt service on re- 
covered platens as long as platens are 


made! 


AMERICAN WRITING MACHINE CO. 


115-117 Worth Street, New York, N. Y. 
Est. 1880 











There’s only ONE ALL-WEATHER 
STAMP PAD 








It's a 


FULTON 


Product... 


ra ra chean mitation is the 
\/ i$ are cnea a rne 


STOW 2 « ! ' Hit 1D 

est flattery . . . but only FULTON makes a 

" D ’ * 4 . ' . . 
Stamp Pad that retains its splendid ink-unitormity 
noeerin € normally reaqaraiess + +he 
weather, stays dust-proof, lint-proot and sagless 

} 4 i . ' Sade 
n+ rae wh ast paid any attention 
Be not misled b anaratad claim: incict 

be n ry ied OY eY xqQGera ea 5 : | 5 


SEND FOR ILLUSTRATED CATALOGUE 


FULTON SPECIALTY COMPANY 


200 FIFTH AVENUE,NEW YORK CITY FACTORY AT ELIZABETH,N. J. 


























PLAN NOW TO DOUBLE YOUR 
FLUORESCENT SALES WITH 


VAN DYRE 


ORDER NOW —BE SURE OF 
ADEQUATE STOCK LATER 


Raw materials are hard to get. That means 
tardy deliveries of fluorescent lighting dur- 
ing months to come. We urge you to antici- 
pate your fluorescent requirements. Plan 
NOW to concentrate your fluorescent sell- 
ing on Van Dyke quality. Order NOW to 
insure adequate stock in season. 


Write for New Catalog with fall numbers 


VAN DYKE INDUSTRIES 
21st and Rockwell Sts. 
Chicago ° 


Tel. Roc. 3142 
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ALLEN TO HEAD MARSHALL & BRUCE CO. 


Ernest M. Allen, Jr. has been elected president of the 
Marshall & Bruce Printing Company, book publishers 
and office supply house of Nashville, Tenn. succeed- 
ing the second president of the firm, the late Bruce 
P. Shepherd, who died May 9. Mr. Shepherd had 
served as president since 1914, when he succeeded the 
founder, J. H. Bruce, who established the company 
in 1865. Mr. Allen has been with the firm for thirty- 
one years, was executive vice-president prior to his 
election and previously in charge of sales. The board 
of directors in May also elected: Elmer Bryant, vice- 
president; Allen Rather, member of the board and 
superintendent of the plant. C. A. Horner was re- 
elected secretary-treasurer.—CG 

——w a © 


GOVERNMENT ORDERS VICTOR ADDING 
MACHINES 

The Victor Adding Machine Company, Chicago, has 
recently filled several government orders which are 
said to reach a total of several hundred thousand dol- 
lars. The adding machines made by Victor are used 
considerably by federal offices in computing flying 
time and for this reason a large number of the ma- 
chines have been shipped to Wright Field at Dayton, 
Ohio. 








Columbus, S. C.--Lemuel Scott formerly connected witl the State 
Company Book Store for the past twelve vear has joined the personnel 
of the Columbia Office Supply Company He i issigned to the commer 
cial stationery department of the latter organization.—CG 


Dallas, Tex.—The Penland Printing & Stationery Company, Houston 
i been incorporated with capital stock of $5000 Incorporators are 


A. H. Penland, Dr. O. P. McCall and |} I ( Smitt 


Dayton, Ohio. The war department has announced the awarding 
for 


ontracts fr supplies to three local companies The Roth Office Equip 
ment Company was given a contract for $41,087 for office supplies; Miami 
Stationers, In received a contract for S5276 f rayor pencils and 
stock tags, and the F. W. Lotz Paper Company won a contract for $2956 


for packing and wrapping paper 


Providence, R. 1.— During July, Bene & Company, stationers & printers, 


140-150 Pine street and 48 Page street, will take on about 6000 feet addi 
tional space adjoining their present location Additional lines of office 
furniture and appliances will be added. Since 1927 it has steadily grown 
from a small upstairs office to its present size under the sole ownership 
ind supervision of Benjamin Agronick, together with a capable staff of 
employees Located in the wholesale and manufacturing district of 
Providence, it maintains a irge store and operates a modern printing 


int w king at peak capacity 











Akron, Ohio. R. T. Brumbaugh, of the Diebold Safe and Lock Company, 
Canton, has been elected a direct f the Akron chapter of the National 
Associatior f Cost Accountant for a ear term ending June 
42 AK 

Bronxville, N. Y...Edwin H. Finegan, well known in the office equipment 
Industry has recently moved his rganization t new quarters at 764 
Palmer road The firm was prey islvy located at 20 Cottage place, Utica 

Detroit, Mich Phe cal branet f the Corrv-Jamestown Manufacturing 
Corporation Corry Pa has recently ioved int new juarters at 5 
Free Press building Lafa t i The } ! h i ndet 
the direction f Rk. W Young \ ] i 129 Way 

Hamilton, Ohio... The Herring-Hall-Marvin Safe Compar pioneer safe 
manufacturers, recently announced that it had received a $7,500,000 “‘prime 

ntract’ from the U. S. Navy Department, but beyor vord that it wa 

itenals withheld further informatior AK 

Youngstown, Ohio The Genera | Fireproofing Cor 
rders from the federal xz ernt nt for $5.04 . ‘ y 

dnance department, at bd i7 w ft 
AK 








TYPEWRITERS 





Chicago, tl.—L. Sommer wher @ erator of the S er Typewriter 
Company has recently 1 ve his vA at t ai tion ut 
South Sherman str wher Lot? P , 

iva 

New Kensington, Penna... The New k 
pened it new atore at 522 Nint es 

i iffice ipply sales and service, the ster re f +} irgest 


kind it yestert Pennsy nia 


FANCY or ~— 
FANCIED 


Profits 


The answer is “neither” if 
you stock the U. S. Brand 
of typewriter ribbons and 
carbon papers. But if the 
question is “Does selling 
them give me better than 
average profits and steady, 
repeat business?” the an- 
swer is definitely and em- 
phatically “tyes.” For un- 
deniable proof of that, use 
the no obligation coupon 


below. 








U. S. TYPEWRITER RIBBON MFG. CO. 
10th at Filbert Streets 
Philadelphia, Pa. 


Please send us free samples of U. S. typewriter ribbons and carbon 
paper and your price list. This does not obligate us in any way. 


Firm Name 
Your Name 
Street 


City State 













One of our New 
Upholstered 
Office Chairs 


MATERIAL, 
CONSTRUCTION, 
CRAFTSMANSHIP 
and FINISH 
are first 
class in every 
respect. 


DuPont Cavalon is used for upholstery covering, because of its 
exceptional qualities of durability and fine appearance. Order 
two of these excellent chairs for inspection and display. We 
are confident of your enthusiastic approval and ensuing sales 
success. 


Jasper Seating Company joan 
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Hair-line 
<—Over- 
Under 
Weight 


Indication 





"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


iS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by ™% 
ounces (other numbers up to 4 Ilbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
T Ri i 7 v 2714 W. 21st Street 
ILLINOIS 


CHICAGO 




















HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 


BEACH’S 
“Common Sense" 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred | 
Our usual discounts to 
| dealers. 
nd ‘ att The same quality. 
— The same convenience. 


}--| 
me —_— The same ample space for 
ees records. 
Send for a sample. 


BEACH PUBLISHING CO. Detroit, Mich. 





























MORE CUSTOMERS 


That's what every dealer wants... 
and gets . when he feature 
Clarotype. This fast working, prof- 
itable item puts “pep”’ into your 
type cleaner sales. It builds repeat 

















sales because it gives real value and 
satisfaction from top to bottom of 
the bottle. Write today for free mer- 
chandising aids which help you get 
75% of your market 

The Clarotype Company, Inc., 
16-H Hudson St., New York City 


5 
CLAR-O-TYPE 








THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


OFFICE APPLIANCES 


— NON-WRINKLE ° 
hg will not curl, Clan Pins 
ree, or wrinkle. 

' PRODUCTS 
oh WOOD STAMP 
Zeuze ui Tests show 35 to PADS 
FEE | 50% more copies. ATW AREAS 
> UNIVERSAL RIBBONS 
HECTOGRAPH 

CARBON 


White For Sample 


A 
>. 


PHILLIPS PROCESS CO. Inc. 


194 Mill Street Rochester. N.Y. 


THE ALL PURPOSE Will not smudge. 
CARRON PAPER 


LASTS LONGER 


Same sheet works 
on standard or noiseless typewriters, 


billing or bookkeeping machines. 


L.A.PHILLIPS President 











DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 





Rubber Feet. 

Packed 1 dozen or more in 
28 hipping carton. 

Finished in green lacquer. Shippio. “oat. per gross 100 


Size 10 x 14 x 3 inches. pounds. 


Made of No. 16 wire. 
Top rim of No. 12 wire. 


Manulactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 














j~————ee= SEND US THIS COUPON ..—— 


AID TO BRITAIN 


BUY BRITISH GOODS 


¢ 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ers merchandise. We shall be pleased to mail you a copy 
post free each quarter if you will complete the form below. 





BRITAIN DELIVERS THE GOODS 








To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 


EXPORTER, 
34, Bridge Street, HEREFORD, ENGLAND (Late of Grand Build- 


ing, Trafalgar) 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 


























JULY, 1941 


Remember! 
They Correct Mistakes in Any Languag« 


Waldon Roferts Enanenr 


THE World’s Quality Standard 


Customer 
satisfaction 
brings profitable 
repeat sales. 


Via ole) me -1e)-) 4 Bee. 0) -1-1 4. ae Ore) 
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88 STYLES 
tor all 
consumer 


needs. 


NEWARK. New JERSEY, U. S.A 





A Complete Line of 
Document and 
Roller Shelf Cases 
PLUS 

The assistance of our 
Engineering Department 
when quoting on special 
sizes and lay-outs. 


Contact us on your next job. 


Browne-Morse Company 
Muskegon, Michigan 








| MAKERS OF NATIONAL | 
STEEL HINGE 
RING BOOKS 













NATIONAL BLANK BOOK CO. 
Holyoke, Mass. 
NEW YORE CHICAGO BOSTON 

















| 
W The MODERN Hectograph! 


R Consider the advantages of WRITO! 


Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—quaranteed indefinitely 

3 against deterioration. Will not crack, dry or spoil! 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—WRITO weighs less, 

T so you get more per pound 
PURE—can be melted and 
reused 


Oo Complete line in all popular 


sizes in both pans and refills 








Dealers: Write for complete price 
schedule, discounts and sales helps 
We offer you a real proposition 
ROSS LABORATORIES, Inc 
4021 N. Hermitage Ave., Chicago, Ill. 






















Stanley R.Bristow 











THE AMERICAN 
“5 IN 1” 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 
PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 








Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 






24 Central Ave.West Orange,N.J. 














BROOKLYN, NEW YORK 





7/1 AMERICAN NUMBERING MACHINE CO. 





Sell EILIN 





Protection 


@ No Factory Competition. 


@ Inquiries Referred to Deal- 
ers. 


@ Simplified Catalog. 
There is a Meilink safe for every 


protection requirement in the 
home and office. 


MEILINK STEEL SAFE CO., Toledo, Ohio 




















! 
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a8. 


Trade Mark 
No. 2, No. 5, a 6 and 
No. 







THE CUP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN AND DENISON MFG. CO., 133-137 W. 23rd St. 
New York 

Niagara Paper Clips 

Cado Punchless Binders 


Cado Fountnbrush 

Cado Quick Drying Ink 

DeLuxe Thumb Tacks Klutch Clip Binders 

Cado KeRak and KeTags Klutch Clip Boards 
Kontrol Clip Boards 











Write for Free Tube 
& Profit Story 






Lis spectal 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 


off like adhesive tape. . . itis soclean 


that any excess rubs off, leaving work 






and fingers unsoiled 







Harriman-Welts Products Co., 200 Summer St., Boston 





ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Off es, Vaults and Store- 
room. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 











A Timely All- oo Case! 


For your customers who combine 
business with pleasure—here is a 
case that has plenty 
of room for busi- 
ness papers plus 
space for luggage. 
Available in a vari- 
ety of leathers in 
all price grades. 









Write for catalog of 
complete line. 


MURRAY 


VARAT 
COMPANY 
114 S. Clinton St. 
CHICAGO 


New York San Francisco 








OFFICE APPLIANCES 


Too: 


& "| Mm? \ 


DAYTON STENCIL 
WORKS CO. "oiis"™ 





With TWIRLIT in stock 


you offer super service 


Most Stationers like to offer the 
very best in modern convenience 
When anyone asks about paper 
punches, recommend TWIRLIT 
pecially for its extra capacity, 
easy operation and high accu- 
racy. Drills 150 sheets (a half 
inch thickness o A Ry 7 er) ac - 
rately aligned, che of four ho 
sizes, from 1/4 to 13 32 ine - 
Series 100 illustrated lists at only 
$2.50; larger series have adjust- 
able drillheads with guide and & 
etched seale. Order TWIRLIT for 


demonstration purposes or send 





for catalog. 


MITCHELL BINDER COMPANY troserstovn. ma. 

















FOR NUMBERING 


Lower Prices 
Largest Variety ~, 
Longer Discounts = — 


ROBERTS NUMBERING MACHINE COMPANY 


694-710 JAMAICA AVENUE, BROOKLYN, N. Y. 
Western Distributor: LOUIS MELIND COMPANY 


362 W. Chicago Avenue 593 Market St. 
CHICAGO. ILL. SAN FRANC:iSCO 











IDEAL tor 
HOT WEATHER 


MASTER 
SPEED KEYS 


Springs instead of 
rubber. 


WHAT A DIFFERENCE! 
Send for sample. 














Speed Key Mfg. Co. “tkoonttn y's 
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Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 
placed. 


54 
different ribbons always in 
full view. “In full view" 


power of suggestion pro- 
motes counter sales. 





a? >t i st 
i. Sse Soe eee 


| eees a Pic 
i ~ weet 


FREE! WRITE TODAY! CARBON & RIBBON MFG CORR 








165 DUANE ST. 
NEW YORK, N. Y. 


BANK PASSBOOKS 


And Pocket Check Covers 











New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








STEEL FILES 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 


When customers keep coming 
back for more—you have 


T something! 
hat's exactly what happens when they get the habit 
of ordering business cards from you, done on Wiggins 


Book Form Card Stock—which fits perfectly in a Com- 
York City pact Binder. They zip out with perfect edges, and there 
’ Loescl 0 is no waste from pocket wear 

You will be business ahead if you insist on your 














New 
R ard ¢ 


Ct saa & Woo s Cc printer or engraver using Wiggins Book Form Card Stock 
peers ‘ on your business card orders. Ask any of these paper 
Cincinnati merchants for samples of these cards or cases, or write 
The Chatfield Paper Co to us direct. 
Detroit 
Seaman-Patrick Paper Ce 


The Jobn B. 
Grand Rapids 


Carpenter Paper Co 1 | 
Houston W | (> (5 | NX S Company 
‘ ; 


L. 8S. Bosworth ¢ z 
1162 Fullerton Avenue, Chicago 


St. Louis 
y Fine Papers, In Book Form Cards Compact Binders 
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MARK/ILO- 
CELLULO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
\\ size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
o\ Made of acetate (flame resistant) transparent cel- 
_-==— lulose. We build to fit your particular need. Write 
— us for details. 


Markile Company, Mfrs. 


2633 S. Racine Ave. Chicago, U. 8. A. 



















MAGIC FLOW 


AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 
o 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 











B Put A SENTRY 
| SAFE on Duty 


and you'll be providing dependable 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15° x 12° x 12'2 
WEIGHT: 245 Lbs 1-Hour Protection 


DEALERS: You can make quick profits on this lower 
é priced safe. Many exclusive territories open. Write ‘ 


RUSH PUNNETT we. 


545 WEST AVE. > ROCHESTER, N. Y. 











You can do a bigger, better business 
with OXFORD FILING SUPPLIES 


SALES HELPS 


Oxford offers a well-planned sales pro- 

metion program of circulars, package 

inserts. samples, displays. electros, and 

sales manuals. 

NO DIRECT Oxford dealers are never up against 

SELLING direct selling competition from the 
manufacturer. We sell only through 
our dealers. 

COMPLETE Oxford dealers handle a complete, 

LINE guaranteed line that sells quickly and 

easily at a profitable mark up. 


Write us OXFORD FILING SUPPLY CO. 


today for 340 Morgan Avenue, Brooklyn, N. Y. 
catalog 125 South 8th Street, St. Louis, Mo. 

















a earebede li? waive 
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CUSTOMER APPEAL! 


FIR NSTRUCTION 
LTERIOR INTERIOR FINISH 
RABLE. AND EASY 


950 


LIST PRICE 


WALZ 


MANUFACTURING 

COMPANY 
WRITE FOR FULL DETAILS 
531 NORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 





BEST .. . from Any Angle 


No matter how you look at it, there's 
no better stamp pad than Speed-Mo 


Spenge rubber construction gives 


long life under heavy duty. No 
sweat, no sag, no lint. DEALERS 
write! 

RIVET-O 
MFG. Co. 

94 Jason St. 


ORANGE, MASS. 


or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 


SPEED-MO ccc: STAMP PADS 











the ACME 


MIDGET 


A light weight, handy 
desk stapler with 
quiet, velyet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. I—NO snieindiinas SIMPLEX 





THE NAME IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


ee oe ee - 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 








OFFICE APPLIANCES 





AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationers merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 





'--=-====- SEND US THIS COUPON --=-==== 


To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street. 

HEREFORD, ENGLAND (Late of Grand Building, Trafalgar) 
Please send to the address below Free copy each quarter of 


the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 





Date 





] 
i 
I 
tn 
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| a: Its Tops <— 
ALLEN J WALES Our New SLIDE LEAF 


SUPER-STAND 


This stand features a sliding leaf 


ADDING MACHINE eteracgoama 
right side easily by simply push- 

ing leaf to the desired position. 
Made in two sizes—14x17'/, and 


16x20. Large swivel casters as- 
CORPORATION a pale raed Ne. $50 


walnut, mahogany. oak, green. 





Shipped set-up. fully riveted to- $6.45 : 
gether or K.D. if desired; specify list 
when ordering. less Dealers’ Discount 


444 Madison: Avenue Namoieomes METALSTAND 60. 9 vutcsccrnm ra 


Mfrs. Stands and Stools 


SELL MEILICKE CALCULATORS 
- gents — The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
No levers to pull. No ee ¢ 


PENCIL POINTED DEN keys to punch. No tedi- 





















The only successful Stylo ous figuring. No errors. 
Starting in September and continuing through Just copy the answers 
the Holidays in tabulated in convenient 
LIFE, SATURDAY EVENING POST form. Sold on 10 day 
COLLIER'S, LIBERTY AND LOOK nen GhiRiete biuiein 
Alert dealers can cash in ally advertised! Write Suasty tie i 
ponder cotgyray pom for details nowl ee. — ji re 
oy ° eq: 3468 N. Clark St. 
World’a Largest Manufacturers of Meilicke. ystems, Inc. Chicago, i. 








Pencil Pointed Per 
206 Hudson Street 


k HI-SPEED 
C / MA | , ANSON postat scate q 


@ Faster than a beam type scale—no time 
Here is a Postal 


e lost jiggling weights 

The om @ @ ihe 4 Scale that gives foreign and domestic 
postage at a glance without figuring. 
Hair line accuracy. Built to last a lifetime. 

° Your customers will like this 

0 ure Seating. modern, business like scale. 

Ask your jobber for Bulletin No. 5 

Hanson Scale Co., 525 N. Ada St., Chicago 7. 


CRAMER POSTURE CHAIR CO. RANSON SCALES 


1210-18 Campbell St. Kansas City, Mo. 





‘New York, N. Y. 














A Price for Every Purse in Our 3 Price Ranges 








BATHROOM © KITCHEN * NURSERY «DIET « POSTAL 
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Moore Push-Pins and Push- 
less Hangers display plenty 
of sales action because 
they fill a real need around 
the home. And because cach is designed to 
do its job efficiently and well, there’s a real 
demand for this “handy pair.’’ Thus, they GO 
TOGETHER because of the very noture of the 
job they do and they GO TOGETHER over 
retail counters—to the profitable advan- 
tage of dealers who stock them. 

@ FREE DISPLAY. A_ revolving All-Metal 
Counter Display free with your order for 
72 packets of Moore Push-Pins, Push-less 
Hangers. Specify Cabinet No. 720 


MOORE PUSH-PIN COMPANY = 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA 






A 
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The Complete Line of Office Equipment in Steel. 


ART STEEL CO., INC. 


NEW YORK, U.S. A. 


i 


i> 


'@ Ge: 
ei ebi 







i 


= 
> 
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SHARPER SMOOTHER 


Red, White and Blue — rich Military Olive Green, are the popular 











new colors in the 'Threadline’ 49'er. To modern styling like this, add 
the “twistproof'’ mechanism, smart design and ‘Threadline’’ Lead 


and you know why more Americans buy "Threadline at 49". 


RITE-RITE MFG.CO. 





Subsidiary of Joseph 
Dixon Crucible Co. 








In pencils, the point counts most. 'View- 
point" is the sharpest of all mechanical 
pencils—stays pointed when others wear 
dull. '"Threadline'" lead, put out where you 
can see it in a superthin steel tube does 
the trick. And what a difference that ex- 
clusive Dixon Rite-Rite feature does make! 
Never before was there a pencil of any 
kind that stayed sharp without sharpening, 
made clean, clear writing so easy. Never 
before a pencil so pleasant and comfort- 


able to use. It's the best a dollar will buy. 


DEALERS! WRITE TO ADDRESS BELOW! 


CHICAGO 





OFFICE APPLIANCES 








LFTTERGRAPH MODEL C 


AUTOMATIC FEED y FULL LEGAL SIZE 


COMrEsre WITH SUPPLIES ° 


UPPLIES INCLUDED ARE VALUED AT $3.56 — 





a 


ne eS ee 


UND PERW OL OD PROV 


MAGINE a stock model Underwood 
l Operating at a rate of 217.9 words 
a minute—placing clean-cut type im 
pressions on paper at the startling 
speed of 18 strokes to the clock tick 
Imagine a typewriter operating at a 
rate of speed that would make it pos 
sible to dash off an entire column of 
The New York Times in 5 minutes, 
type The Declaration of Independ 
ence in 6 and copy Lincoln's Gettys 
burg Address in less than a minute 
and a quarter! 

For that is the certified performance 
of a stock model Underwood oper 
ated by mechanical “fingers” 1n a test 
conducted at the Research Laboratory 
of the Underwood Elliott Fisher 


Company at Hartford, Connecticut. 


Because Underwood engineers sought 
to determine the Underwood's per 
formance at speeds far beyond the 
limitations of human hands, the 
Underwood was operated at 290 
words per minute for individual lines, 
while the score for the complete test 
(including carriage returns, etc.) was 
17.9 words per minute! 


It is significant of Underwood pre 


cision manufacturing that even at three 


or four times the speeds at which most 
typewriters are operated, the character 


of the Underwood's finished work 


U n a e f wo 0 | — Types Better Letters... Faster! 


ES SPEEDIER 


Right: Underwood (S-Master 
Model) Typewriter as used in 
super-speed test in Research 
Laboratory at Hartford, Conn. 











this test was clean-cut, evenly spaced 
and in good alignment 

Ease of operation—smoothness of per 
formance—a fine quality of impres 
sions—plus a tremendous reserve of 
speed here are the qualities you get 


in the Underwood 


Scored in accord with International Typewriting 
Contest Rules... 5 strokes to the word. 


UNDERWOOD ELLIOTT FISHER COMPANY 
One Park Avenue, New York, N. Y. 


Sales and Service Everywhere 


Underwood Elliott Fis! 
.) dst World's Busine 
Copyright 1941, Underwood Elliott Fisher Company 











